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FIVE HANDY HELPERS TO FIGHT YOUR COMPETITION 


IM CLIPPED CORNER, 
| HELP EXTRACT 
CARBONS 


IM CLEAN £0GE, 

| KEEP FINGERS CLEAN 
WHILE EXTRACTING 
ALL CARBONS AT ONCE 


WERE TOP 
ANO BOTTOM 
WE HELP YOU 

CENTER 
LONG & SHORT 
LETTERS 


Someday soon, competition in the 
office supply field will be keen again. 
Then Webster’s MultiKopy Micro- 
metric will continue to give you the 
sales edge. Micrometric provides 
secretaries with five handy helpers 
who work without pay. No other 





IF YOU ROLL THE 
PAPER PAST M£ 
YOU CANT ROLL 
line of carbon paper offers so much BACK. 


for so little. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico--one 
year,$2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIl., 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered inthe United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1945, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


through the journal. 


customers. 
A ar int ag Mfg. Corp.....141 
Yotterman, I. D 184 
Acco Products, Inc. 130 Cram, The George F., Co. 178 
Ace Fastener Corp. 129 Cramer Posture Chair Co. 103 
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Brown, Arthur, & Bro. 134 Harter Corporation 84 
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Commonwealth Publishing Co...185 Jasper Chair Co. 133 
Consolidated Business Systems, Jasper Desk Co., The 153 

ne. 92 Jasper Office Furniture Co. 142 
Consolidated Stamp Mfg. Co. 183 Jasper Seating Co. 177 
Continental Ink Co. 183 Kahn, David, Inc. 123 
Cook, The H. C. Co. 165 Keep Prices Down 188 
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They do, however, offer their services in resolving any disagreements which result from relations established 
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Wabash Filing Supplies, Inc.......178 
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WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


CAPTAIN IN A.A.F. (ADMINISTRATIVE) has returned to civilian life. Inter- 
ested in systems and methods position with local stationer or manufacturer in 
town of 50-75,000 in South or Midwest. Cannot de too much walking or 
standing due to foot trouble. If you want brains instead of muscular strength, 
education, experience and personality rather than brawn, physique and torso, 
here is the man. Age 34, not married, go anywhere. Was forms control offi- 
cer for A.A.F. command, represented leading firms in systems field in previous 
days, covered South; has designed systems in connection with IBM, UEF, RR, 
Burroughs, Todd, Addressograph, Mimeograph, continuous forms, visible rec- 
ords, autographic registers, salesbooks and loose leaf. Have diploma from 
Int. Acctg. Society, honor graduate of Vanderbilt University. References of 


course, Address E-75, care Office Appliances, Chicago 6. 


SALES EXECUTIVE, now employed, seeks change. 18 years’ successful record 
with leading office machine manufacturers. Strong in Sales Personnel Ad- 
ministration, Organization and Training. Best references. Available to right 
organization on 30 days’ notice. Address E-74, care Office Appliances, Chi- 
cago 6. 


LADY with number years’ experience in all branches of office supply and 
printing business wishes to make change. Has experience in selling and 
Address E-70, care Office Appliances, Chicago 6 


¥ 


managing office supply store. 


4 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality Sas. ot heneperash ond 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 


papers, etc. 


has territory openings for steady, reliable type of salesmen who 


are workers. New exclusive products have created an unusual opportunity for 


able representatives. 


Permanent post war employment. 


Opportunity y for ex- 


cellent earnings. Salary and expenses — See display ad in this magazine. 


Write Old Town Ribbon & Carbon Co., 
N. ¥. 


Inc., 750 Pacific Street, Brooklyn 17, 


ATTRACTIVE OPPORTUNITY—opening for capable man to take charge of 
office machines department for progressive Underwood Agency in eastern New 


Mexico. Must be able to sell and service all types of equipment. 
bag: 
590, 


position, salary and commission. 
pected. Clovis Printing Co., Box 


FAST-MOVING, profitable line of 
cushions, globes, ash stands, waste paper baskets, etc. 


office 


Permanent 
stating experience and income ex- 
Clovis, N. M. 


accessories, including lamps, chair 
Ideal for man now 


calling on trade. Certain territories still available. Give experience, lines now 


carried, territory covered, etc. 
cago 6. 


WANTED—SALESMAN for Comptometers. 
agement ability with recommendation from manufacturer. 
territory in Honolulu, Hawaii. Apply 
San Mateo, Calif. 


account against commissions. 
Alexander Brothers, Limited, Box 


Sales 
354, 


Address S-203, care Office Appliances, Chi- 


Must be experienced and have man- 
Excellent drawing 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


EXPERIENCED STATIONERY AND OFFICE SUPPLY salesman for cutside ter- 
ritory. State salary desired and experience. Address S-201, care Office 
Appliances, Chicago 6. 


EXECUTIVES WANTED 


EXPERIENCED STATIONERY AND OFFICE SUPPLY manager wanted. An ex- 
cellent —— for real live wire. State experience and salary desired. 
Address S-200, care Office Appliances, Chicago 6. 


WANTED—Partner in established typewriter, adding machine, cash register 
business. Must be all around office machine mechanic. 50-50 basis. Catlett 
Bros., Box 338, Goodland, Kans. 


MECHANICS AND REPAIRMEN WANTED 


ENTERPRISING DEALER in southwestern city having many natural advantages 
including most healthful climate, has opening for first-class typewriter me- 
chanic. Direct factory agencies. Good pay to qualified person. Send full par- 
ticulars including references to S-197, care Office Appliances, Chicago 6. 

SAN FRANCISCO DEALER wants expert mechanic on all styles of Burroughs 
machines with the ability to learn to repair other makes. Salary $300.00 
per month plus annual bonus. Address S-205, care Office Appliances, Chicago 6. 


WANTED——COMBINATION CASH REGISTER, Adding Machine mechanic. Must 
be good on all makes Cash Registers. $75.00 weekly salary. Permanent posi- 
tion. Can furnish house. Office Equipment Company, Box 1009, McAllen, 
Texas. 


MECHANIC FOR NIAGARA Duplicators, Typewriters and Adding Machines. 
Ideal working conditions, highest income, permanent. Correspondence invited, 
confidential. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, 
Michigan. 


EXPERIENCED TYPEWRITER AND ADDING MACHINE Mechanic; good salary; 
pleasant working conditions in a modern shop. Flake Typewriter Co., 45 2nd 
St., on Arizona. 


WANTED—Combination Typewriter and Adding Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. Wells St., Chicago 6, 
Illinois. 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


REPRESENTATIVE AVAILABLE 


ATTENTION—MANUFACTURERS—Experienced, aggressive, sales engineer 
seeking new OFFICE SPECIALTY, MACHINE or APPLIANCE. Dealer and con- 
sumer contacts throughout the New England states. Will consider restricted 
or exclusive franchise. Frederic A. Poole & Company, 683 Atlantic Avenue, 
Boston, Mass. 


SYSTEM HOUSE wants exclusive franchise in Gulf Area on ‘‘Charge A Plate’’ 
equipment and service. Address E-73, care Office Appliances, Chicago 6. 


SYSTEM HOUSE wants exclusive franchise on Micro filming equipment and 
supplies in Gulf Area. Address E-72, care Office Appliances, Chicago 6. 


MR. MANUF AC CTURER, do you want your product distributed nationally? Write 
R. D. Bacon, 5418 Blackstone Ave., Chicago 15. 


REPRESENTATIVES WANTED 


EXCLUSIVE REPRESENTATION for new fast-selling office essential in following 
territories: Atlanta, Chicago, Cleveland, Denver, Kansas City, Minneapolis, 
Richmond, St. Louis and New England. Attractive commission arrangement. 
Box E-71, care Office Appliances, Chicago 6. 


FACTORY REPRESENTATIVES WANTED—One for Rocky Mountain Region; 
one for portion of New England—by nationally known manufacturer of writ- 
ing materials to augment present sales activities in these areas. Salary with 
bonus arrangement. All expenses paid. Full time—permanent. Give complete 
background and details of experience. All replies confidential. Box No. S-198, 
Office Appliances, 100 E. 42nd Street, New York 17, te 


MANUFACTURER wants representatives for quality line commercial and in- 
dustrial rubber cements, including superior padding cement. Collomite Cor- 
poration, 132 E. 123 St., New York 35, N. Y. 


WANTED FACTORY REPRESENTATIVE—By nationally known mid-western 
manufacturer of office equipment and supplies. Excellent opportunity. Must 
have experience selling dealers; be able to conduct sales meetings; evaluate 
markets; open up new dealerships. The position is full time and permanent. 
Western Pennsylvania and New York State—and Virginia, North Carolina and 
Maryland territories open. Give complete background and details of experi- 
ence. All letters shall be kept confidential. Write Box S-202, care Office 
Appliances, Chicago 6. 


RETAIL BUSINESS FOR SALE 


FOR SALE—Well established Office ‘Masbities Supply and Equipment business 
located in small thriving New York State City. Many exclusive agencies; 
modern well equipped service department; nice store located on main street. 
Bad health only reason for selling. Write Box S-194, care Office Appliances, 
Chicago 6. 


WANTED TO BUY RETAIL BUSINESS 


ESTABLISHED, typewriter, adding machine and supply business, town 15,000 
or larger with good trade territory, cash deal. Write Box S-204, care Office 
Appliances, Chicago 6. 


DESIRE PURCHASE well-established office machines store in industrial city 
50 100,000 population. Prefer South or Southwest. Give complete details 
confidentially. Address S-193, care Office Appliances, Chicago 6. 


STORE SPACE TO RENT 


FINE OPENING FOR OFFICE SUPPLY business. Will rent 1000 Square Feet in 
the biggest office furniture store in SW. If you know the business this is a 
honey. Write for particulars. Address S-196, care Office Appliances, Chicago 6. 


OFFICE APPLIANCES, 


May, 1945 


WANTED MANUFACTURING FACILITIES 


SEEK WOOD-CASED LEAD PENCIL manufacturer able to supply 2000 gross 
tipped and 1000 gross untipped private-branded pencils monthly. Address S-199, 
care Office Appliances, 100 E. 42 St., New York 17, N. Y¥. 


TRADE SCHOOLS 


TYPEWRITING REPAIRING—Original, simplified Home Study Course. Stu- 
dents operating own repair shop. Weber Typewriter Mechanics School, Box 
269, Osborn, Ohio. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now require 90 to 150 days’ time. We espe- 
cially feature ‘‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We feature Gold 
Pen Points and Repairing. Mail all makes to ONE place for better service. 
ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and 
Repair Co. (Est. 1904), 38 So. State St., Chicago 3. 


FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Percils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and 
other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon recuest. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 537 
South Dearborn St., Room 306, Chicago 5. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial num- 
ber and we will quote highest cash prices. International Office Appliances, 
Inc., 326 Broadway, New York 7, N. Y. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, re- 
build. Comprehensive service for dealers. Adding and Bookkeeping Machine 
Service Co., 1307 Grand, Kansas City 6, Missouri. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee 3, Wis. 


QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all Pn of other mac hines. American Busi- 
ness Machines, 135 Grand St., New York 13, > 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S, Nathan, 
Inc., 548 Broadway, New York 12, N. Y. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively re- 
finished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and suayengee. Universal Office Equipment Co., 
7-9 Waverly Place, New York 3, > 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 


ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 13 Y. 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Eighth St., St. Louis 1, 
Mo. 


FOR SALE—One Yawman & Erbe posting desk with four eight by five card 
trays—like new. John W. Wells, 673 Walnut St., Williamsport, Pa. 


WANTED 


INTERNATIONAL VISIBLE Factograph cabinets, in 6 and 12 drawer 8x5 size, 
complete with card holders. We are also interested in extra 8” Interna- 
tional card holders in any quantity. Advise what you have available. E. H. 
Heineman, Box 552, St. Louis 1, Mo 


WANTED—COIN COUNTERS and Coin Sorters; Abbott, Standard Johnson and 
Coin Audit. Hand and electric. Adding Machine Sales & Service Co., 1100 
Prospect Ave., Cleveland, Ohio. 


WANTED TO BUY Surplus equipment of all types. Ready buyer. Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 


WANTED—Gelatin and Liquid Duplicators. State make, size and price. Ad- 
dress S195, care Office Appliances, Chicago 6 


MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
413 West State, Milwaukee. 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 




















obligation. 
Adding Machine Parts Calculating Machines, Used Desk Lamps Pronto File Corp 128 
Ames Supply Co 04 Mailers’ Service & Equip. Co 182 Dawn Mfg. Co. 186 Remington Rand, Inc 72 
“ . 7 . 1 r ” . 
Shipman-Ward Mfg. ( 180 Shipman-Ward Mfg. Co 180 Van Dyke Industries li saa ge Co tr 
Adding Machine Rolls & Paper Carbon Papers Desk Pads & Tops Shaw-Walker Co. .... : 113 
Rockwell-Barnes Co. “ae 181 (See Ribbons and Carbons Aigner, G. J se 87 Victor Safe & Equip. Co... 80 
Adding Machines Card Index Boxes and Trays Fair Furniture Co 144 Weis Mfg. Co 75, 76, 77, 78 
Allen Calculators, Ine.............. .. 99 All-Steel-Equip. Co. . 86 Office Furniture Wholesale Dist.....176 Filing Cabinets, Insulated : 
Friden Calculating Machine Co 25 Amberg File & Index Co 167 Wilson Jones Co. 83 Meilink Steel Safe Co 162 
Monroe Cale. Machine Co 7 Art Metal Construction ( 91 Desk Pen & Ink Sets Shaw-Walker Co....... : 113 
Remington Rand, Inc 72 Art Steel Sales Corp...82, 97, 152, 171 Gregory Fount-O-Ink Co. 64 Victor Safe & Equip. Co 8v 
Smith. L. C., & Corona Type Cole Steel Equipment Co 101 Sengbusch Self Cl. Inkst’d Co 187 Filing Cabinets, Metal 
writers. ............. 41 Columbia Steel Equipment Co 145 ahestie 7 Pen All-Steel-Equip. Co. . 86 
Victor Adding Machine Co...... 131 Corry-Jamestown Mfg. Cx 141 Sheaffer, W. A., Pen Co Anderson-Hickey Co 62 
Adding Machines, Rebuilt & Used General Fireproofing Co., The....52, 53 Desk Trays ; Art Metal Construction Co... 91 
Mailers’ Service & Equip. Co 182 Globe-Wernicke Co., The 56, 57 Aigner, G. J., Co. : Art Steel Sales Corp.....82, 97, 152, 171 
Shipman-Ward Mfg. Co 180 Guide System and Supply ¢ 70 Art Meta) onstruction Co Browne-Morse Co , 59 
Underwood Eliott Fisher sack Cover Imperial Methods Co 149 Art Steel Sales Corp...82, 97, Cole Steel Equipment Co ; 101 
Adhesives Invincible Metal Furn. Co 139 Corry-Jamestown Mfg. Co.. ] Columbia Steel Equipment Co.. 145 
(Mee Inks. Adhesives, otc Metal Office Furniture Co 127 General Fireproofing Co., The 3 Corry-Jamestown Mfg. Co. 141 
Arch and Clip Board Files New England Woodworking Co 124 Globe-Wernicke Co., The 0, +4 General-Fireproofing Co., The....52, 53 
Globe-Wernicke Co.. The Re oR Norcor Mfg. Company 173 Imperial Methods Co..... 14s Globe-Wernicke Co., The 56, 
petal pemmatigy k e181 Peerless Steel Equip. Co 189 Peerless Steel Equip. Co 189 Invineible Metal Furn. Co. 
se phage nh Cc 157 Pronto File Corp 128 Service Products Co 157 Metal Office Furniture Co 
ag Ws tke aa % 113 Security Steel Equip. Corp 154 Shaw-Walker Co. .. wiscscenonsnconseoR tee Peerless Steel Equip. Co 
~ cave e a Erbe Mire GC 135 Shaw-Walker Co. 113 Weis Mfg. Co. (5, 76, 77, 78 Security Steel Equip. Corp 
uwman anc ae D€ g 0 35 Woets Mfoe Co 75 76.77. 78 Yawman and Erbe Mfg. Co 135 Shaw-Walker Co. maa 
ee ae says it Cc 116 Wells Office Furniture ( 136 Desk Work Distributors Victor Safe & Equip. Co 
5 reg - oe urniture Co saa Yawman and Erbe Mfg. Co 135 Art Steel Sales Corp....82, 97, 152, 171 Weis Mfg. Co. F maktty. VO O40 
A - fat urniture Co : 14 Cash Boxes Globe-Wernicke Co., The 56, 57 Yawman and Erbe Mfg. Co... 1 
oo par rons : , ne oa Art Stee] Sales Corn. 82. 97, 152, 171 Victor Safe & Equip. Co 80 Filing Cabinets, Wood 
Wood Omics Furniture Institut 14 Cole Steel Equipment Co 101 Wilson Jones Co 83 Art Metal Construction Co...... 91 
Atlases, Geographical — a General Fireproofing © The....52, 53 Desks Art Steel Sales Corp.....82, 97, 152, 171 
Cram George F., Co 178 Casters, Caster Bearings, Slides Art Metal Construction Co. 91 Bainbridge, Kimpton & Haupt 104 
Autographic Registers Darnell Co 77 eal Maan Mie 9 07 159 17 Browne-Morse Co. .. seen 59 
rp 177 Art Steel Sales Corp.....82, 97, 152, 171 , 7 
United Avtographic Register Co 122 Celluloid Envelopes Browne-Morse Co 59 Business Efficiency Aids : 186 
Bank Supplies ; (See Envelopes, Celluloid) Columbia Steel Equipment Co 145 General-Fireproofing Co., Phe......52, 53 
Downey, C. L., Co 165 Chair trons Corry-Jamestown Mfg. Co 141 oes ane Co., The 00, os 
Bankers Note Cases Bolens Products Co 170 General Fireproofing Co., The 3 Imperial Methods Co. ; 149 
Art Steel Sales Corp...82, 97,152,171 Chair Mats Globe-Wernicke Co., The 56, 57 oe eee Ce oe 
ee abet ge 52, 53 Office Furniture Wholesale Dist 17k ie yy Company +4 Ste unkaan Wansiakius Co ins 
tlobe-Wernicke Co., e 56, 57 ; ~~ _ mperia esk Co 5 - wnglé (000 $ “ 
Victor Sate & Equip. Co ” 80 ie ae st Indiana Desk Co ' 100 eta: gay Aarne 4 
i “ae . . a Invincible Metal Furn, C 139 erma-Bilt Equipment i) 85 
oh Sreeene, ane Periodical 130 Adirondack Chair Co 172 Tamar ahaa “Ca 5 153 Security Steel Equip. Corp 159 
Amberg File & Index Co............167 Seed Mal wine co 99 Jasper Office Furniture Co 143 Viner Stee 1a 
Master-Craft Corn., Div. S-W 69 Chai ‘ off x i 192 Leopold Company, The 85 hf nag afe & Equip. Co.............. 80 
National Blank Book Co 43 Bricht Chatr Co 157 Metal Office Furniture Co 127 Wells a, Soe Co. shes i 498 
Shenn: he C. E.. C 9 orien a 4 Michigan Desk Co 132 jy CHS posture SA.- “4 
i ter Co ai ties z Fetecomnas ta hair ¢ o Myrtle Desk Co 148 Yawman and Erbe Mfg. Co 1; 
Binders, Permanent Storage . ante stig aaa : National Desk Co., Inc 102 Filing Supplies 
Ranenm & Pease Co ® 11 a Upholstery Works 182 Peerless Steel Equip. Co 189 Acco Products, Inc 
Master-Craft Co > Siw + ritz-Cross_ Co., The 169 Royal Metal Mfg. Co 192 Aigner, G. J., Co........ 
faster-Craft Corp., Div. S-W 69 General Fireproofing Co... Tt 59 53 : : “ Ros : : , : 
Sheppard. The C. E., Co 94 Gun ace — wy a age i Security Steel Equip. Corp 159 Amberg File and Index Co. 
Smead Mfg. Co ; H Pe C : H. Chair Co.....178 Shaw-Walker Co 113 Art Metal Construction Co 
Wilson Jones Co - ” 83 Hiah P Corporation : ; 84 Victor Safe & Equip. Co 80 Barkley, L. €C., & Co 
- . gh Point Berding & Chair Co 114 Wells Office Furniture Co 136 Browne-Morse (Co.............. 
Blackboards Jasper Chair C 8 , . : am ; 
*e aca q a ‘0 133 Yawman and Erbe Mfg. Co 135 Cooke & Cobb Company 
Service Products Co 157 Jasper Seating Co 177 Rind ’ 7 ; N ‘ 
Blank Books Metal Office Furniture Co 107 Diaries (See Memo Books) ca ae gg gt El erg ag 
Boorum & Pease Co 111 Michican Desk Co 129 Dictating Machines, Used robe we bes - in C ia The 
National Blank Book Co 43 New Indiana Chair Co 148 Shipman-Ward Mfg. Co 180 luke Wee Ce "The * 
Procter, Fred, Company 164 Roval Metal Mfg. Co 199 ; ; pee weenenncn Ske % 
Rikein tamen Ca 181 Shaw-Walker Co. 4 Drafting Instruments & Equipment Guide System & Supply Co.......... 
, - ; 113 Brown, Arthur, & Bro 134 Imperial Methods Co.. ree 
Wilson Jones Co R83 Sikes Co., The 55 . - . 4 : “cpa ; 
Blue Print P. ° Stweete Tnatven hate ¢ 1x2 Cardinell Corp. ..... 164 Metal Office Furniture Co = 
2 apers ‘ a . ee Post, Frederick Co., The 175 Northern States Envelope Co...... 
Post. Frederick. Co The 1 Wells Office Furniture Co 138 aaaea :. : 
: ; AO | naeee tiwiaabooes Duplicating Machines and Supplies Oxford Filling Supply Co 
Blue Print and Plan File Cabinets Refoht hate C sie Autocopy, Ine. ...... 168 Soe tek bose G 
All-Steel-Eauip. Co RB x - . : - : Bainbridge. K ¥ , 06 uality Par Envelope Co 
Anderson-Hickey Co 62 eed a air Co 103 Columbia Rib & Carb. ute Ge 18 Rockwell-Barnes Co 
Art Metal Construction Co 91 Priteec Sen oT : 49 Copy Papers, Ine.. eee 155 Shaw-Walker Co. 
Art Steel Sales Corp.....82, 97, 152, 171 Rae Paine Cs Was a Dick, A. B., Co. 37 Smead Mfg. Co. The 
Rrowne-Morse 0 ng ee ee See ee Heyer Corp., The 193 ht we Safe & Equip. Co 
Cole Steel Equipment Co 101 ie : Pitt tnt bie - ‘ Manif Sur ~ Co a Vabash Filing Supplies, Ine 
Radaata Piet Revineent Go 345 Gurlocke. ‘The W. H. Chair Co....118 oem apgucl 37 Warshaw Mfg. C0. ..cccceceerscc-nnsee 
Corry-Jamestown Mfg. Co 141 High Point Bending & Chair Go. 184 Mittag & Volger, Inc 112 Weis Mfg. Co 75, 76 
General Fireproofing ©o., The....52, 53 Tocnorp na ote shecioaaben es Old Town Ribbon & Carbon Co. 51 F Yawman and Erbe Mfg. Co. 
Glohe-Wernicke Co., The 56, 57 qT S th Red Feather Products, Ltd 67 inger Pads 
Invincible Metal Furn. Co 139 Shaws Walken C = A Rex-O-Graph, Ine. 126 Speed Products Co 148 
Peerless Steel Equip. Co 189 Sikes Co The. _ Shallcross Co., The 156 Folders (See Filing Supplies) 
Pronto File Corp 128 Stureis Posture Chair C 2 Sinclair & Valentine Co 172 ; : 
Shaw-Walker Co 113 Walle hen Servites S. Smith, L. C., & Corona Tws 11 ——— i. ees n 
fawman orb ho Co Q- is iture 0 136 “eames ron ; On OR esterbroo ”e 0., The 90 
eS yt a 135 Chairs, Tablet Arm Searkioy Paper. a tui ly ¢ 183 Evershap, Incorporated r 109 
+ # bs Josner Seat we ale 3 ape » yply 0 « * iad 2 oc 
Art Steel Sales Corp... 82, 97. 152. 171 eg cing Mia 148 Technygraph, The ...... 160 Ne ge gee oe = 
cease Firenroofing Co., The....52, 53 inane: fhate © , 199 Victor Safe & Equip. Co 80 ale ea , nee en 
ees OR, The ®. 9% Cheek Bonk Covers & Passbooks Duplicating Machines, Used —— ae. roc ate 
Book Cases Amer. Passhook Co 183 Mailers’ Service & Equip. Co 182 ram, e George » CO ‘ 
All-Steel-Equip. C« 86 Cheek Protectors & Writers Envelope Openers & Sealers Gummed Cloth Rings 
Art Metal Construction Co 91 Hall-Welter Co 126 Commerci: _ Graff, Geo. B., Co 160 
~ ? } ercial Controls Corp 73 , : = 
Browne-Morse Co 59 Checks, Stamped Metal Warshaw Mfg. Co. 172 
nl “meme pate Co = po l4l Dayton Stencil Works 189 me ge Cobb Company 168 Gummed Tape & Sealing Machines 
tener: re 0 y 0 » KS 2 sr ' — c 0 an) ’ hs ‘nee ¥ om » 
sre ies angry Slee Mever & Wenthe, Tr 173 Globe-Wernicke Co., The 56, 57 Metal Specialties Mfg. Co --156 
Gunn Furniture Company 187 Cile gp ; Northern States Envelope Co 166 Honor Rolls 
ichtorn Deck (Co 129 See Arch and Clip Board Files) Quality Park Envelope Co sore D4 Acme Bulletin & Directory Corp...185 
New England Woodworking Co 194 Coat & Hat Racks Smead Mfg. Co., Inc., The 61 Int'l Bronze Tablet Co., Inc ..183 
Peerless Steel Equip. Co. 129 Vogel-Peterson Co 173 Wilson Jones Co 83 U. S. Bronze Sign Co. ....184 
Shaw-Walker Co 113 Coin Bags, Trays & Wrappers Envelopes, Celluloid Index Card Signals 
Wabash Filing Supplies, Inc 178 Art Steel Sales Corp 82, 97, 152, 171 Aigner, G. J., Co 87 Cook, HH. C.. Co : 165 
Weis Mfg. Co 75, 76, 77. 78 Downey, C. L., Co 165 Markilo Co TERT! Graff, Geo. B., Co.............. 160 
Yawman and Erbe Mfg. Co 135 Copyholders E Victor Safe & Equip. Co 80 
. <b a rasers . e ve 
Bookkeeping Machines ve “erage gag 130 Blaisdell Pencil Co 169 ‘Index Tabs 
Underwood Eliott Fisher Zack Cover tg oe -baage The 186 ihe Cine ant Co 178 Aigner, G. J., Co. QT 
Box Letter Files i ; , . 169 Roberts, Weldon, Rubber Co...... 180 Amberg File and Index Co 1A7 
Z : Rite-Line Sales Co., The 165 > 
Amberg File & dn lex Co 167 Wells Office Furniture Ci: 13¢ Expense Books aie Viena & Co... ts RE 
r toe Ss s rn x” 7. 15° het | B »¢ t > t ; I 4 Cc 33 , “ J -] c ° 1 ” 
Cole Steel Equipment Co 6 Costumers ha each Publishing Co 18 Guide System & Supply Co. 70 
101 I Furnit 
Globe.Wernicke C The <a <9 ie roe ae Co = ee Eyelets & Eyelet Fasteners 2 Markilo Co 184 
Rockwell-Barnes (« 181 Pasions “wine 1 E and The ~ 29 Bates Mfg. 0... 117 Master-Craft Corp., Div. S-W 69 
Weis Mfg. Co 75, 76, 77, 78 Shaw- Walker ~ aecapeeattins 113 ee ee =e 83 Shaw-Walker Co es ae 113 
Brief & Zipper Cases Deeel-Wterann Co 173 File Boxes, Fibre Collapsible Sheppard, The C. E., Co. 91 
Master-Craft Corp., Diy. S-W 69 Wells Office Furniture ( an Bankers Box Co...... 89 Speed Products Co 143 
Rtationers I< ae ia 101 Cushions & Pads Chair meas sarkley, C. L., & Co. .---138 Victor Safe & Equip. Co 80 
Stein Bros. Mfg. Co 88 Century Leather Furn. C . Globe-Wernecke Co., The 6, 57 Inks (Writing), Adhesives, Ete 
: : ee a ae 116 Guide System & Supply Co 70 Higgins Ink Company, Inc... 3] 
Calculating Devices Fair Furniture Co 144 4 : . b« iggins In -ompany, Inc 18 
Consolidated Bi t 92 Perfect Rubber Seat Cush. C 73 Oxford Filing Supply Co 163 Rivet-O Mfg. Co. 183 
onsolidated Business Systems, Inc. 92 er ubber Seat Cus 0......173 Pronto File Corp 128 Ste R.A. &C x6 
Mellicke Systems. Inc 199 ‘ “hry - sop te Stewart, A., & Co ; 189 
Shipman-Ward Mfg. ¢ 180 Dating Stamps on eee, Se ee? Inkstands 
ore ) ] J 1 | 0 ’ Se ¢ 8 \ a4 ‘¢ 17 - 
Victor Safe & Equipment Co go ( tate a x imp Mf ( Tt ian ee oo ucti ( l ee ee Se eRe OR - 
n idated + mp Z 1S y. Metz structio 0 9 
Calculating Machines Fulton Specialty (C« 17¢ Art Steal Sales : ore. . 82. 97. 152. 171 Labels 
Allen Calculators, Inc 99 Meyer & Wenthe, In 173 Cole Steel Equipment Co. 101 Imperial Methods Co 149 
Friden Calculating Machine Co 125 Rivet-O Mfg. Co 183 Corry-Jamestown Mfg. Co meee Oxford Filing Supply Co 163 
eenwee Soe. Mecwne Co 79 Stewart, R. A., & Co 189 Globe-Wernicke Co., The 56, 57 Smead ME. CO. ....---cveo-ereees 61 
ictor Adding Machine Co 131 Superior Type Co 6, 189 Peerless Steel Equip. Co 189 (Continued on page 7) 
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THE CLASSIFICATION 
(Continued from page 6) 


Warshaw Mfg. Co..... 172 

Weis Mfg. Co. 75, 76, 77 8 
Ladders, Library, Store & Vault 

Cotterman, I. D. 184 


Leads for Mechanical Pencils 
Autopoint Co. 

Eversharp, Incorporated 10 
Kahn, David, Inc 12 
Rite-Rite Mfg. Co 18 
Sheaffer, W. A., Pen Co 
Leather Goods 

Stein Bros. Mfg. Co. XS 
Leather Upholstered Furniture 


Bright Chair Co ot 157 
Ehrlich Upholstery Works 182 
Gunlocke, The W. H. Chair Co 118 
Jasper Chair Co. 133 
New Indiana Chair Co. 146 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co. 86 
Art Metal Construction Co 91 
Art Steel Sales Corp 82, 97, 152, 171 
Corry-Jamestown Mfg. Co. 141 
General Fireproofing Co., The... 52, 53 
Globe-Wernicke Co., The 56, 57 
Peerless Steel Equip. Co 189 
Security Steel Equip. Corp 159 
Shaw-Walker Co. 113 
Yawman and Erbe Mfg. Co. 135 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 86 
Anderson-Hickey Co. 62 
Art Metal Construction Co 91 
Art Steel Sales Corp.....82, 97, 152, 171 
Browne-Morse Co. 59 
Corry-Jamestown Mfg. Co. 141 


General Fireproofing Co., The..52, 53 
Globe-Wernicke Co., The 56, 
Invincible Metal Furniture Co 1 
New England Woodworking Co | 
Security Steel Equip. Corp 15s 
1 
1 





Shaw-Walker Co. 
Yawman and Erbe Mfg. Co 
Loose Leaf Books & Systems 
Amberg File and Index Co 167 
Boorum & Pease Co....... 111 
151 


Feldco Loose Leaf Co. ) 
Master-Craft Corp., Div. S-W 69 
National Blank Book Co. 413 
Procter, Fred, Company 164 
Sheppard, The C. E., Co 94 
Stationers Loose Leaf Co 191 
Wilson Jones (Co. 83 


Loose Leaf Metals and — 
Sheppard. The C. s 
Wilson Jones Co... 83 

Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co. 87 
Markilo Co 184 
Wilson Jones Co. 83 

Mail Distributors 


Globe-Wernicke Co., The 56, 57 

Victor Safe & Equip. Co 0 
Mailing Machines 

Commercial Controls Corp 73 
Map Tacks 

Graff, Geo., B. Co 160 

Moore Push Pin Co. 184 
Maps 

Amer. Map Co., Inc 177 

Cram, The George F Co 178 


Matched Office Suites 
Art Metal Construction Co 
. 82, 97, 152, 171 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The 56, 57 
Leopold Co. R85 
Royal Metal Mfg. Co. 19 
Shaw-Walker Co. ss 11 
Memorandum Books 
Boorum & Pease Co 111 
Master-Craft Corp., Div. S-W 69 
National Blank Book Co 43 
Rockwell-Barnes Co. ..... 181 
Wilson Jones Co 83 
Memordandum Devices 
Autopoint Co 93 
Bates Mfg. Co . 117 
Mending Tape 
Warshaw Mfg. Co 172 
Metal Badges, Checks, Tokens, Etc. 
Dayton Stencil Works 182 
Meyer & Wenthe, Inc 173 
Metered Mail Systems 
Commercial Controls Corp 


Moisteners 
Metal Specialties Mfg. Co 156 
Mohler, A. 182 
Rivet-O Mfg. Co 183 
Sengbusch Self Cl. Inkst’d Co 187 
Numbering Machines 
Bates Mfg. Co. 117 
Roberts Numbering Mach. Co 161 
Office Partitions and Railings 
Globe-Wernicke Co., The 56, 57 
Office Printing Outfits 
Fulton Specialty Co. 176 
Oil, Office Machine 
System Service Co 158 
Pads, Figuring 
Boorum & Pease Co. 111 
National Blank Book Co aucieiss San 
Rockwell-Barnes Co... 181 
Wilson Jones Co 83 
Paper 
Agency Paper Co 63 
Amer. Writing Paper Corp 57 
Eaton Paper Corp 161 
Rockwell-Barnes Co. ....181 
Wansco Paper Products Co., In 71 
Paper Clamps 
Acco Products, Inc 130 
Cook, H. C Co 165 
Esterbrook Pen Co., The 90 
Graff, Geo. H., Co 160 
Hunt. ¢. Howard, Pen Co 168 
Vail Manufacturing Co 98 
Paper Clips 
Oakville Company 107 
Vail Manufacturing (Co....... ieatiaas e 


OFFICE APPLIANCES, 


Paper Fasteners & Washers 
Oakville Company , 107 
Paper Fastening Machines 


Ace Fastener Corp 129 
Acme Staple Co ...184 

Bates Mfg. Co 117 

Markwell Mfg. Co 68, 147 
Neva-Clog Products, Inc 105 
Speed Products Co 143 

Victor Safe & Equip. Co R80 
Paper Fastening Stickers 

Feldco Loose Leaf Corp 15) 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 

Hunt, C. Howard, Pen Co 168 
Pencils, Mechanical 

Autopoint Co. 93 
Kahn, David, Ine 123 
Rite-Rite Mfg. Co 182 
Sheacer, W. A. Pen Co 81 
Pencils, Paper Wound 

Blaisdell Pencil Co 169 
Pencils, Wood Cased Lead 

Blaisdell Pencil Co 169 
General Pencil Company 120 
Koh-I-Noor Pencil Co 176 
Staedtler, J. S., Inc. 161 
Swan Pencil Co., Inc 165 
Pens, Steel 

Esterbrook Pen Co., The 90 
Hunt, C. Howard, Pen Co. 168 
Sengbusch Self Cl. Inkst'd Co 187 
Pins and Pin Containers 

Oakville Company 107 

Vail Mfg. Co 98 
Platen Renewing Material 

System Service Co 158 
Postal Meters 

Commercial Controls Corp 73 
Postal Seales 

Commercial Controls Corp 73 
Hanson Scale Company 156 
Presentation Covers 

Amberg File and Index Co 167 
Oxford Filing Supply Co 163 
Smead Mfg. Co.... 61 
Price & Sign Markers 

Fulton Specialty Co 176 
Stewart, R. A., & Co 189 
Superior Type Co. 156, 189 
Publishers 

British Stationery Exporter 185 
Punches 

Acco Products, Inc 130 
Bates Mfg. Co 117 
Boorum & Pease Co., The 111 
Globe-Wernicke Co., The 56, 57 
Metal Specialties Mfg. Co 156 
National Blank Book Co 13 
Wilson Jones Co 83 
Push Pins 

Moore Push Pin Co 184 
Representatives Available 
Ribbons and Carbons 

Allen & Co 157 
Ames Supply Co. 104 
Buckeye Rib. & Carbon Co 177 
Codo Mfg. Corp 179 
Columbia R. & C. Mfg. Co 65 
Copy Papers, Inc 155 
Little, A. P., Inc 161 
Manifold Supplies Co 39 
Mittag & Volger, Inc 112 
Old Town Rib. & Carb. Co 51 
Pacific Car. & Rib. Mfg. Co 74 
Peerless Imperial Co 121 
Phillips Process Co 168 
Regal Typewriter Co 160 
Remington Rand, Inc 72 
Royal Typewriter Co Inc 5 
Shallcross Co., The 156 
Shipman-Ward Mfg. Co . ....180 
Storms, H. M., Co 110 


Underwood Elliott Fisher... Back Cover 
U. S. Typewriter Ribbon Mfg. Co...108 


Webster, F. S., Co 2 

Write, Ine. 164 
Rubber Stamps 

Meyer & Wenthe, Pa meee yy 

Stewart, R. A. Co 184 


Superior Type Co. ...156, 189 


Rubber Type 
Fulton Specialty Co 176 


Stewart, R. A., & Co 189 

Superior Type Co 156, 189 
Rulers, Transparent ? 

C-Thru Rulers Co 13 
Safes 

Art Metal Construction Co. 91 


General Fireproofing Co., The 
Globe-Wernicke Co., The 
Herring-Hall-Marvin Safe Co 155 
Invincible Metal Furniture Co 139 
Meilink Steel Safe Co.. l 
Remington Rand, Ine. 
Security Steel Equip. Corp 1 
Shaw-Walker Co. 1 
Victor Safe & Equip. Co. 
Yawman and Erbe Mfg. Co 135 


Scrapbooks 
Globe-Wernicke Co., The 
Weis Mfg. Co 75, 76, 77 
Wilson Jones Co 83 
Secretary Desks 
Art Metal Constretion Co 91 
General Fireproofing Co., The 52 
Globe-Wernicke Co., The 6 
Peerless Steel Equip. Co. 1 
Shaw-Walker Co. l 
Wabash Filing Supplies, Inc 1 
Shelving 
All-Steel-Equip. Co RG 
Art Metal Construction Co 91 
Browne-Morse Co........ 59 
Corry-Jamestown Mfg. Co 141 
General Fireproofing Co., The 52, 53 
Globe-Wernicke Co.. The 56, 57 
Security Steel Equip. Corp 159 
Shaw-Walker Co. 113 
Signs, Changeable Letter 
Acme Bulletin & Dir. Corp 185 
Slide Rules 
C-Thru Ruler Co 137 
Post, Frederick Co., The 175 
Stamp Affixers 
Commercial Controls Corp 73 
Stamp Pads 
Bates Mfg. Co 1 
Fulton Specialty Co. l 
Meyer & Wenthe, Inc 17 
18 
1 





Phillips Process Co 
Rivet-O Mfg. Co 
Rockwell-Barnes Co 181 
Stewart, R. A., & Cop. 189 
Superior Type Co. 56 
Stands for Office Machines 
All-Steel-Equip. Co : 86 
Anderson-Hickey Co. 62 
Art Steel Sales Corp.....82, 97, 152, 171 
Fair Furniture Co. 144 
General Fireproofing Co., , 53 
Globe-Wernicke Co.. The 56, 57 
Gould, S. H., Company 191 
Harter Corporation g4 
Peerless Steel Equip. Co 189 
Shipman-Ward Mfg. Co 180 
Sturgis Posture Chair Co 154 
Wells Office Furniture Co 136 
Staple Extractors 
Ace Fastener Corp cs 129 
Metal Specialties Mfg. Co 156 
Staples and Stapling Machines 
Ace Fastener Corp. l 
Acme Staple Co...... 1 
Bates Mfg. Co... 1 
Markwell Mfg. Co 68, 1 
i 
1 


x 


Neva-Clog Products, Inc 

Speed Products Corp 

Vail Manufacturing Co § 
Stencils, Brass 

Dayton Stencil Works 182 
Stenographers’ Note Books 

National Blank Book Co 43 

Rockwell-Barnes Co 181 
Stools 

Harter Corporation 84 

Wells Office Furniture Co 136 


Storage and Transfer Cases 
All-Steel-Equip. Co 86 
Amberg File & Index Co 167 
Art Metal Construction Co 91 
Art Steel Sales Corp.....82, 97, 152, 171 
Bankers Box Co...... 89 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 


of its various commissions 


In the execution 
this bureau calls upon 


practically every member of the staff. It answers by 


personal letters all inquiries 


upon matters germane to 


the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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May, 





Barkley, C. L., & Co 
Browne-Morse (Co wes 
Cole Steel Equipment Co... aa 
Columbia Steel Equipment Co......145 





Corry-Jamestown Mfg. Corp.. 41 
General Fireproofing Co., The....52, 5: 
Globe-Wernicke Co., The...... 56, 57 
Guide System & Supply Co. 70 

Imperial Methods Co.. ....1 49 
Invincible Metal Furniture Co.......139 
Metal Office Furniture Co.. 137 
Peerless Steel Equip. Co.. ; 189 
Pronto File Corp.................. ‘ 128 
Rockwell-Barnes Co... 181 
Security Steel Equip. “Corp. Sea 
Shaw-Walker Co.. 113 
Weis Mfg. Co vent, 78, 27. 78 
Yawman and Erbe Mfg. Co. 135 

Store Fixtures and Equipment 

All-Steel-Equip. Co.. 86 

Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co. 155 
Meilink Steel Safe Co...... 162 
Tables 
Art Metal Construction Co. 91 
Browne-Morse Co. 59 
Corry-Jamestown Mfg. “Co. 141 
General Fireproofing Co., The...52, 53 
Globe-Wernicke Co., The. 56, 57 
Mutsehler Bros. Co. ints 172 
Norcor Mfg. Company nd 178 
Peerless Steel Equip. Co.. 189 
Security Steel Equip. Corp. 159 
Shaw-Walker Co. 113 
Victor Safe & Equip. Co. 80 
Wells Office Furniture Co 136 
Tabulation and Statistic Machines 

Remington Rand, Ine. 72 
Tax Record Books & Systems 

Commonwealth Publishing Co. 185 
Telephone Accessories 

Bates Mfg. Co ELSA + 

Victor Safe & “Equip. ‘ee 80 
Telephone Stands 

Art Metal Construction Co. ‘ 91 

Art Steel Sales Corp.....82, 97, 152, 171 

General Fireproofing Co., The....52, 53 

Globe-Wernicke Co., The...... 56, 57 

Peerless Steel Equip. Co.. 189 

Shaw-Walker Co. 113 

Yawman and Erbe Mfg. Co. 135 
Thumb Tacks 

Graff, Geo. B., Co...... 160 

Oakville Company......... 107 
Ticket Holders 

sae G. J., Co. 87 

Vail Manufacturing Co 98 
Trimming Boards 

Photo Materials Co. 176 

Precise Developments Co 164 
Tying Bands & Devices 

Rochester Wire-O-Binding Co 184 
Type, Typewriter 

Ames Supply Co. 104 
Shipman-Ward Mfg. Co. 180 

Typewriter Cleaning Material 
Bainbridge, Kimpton & Haupt, 

Ine. sestieitl 106 
Cardinell Corp. : 164 
Clarotype Co. 182 
Mittag & Volger, Inc. 112 
Norta Distributing Co. 160 
Red Feather Products, Ltd. 67 
Regal Typewriter Co 160 
Rivet-O Mfg. Co...... 183 
Shipman-Ward Mfg. Co. 180 
System Service Co 158 
Webster, F. 8., Co. 2 

Typewriter Cushion Keys 
Peerless Imperial Co 121 
Shipman-Ward Mfg. Co. 180 
Speed Key Mfg. Co. 183 
Speed Products Co. 143 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co. 
Ames Supply Co.. 104 
Peerless Imperial Co eR 
Shipman-Ward Mfg. Co. 180 
Typewriter Parts and Tools 
Ames Supply Co. 104 
Shipman-Ward Mfg. Co 186 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand, Ine....................... 72 
Royal Typewriter Co....................--.«< 45 


Smith, L. C., & Corona Type- 
ee ees 4! 

Underwood Elliott Fisher.. “Back Cover 

Woodstock Typewriter Co. 119, 184, 185 
Typewriters, Rebuilt and Used 

Regal Typewriter Co.. 

Shipman-Ward Mfg. Co... 
Visible Systems Equipment 

Acme Visible Records, Inc.. 

Aigner, G. J., Co 

Art Metal Construction Co. 

Boorum & Pease Co........ 











Globe-Wernicke Co., eae 57 
Master-Craft Corp., Div. ... 69 
National Blank Book 43 
Remington Rand, Ine............ igi: Ta 
Shaw-Walker Co.............. bad 113 
Sheppard, The C. E., Co. 94 
Stationers Loose Leaf Co 191 
Victor Safe & Equip. Co. g0 
Visible Index Corp. 150 
Wilson Jones Co. 83 
Yawman and Erbe Mfg. Co. 135 
Wardrobe Racks 
New England Woodworking Co. 124 
Vogel-Peterson Co 173 


Waste Baskets 
Art Steel Sales Corp....82, 97, 152, 171 
Sainbridge, Kimpton & Haupt, 


Ine ‘ ie 106 
Cole Steel Equipment Co. : 101 
Corry-Jamestown Mfg. Co 141 
Federal Fibre Corp.. 169 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The 56, 57 
Peerless Steel Equip. Co 189 
Shaw-Walker Co. 113 


Wholesale Stationery 
Bainbridge, Kimpton & Haupt, 
Ine 106 


7 











PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,371,713. Card Index. Herbert Esdaile Short, Wel 
lington, New Zealand, assignor of one-half_to Precision 
Engineering Company Limited, Wellington, New Zealand 
a company of New Zealand. Application September 15 
1943. Serial No. 502,400. Granted March 20, 1945 

2.371.752. Caleulating Machine: Carl M. Friden, Oak 
land, Calif assignor to Friden Calculating Machine 
Co., Inc., a corporation of California. Application May 2 
1938 Serial No. 205,546. Granted March 20, 1945 

2,371,791 Manifold Stationery. Thurston V. Berg 
gren, Chicago, Ill., assignor to United Autographic Re 
ister Co., a corporation of Illinois. Application Merch 11, 
1943, Serial No. 478,751. Granted March 20, 1945 

2.371.800. Paper Fastener. John Clark Brown, Mont 
clair, N ‘ . assignor to Eastern Tool & Mfg. Co., Bloom 
field, N a corporation of New Jersey Application 
March 10, ‘943, Serial No. 478,631. Granted March 20 
1945 

2,371,826. Coupling Device for Typewriting Calculat- 
ing Machines. Hugo Ernst Kammel, Zella-Mehlis, Ger 
many; vested in the Alien Property Custodian Applica 
tion July 31, 1939, Serial No. 287,668. Granted March 20 


2,371,861 Desk Lamp. Ralph Weir, hicago, Il 
Application March 11, 1943, Serial No. 478,774. Granted 
March 20, 1945 

2,371,871. Tape Moistening Device. Alfred Burck 
hardt, Stamford, Conn., assignor to Pitney-Bowes Post 
age Meter Co., Stamford, Conn., a corporation of Dela 
ware. Application October 9, 1943, Serial No. 505,589 
Granted March 20, 1945 

2.371.914. Aceounting Machine. Hermann Rauh, Ber 
lin-Zehlendorf, Germany; vested in the Alien Property 
Custodian. Application December 8, 1939, Serial No 
308,260. Granted March 20, 1945 

2,371,944. Desk Calendar. John F. Bannon, Provi- 
dence, R. I., assignor to Defiance Sales Corporation, New 
York, N. Y., a corporation of New York. Application 
April 30, 1943, Serial No. 485,254. Granted March 20 
1945 








5. Label Dispenser. Ray Stanton Avery, Los 
Angeles, Calif. Application September 14, 1942, Serial 
No. 458,241. Granted March 27, 1945. 

2,372,249. Card Filing Equipment. George C. Bruen 
Chicago, Ill, assignor, by mesne assignments, of thirty 
five and one-half per cent to himself, thirty-five per cent 
to Sovhie E. Bruen, Chicago, Ill., five per cent to Edna 
V. Dickinson, Highland Park, Ill, nine per cent to 
Sarah M. Bullock, Wilmette, Ill, ten and one-half per 
eent to G. A. Stuart, Washington, D. C., two per cent to 
Jay Fisher, Chicago, Ill., one per cent to Marie Thoenen 
Elmwood Park, Ill., one per cent to George H. Frederick 
sen, Chicago, Ill., and one per cent to FE. M. Thorsen 
St. Joseph, Mo. Application April 3, 1943, Serial No 
481,710. Granted March 27, 1945 

2,372,504. File Cabinet. Hjalmer CC. Lindros, James 
town, N. Y., assignor to Art Metal Construction Com 








pany, Jamestown, N. Y., a corporation of Massachusetts 
Application May 29, 1943, Serial No. 488,961. Granted 
March 27, 1945. 

2,372,616. Type Bar Operating Mechanism for Type- 


writers. Percy John Thyer, Nottingham, England. Ap 
plication December 8, 1943, Serial No. 513,406. Granted 
March 27, 1945 

2,372,619 Variable Spacing Mechanism for Type- 
writers. James L. Webb, Gainesville, Tex. Application 
March 30, 1943, Serial No. 481,130. Granted March 27 
1945 

2,372,681. Combined Typewriting and Computing Ma- 


chine. Henry L. Pitman, Hartford, Conn., assignor to 
Underwood Elliott Fisher Company, New York. N. Y., a 
corporation of Delaware Application May 27, 1940 


Serial No. 337,380. Granted April 3, 1945 

2,372,717. Loose Leaf Filing Device. Hans Robert 
Federn Oxford, England Application November 9 
1943, Serial No. 509,609. Granted April 3, 1945 

2,372,718. Desk with Typewriter Carrier. Martin Fox 
Chicago, Ill, assignor to The Seng Company, a corpo 
ration of Illinois Application November 29, 1943, Serial 
No. 512,096. Granted April 3, 1945 

: 3. Printing Machine. Hervey B ae 

South Orange, and Hazen F. Springer, Bloomfield, 
assignors to Addressograph-Multigraph Corporation, W ii 
mington, Del., a corporation of Delaware Application 
a 9, 1942, Serial No. 438,238. Granted April 3, 
O45 

2,372,742. Apparatus for eeeeaening Gummed Articles. 








Commodore D. Ryan, Los Angeles, Calif., assignor te 
Commercial Controls Corporation, a corporation of Dela 
ware Application September 27, 1941, Serial No 
112,543. Granted April 3, 1945 








2 


72,810. Constant Speed Drive for Magnetic Re- 
corders. Marvin Camras, Chicago, Ill., assignor to 
Armour Research Foundation, Chicago, Ill., a corporation 
of TDlinois Application October 14, 1942, Serial No 
461,941. Granted April 3, 1945 
2,372,886. Typewriting Machine. Ronald D. Dodge 
Rochester, N. Y., assignor to International Business Ma 
chines oe ag = New York, N. Y., a corporation of 
New York Application — 17, 1942, Serial No 
465,857 Granted April 3, 1945 
2,372,887 Record Controlled Tape Perforator with 
Manually Controlled Tape Perforating Operations. 
Charles R. Doty, Yonkers, N. Y., assignor to Inter 
national Business Machines Corporation. New York 
.. Y., a corporation of New York. Application May 3 
1944, Serial No. 533,918. Granted April 3, 1945. 
2,372,909. Card Punching Machine. Ralph E. Page 
West Orange, and Horace S. Beattie. East Orange, N. J 
assignors to International Business Machines Corporation, 
New York, N. Y., a corporation of New York. Applica 
tion ere 29, 1943, Serial No. 516,048. Granted 
Aprils 1945 
372,918. Manifolding Assembly. Alfred E. Vickery 
Bridgeport, Conn., assignor to Remington Rand Inc 
Buffalo, N. Y., a corporation of Delaware. Application 
December 28, 1943, Serial No. 515,911. Granted April 3, 
145 
2.373.092. Label and Tape Dispensing Machine. Ray 
Stanton Avery, Los Angeles, Calif Application Au 
2 40, Serial No. 349,892. Granted April 10, 1945 

: 21. Perforating Device. Calvin P. Kipp, Sum 
mit, N. J., assignor to Speed Products Company, Long 
Island City, N. Y. Application January 18, 1944, Serial 
No 518 681. Granted April 10, 1945 

2 3.179. Record Filing Means. Herbert V. Emblen 
and “Melvin dD taker, San Diego, Calif Application 
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140,605 
’ nal 7 140,696 
2,373,510 727 
, 2,373, 63s 140,697 140, 
October 4, 1943, Serial No. 504,814. Granted April 10, 2,373,633. Combination Billing and Marking Machine. 
1945 antes Seldin, Indianapolis. Ind Application Febru 
217. Office Cabinet. Alexander Allen, Provi ary 24, 1941, Serial No. 380,090. Granted April 10, 
I Application March 6, 1943, Serial No. 1945 
Granted April 10, 1945. DESIGN PATENTS 
3,380. Clasp for Envelopes and the Like. William 140,695. Design for a Pen Point. Charles K. Lovejoy 
P. Cameron, Washington, D. C. Application March 5, Needham, Mass. Application July 27, 1944, Serial No 
1943, Serial No. 478,141. Granted April 10, 1945 114,583. Granted Mareh 27, 1945. : 
2,373,503. Control Mechanism for Mail Treating Ma- 140,696. Design for a Pen Section for a Fountain Pen. 
chines. Frank P. Sager, Alhambra, and Commodore D Charles K. Lovejoy, Needham, Mass. Application July 27, 
Ryan, Los Angeles, Calif., assignors to Commercial Con- 1944, Serial No. 114,584. Granted Maren 27, 1945 
trols Corporation, a corporation of Delaware. Applica- 140,697. Design for a Fountain Pen Barrel. Charles 
tion March 20, 1942, Serial No. 435,488 Granted K. Lovejoy, Needham, Mass Application July 27, 1944 
April 10 1945 Serial No. 114,585. Granted March 27, 1945 
2 510 Accounting Machine. Pascal Spurlino 140,727. Design for a Stylographic Pen. Alex Gold 


Everett. H. Placke, Willis E. Eickman, and Arthur G man, Brooklyn, N. Y., assignor to Universal Fountain 


Kramer, Dayton, Ohio, assignors to The National Cash Pen & Pencil Company, New York, N. Y., a copartner 
Register Company, Dayton, Ohio, a corporation of Mary ship composed of Hy D. Morris, Leo Gol iman, Max Gold 
land. Application February 3, 1942, Serial No. 429,397 man, and Alex Goldman. Application ——— 7, 1945, 
Granted April 10, 1945 Serial No. 117,808. Granted April 3, 194 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Post-War Plans Made For Pacific-Asiatic Factors.Directing mainland 
operations for Fisher Corporation, Ltd., G. S. Mullins announces formation 
of a new company known as Pacific-Asiatic Factors, Ltd., 1519 Monadnock 
Block, Chicago 4, Ill., to operate exclusively in the import-export field in 
the Far East and South Pacific just as soon as circumstances permit. 
Offices will be maintained at Honolulu, Hawaii, and San Francisco. It is 
the organization’s intention to operate in a far-flung trade territory in the 
Pacific. Direct selling agencies will be operated, wherever business 
circumstances dictate, for direct representation of manufacturers and 
suppliers. 


Renewal of American Trade Relations Sought by Antwerp Dealer. Etab- 
lissements Geysen, an old, well-known firm of high standing at 35 de 
Merode Avenue, Antwerp, Belgium, is ready to begin distribution of office 
supplies and appliances as soon as merchandise is available from American 
firms. Goods which can be sold immediately upon arrival in Belgium are 
listed as typewriter ribbons, pencils, pens, gums and mucilage, rubber 
bands, penholders, typewriter paper, duplicating paper, bond paper for 
copies, blotting papers, pencil sharpeners, rulers, pencil and crayon hold- 
ers, mechanical pencils, clips, drawing pens, and commercial envelopes. 
Special lines of first interest are typewriters, calculating and adding 
machines, 





Antwerp Firm Wants to Re-establish Connections.— Maison Maes, 112 
Avenue de France, Antwerp, Belgium, desires to re-establish relations with 
office machine, appliance and furniture manufacturers in the United States. 
Established since 1886 in Antwerp and\Brussels, the firm represents the Art 
Metal Construction Company, London \and Jamestown; the Smith Premier 
Typewriter Company, Buffalo; and Ditto, Inc., Chicago. Supplies wanted 
include typewriter and office machine ribbons, carbon paper, duplicating 
machine stencils and ink, typewriters, adding machines, steel office furni- 
ture equipment and accessories and filing department equipment. 


Bombay, India, Firm Seeks American Lines.__Triton Trading Company, 
Ltd., P. O. Box 552, Bombay, India, is interested in becoming an exclusive 
agency in India, Burma and Ceylon for American-made time recording, 
mailing and calculating machines. Manufacturers are asked to send ecata- 
logs and information on terms. Triton Trading Company, Ltd., formerly 
Chavannes & Company, Ltd., hopes to induce commercial colleges and 
institutions in Burma to include a course of filing and recording in the 
curriculum and wants connections with firms or associations in the United 
States specializing in school equipment and courses of instruction. 


American Exports Wanted by Alexandria, Egypt, Representative.— Bondi 
M. Saporta, manufacturers’ representative, 44 Safia Taghloul Street, Alex- 
andria, Egypt, seeks connections with American manufacturers and ex- 
porters. Lines wanted include office equipment and systems, office and 
home stationery, and cardboards and paper products., Business connections 
are now maintained with Resolute Paper Products Corporation, New York, 
N.Y., and Crown Ribbon & Carbon Manufacturing Company, Rochester, N. Y. 


Paris Company Seeking to Re-establish Relations with American Firms.— 
The long-established firm of Y. A. Chauvin, 6 Rue Aux Ours, Paris, France, 
is interested in establishing post-war contacts and renewing former relations 
with American manufacturers of office machines and equipment. Organiz- 
ing to sell as soon as goods can be obtained, Y. A. Chauvin asks for a 
proposition to serve as sole agency for office machines and equipment in 
France. 


Ecuador Representative Seeks American Lines.Jorge A. Valverde Z, 
Apartado No. 621, Quito, Ecuador, S. A., is interested in handling prod- 
ucts of American manufacturers. The firm specializes in office machines, 
office furniture, writing paper, stationery of all kinds, filing equipment and 
office appliances. 


Tel-Aviv, Palestine, Man Desires to Handle American Lines. Louis Bow- 
man, 25 Ben Yehuda Street, Tel-Aviv, Palestine, desires to represent 
American manufacturers of office machines and appliances on a commis- 
sion basis in Palestine. He also is interested in an appointment by a 
number of manufacturers, collectively, as a sales organizer in Europe. 


Wanted at Home 


Perth Amboy, N. J., Firm to Add Office Furniture...Amboy Stationers. 
Inc., 169 Market Street, Perth Amboy, N. J., dealers in stationery and 
office equipment, have announced their intention of adding office furniture 
lines to their stock in the very near future. They are interested in re- 
ceiving catalogs of furniture, stationery and office equipment manufactur- 
ers immediately. All trade information should be addressed to the atten- 
tion of Treasurer Arthur H. Rostkowski. 


Chécago Office Furniture Dealer Asks for New Catalogs. Oscar Lofmark, 
owner of the Loop Office Furniture Service, 164-66 North Wells Street, 


Chicago, Ill., recently moved from 160 North Wells Street, is desirous of 
securing new stock immediately. He would appreciate receiving catalogs 
from manufacturers of office furniture and filing equipment, both wood 
and steel, as well as from manufacturers of lamps, smoking stands, and 
all other office items except stationery. 


Office Equipment and Stationery Lines Sought by Rhode Island Firm.- 
Office and Factory Equipment and Supply Company, Cranston, R. I., is in- 
terested in communicating with manufacturers or jobbers distributing items 
of office equipment and stationery. ‘‘We are not interested in items re- 
quiring priorities but wish to be informed immediately at such time when 
the items are released,’’ states Manager Francis W. Post. 


Tri-State Business Service Wants Merchandise, Catalogs.Now estab- 
lished at Hillsdale, Mich., the Tri-State Business Service management is 
seeking merchandise to serve the territory in office equipment and sup- 
plies. Catalogs are wanted also from firms having merchandise now or 
planning post-war expansion. Territory served is northeast Indiana, 
northwest Ohio and southern Michigan. Mailings should be addressed to 
P. O. No. 217, Hilldale, Mich. 


San Francisco Firm Asks for Recent Catalogs...Morgan & Barclay Com- 
pany, commercial stationers at 20 Fremont Street, San Francisco, Calif., 
would like to receive latest catalogs from manufacturers of office supplies 
and commercial stationery items. All mailings should be addressed to the 
attention of F. C. Allen. 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Dennison Manufacturing Company, Framingham, Mass.—‘“‘In both oper- 
ating results and financial condition our company made still better prog- 
ress during the year 1944 than it had during the preceding 12-month 
period,”’ states the annual report of Dennison Manufacturing Company, 
Framingham, Mass. Net sales for 1944 are reported as $19,392,000 com- 
pared with $19,179,000 for the previous year. Earnings before providing for 
income and excess profit taxes and for possible refunds after renegotiation 
were $3,473,000 for 1944. This compares with $3,212,000 in 1943. Regular 
quarterly cumulative dividends on the debenture and prior preferred stocks 
have been paid as due. The additional $3.00 “if earned’’ dividend on the 
prior preferred stock was earned in 1944 and declared payable April 2, 1945. 
Dividends of 50 cents per share on the “A’’ common and voting common 
stocks were declared payable April 2, 1945. 


Diebold, Incorporated, Canton, Ohio.—Net sales of Diebold, Incorpo- 
rated, for the year ended December 31, 1944, after voluntary adjustment 
of war production contract prices, totaled $15,712,220,02. Profit before 
Federal taxes on income and provision for contingencies was $1,976,794.75. 
This resulted in. a net profit of $352,789.75, after deducting $1,454,005 for 
estimated Federal tax provision for the year and $170,000 for contingencies 
and post-war conversion. Cash dividends of $139,823,.60—$20 a share on 
old stock and 25 cents a share on new stock (equivalent to $1.25 a share 
on new stock)—were declared and paid during the year. 


Stock Increase Planned by Eversharp, Inc., New York, N. ¥.—The board 
of directors of Eversharp, Inc., manufacturers of pens and pencils, voted 
April 6 to recommend to stockholders an increase in authorized common 
stock from 200,000 to 500,000 shares of $1 par value, for action at the an- 
nual meeting on May 15. If the plan is approved, a two-for-one split-up 
of outstanding shares will be made and the board plans to consider 
maintenance of the current cash dividend of $1.20 a share annually on the 
new stock. Stock dividends of five per cent were voted payable in April and 
January this year and in October last year, preceded by two per cent in 
stock last July and 40 cents extra in cash in the first half of 1944. (New 
York Times.) 


NEW TRADE LITERATURE 


The Carter’s Ink Company, Boston, Mass., has put into distribution a 
“Time Saver’ catalog on its lines of inks, adhesives and specialties. 
Printed on excellent white paper stock, the new catalog contains twenty 
814 x 11-inch pages and detailed listings of nearly 100 items in the Carter 
line. A table of contents on the page facing the inside front cover desig- 
nates the pages on which various classes of items are shown, and a handy 
numerical index on pages 16 and 17 shows catalog numbers, shipping 
weights and list prices. Copies of the new catalog are available from the 
manufacturer on request. 


A. Whitley Limited, Windsor, Ontario, has just issued a new office equip- 
ment catalog in which the items illustrated represented a careful study of 
new machines and new systems in relation to the usual office problems. 
A. Whitley Limited started in business 22 years ago selling Royal type- 
writers and since has added calculators, duplicators, adding machines and 
other office equipment. 























The wise merchant, with an eye to conditions and 
developments as they unfold and mature from now on 
WILL Watch Quality as well as quantity of In- 

ventory. The careful buyer never gets hurt 
much and is worried when war model, war 
quality, or substandard merchandise remains 
unsold too long. 


WILL Watch Accounts Receivables. 


WILL Watch Closely degree of business activity 
in areas he covers and from which his in- 
come is derived. 


WILL Study New Trends in merchandising with a 





BE ON GUARD | 


(From the ‘Weekly Bulletin’ of The Stationers and Publishers Board of Trade, Inc.) | 


view of adequate service in keeping with 
the times. 
WILL Bear In Mind that a large number, if not 
most of us, believe that the danger of in- 
flation and its effect on prices will be 
eliminated with the end of the European 
phase of the war, because that more mer- | 
chandise will become available and the na- 
tional income from wages and salaries will 
tend to decrease. | 


These facts need utmost attention if the heavy 
losses and mortality rates of pre-war years are not 
to be repeated. 
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WAITING FOR DADDY 


Your Purchase of War Bonds Will Speed His Home-coming 


Photo by Edward De Lugo, Chicago) 
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The Trade Journal of the Office Equipment Industry 





Proper Analysis of Uperations 
Essential to Sound Business browth 


BANKER or credit executive 
A can scan a set of figures and 
penetrate the darkest recesses of 
a business operation. Either of 
these men have the ability to doa 
thorough job of analyzing your re- 
tail operation, without so much as 
hearing the click and bell of ma- 
chines in demonstration, smelling 
the lubricant in the repair section 
or seeing the tagged equipment 
on stands and in orderly rows. 

For example, very little delay 
would be required in getting a 
banker’s approval if you, as an of- 
fice machine dealer, presented 
operating figures based on these 
percentages: 


Profitable Office Equipment 
Retailer’s Operating Statement* 


Net Sales ........... a 100.0% 
Cost of Goods Sold 57.2% 
Total Expense ... 36.0% 
Salaries (Owners 
& Officers) ...... 10.2% 
Wages (Other 
Employees) ..........12.5% 
Total Wages & 
Salaries ........... 22.7% 
Occupancy Expense 
fo? 3.7% 
Advertising ....... 1.2% 
Other Expense... 8.4% 
Profit . 6.8% 


Merchandising Ratios of Profitable 
Office Equipment Retailers 
Gross Margin 
(% sales) ... 42.8% 
Inventory Turnover 3.3 


These figures can serve as a road 
map for your business, if you want 
to use them. It is true that an air 
of mystery has been encouraged 
by many individuals in order that 


*Survey by Dun & Bradstreet, Inc. 1939 
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By WILLIAM Ri. LEAHY | 


Director of Marketing 
and Sales Research, 
Victor Adding Machine Co., 
Chicago, III. 


their trick of analysis would not 
become available or too under- 
standable to the man across the 
desk but, instead of being confus- 
ing strangers, these figures can be 
helpful friends with the proper in- 
troduction. 

Now let’s feel our way through 
some of these statistical barriers 
which have been placed in the 
way or allowed to remain in the 
path of retail operational investi- 
gation. I think we can come up 
with something worth while for 
both of us, and strangely enough 
—something simple. 


A Logical Business For Survey 


An office equipment retail op- 
eration is the most logical enter- 
prise to examine for our purpose 
inasmuch as office equipment re- 
tailers are specialists in the in- 
terests of other businesses. In 
other words, your operation should 
reflect the fundamentals of prac- 
tically every type of office, store, 
or manufacturing enterprise be- 
cause you are their source for the 
most efficient, up-to-date office 
tools. 

These office tools, systems and 
functions which you Sell are all 
related to that one important little 
6.8 per cent figure listed above 
profit. As office equipment dealers 
you are striving for your profit 
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through the efficient distribution 
of office machines and are point- 
ing the way for fellow business 
firms, so that they can perform 
more efficiently with the knowl- 
edge and machines which you can 
supply. 

The frosty-eyed banker has a 
speedy negative for low profit risks. 
However, his affirmative is not 
automatic in each high profit 
case. What he looks for in his re- 
frigerated manner is sound opera- 
tion! 

The banker would no more loan 
to a business in which he detected 
a weakness than a mechanic would 
ride in a place in which he had 
spotted a structural fault. 

Both the banker and the me- 
chanic are prepared to make a 
judgment because they have ob- 
served and have come to recog- 
nize that which is sturdy, sound 
and dependable. Every case they 
consider is tested against a stand- 
ard from their experience. A 
large profit figure in a business 
does not mean that the turnover 
has shown a record which prom- 
ises a good future any more than 
a set of well-tuned motors in a 
plane would assure a safe journey 
when the ship has a weak con- 
trol wire. 


Concentrate, But Don’t Neglect 


The chances are that, as an 
average office equipment dealer, 
you are handling at least four 
types of office machines. You want 
to see each of these lines move at 
the maximum pace, yet those win- 
dow displays from each supplier. 
except perhaps one, have gathered 
dust rather than sales. You 
haven’t planned a rotation to al- 
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low each line from your shelves 
to be introduced to the traffic out- 
side of your store. 

This is an example of omission 
in scheduling and planning the 
movement of your stock. You are 
neglecting most of your stock in 
the interest of a single item which 
has taken the lion’s share of your 
promotion. In the same way, op- 
portunities are missed in the con- 
sideration of your whole opera- 
tion. It is smart to determine if 
everyone is out of step but you, 
and it is intelligent to find out 
why. 

Your operation may not fall in 
the class of the average office 
equipment dealer due, perhaps, to 
almost exclusive used machine 
activity. If such is the case, 
you must seek another set of 
figures for your comparison. 

A business with problems isn’t 
in bad shape, but business ig- 
norant of its problems is to be 
pitied. It is with this in mind that 
our discussion will unfold. 


Attaining Sound Development 


You know your sales volume, so 
we can start our investigation by 
putting that out in front as the 
controlling item. You also can 
accept the fact that those per- 
centages shown in the first part of 
this article reflect a very well-run, 
balanced office equipment busi- 
ness. 

Two methods of checking your 
individual operation against ideal 
figures are available to you: 1. 
Direct comparison of percentages 
by dividing each of your compar- 
able classes of operating figures 
by your net sales to get the same 
type of percentage in your busi- 
ness. 2. Applying the reciprocal 
of the ideal operating percentages 
to each class of your operating 
figures to determine the most suit- 
able sales volume relationship. 


Methods Applied 


Let’s demonstrate each method 
by using a sales volume of $90,000 
and total expenses of $37,000. To 
get the direct percentage compar- 
ison we must divide $37,000 by 
$90,000 41.1 per cent. On the 
other hand, the reciprocal of the 
ideal operating percentage for 
total expense is 2.78 (100 - 36.0%) 
Using the $37,000 expense and 
multiplying by 2.78 we get a vol- 
ume of $102,850 which would be 
the correct amount of sales to 
justify the stated expense. Here 
is the way the method would line 
up: (See top of center column.) 


12 





Ideal 
Operation 
Volume ................100.0% 
Expense wv. 386.0% 


Reciprocal 
Comparison 
$90,000—100.0% 
$37,000— 41.1% 


Percentage 
Comparison 
($102,850) 


$37,000 x 2.78 = $102,850 











It can be seen very readily that 
the expenses in this case are out 
of line with the sales volume, and 
the signal for investigation is 
flashed on to your management 
board. Either the expenses should 
be cut to the point where they 
approach the ideal figure of 36 
per cent or the sales volume should 
be pushed up from $90,000 toward 
the $102,850 which could support 
the expenses. 


Relationship Between Salaries 
And Gross Volume 


Our ideal operating percentages 
immediately disclose salaries and 
wages as the source of greatest 
outlay. Percentage-wise these 
items amount to 22.7, but actually 
they comprise two-thirds of all of 
the dollar operating expense. This 
is an area to be closely watched. 

The reciprocal for 22.7 per cent 
is 4.4, which in effect will mean to 
you that for every $1.00 which you 
invest in salaries and wages, you 
must expect approximately $4.40 
return in sales. This return is 
figured over all employees, 
whether sales--producing or not. 

Now you can make your own 
comparison by finding what per- 
centage your wages and salaries 
are of your sales volume, or taking 
your dollar wage and salary figure 
and multiplying it by the 4.4 re- 
ciprocal. To continue our assump- 
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tion of $90,000 volume and assum- 
ing a wage and salary expense of 
$21,600 (part of total $37,000 ex- 
pense) we would make our com- 
parison as: 





Ideal 
Operation 
VOLUME ..........:..... 100.0% 
Sal. & Wage 


Expense .......... 22.7% 


Percentage 
Comparison 
$90,000—100.0% 
$21,600— 24.0% 


Reciprocal 
Comparison 


($95,040) 


$21,600 x 4.4 $95,040 











This comparison shows that the 
relationship is wrong and the ex- 
pense too high for the sales vol- 
ume. Again, an analysis and cor- 
rective measure should be in- 
itiated. 

If you are paying a selling em- 
ployee $37.50 per week, it should 
be expected that $165 per week 
“plus” should be produced in sales 
($37.50 «x 4.4 = $165). The “plus” 
results from the fact that certain 
of your employees are non-revenue 
producers and part of your Salary 
is for management fee; conse- 
quently, this portion must be 
made up by the actual selling per- 
sonnel. 

This brings up the case of a 
commission salesman. Without at- 
tempting to suggest a commission 
rate to anyone, let’s investigate 
the case of a 20 per cent commis- 
sion man. 

It is obvious that his commis- 
sion rate (20 per cent) amounts 
te almost as much as the total 
percentage of wages and Salaries 
(22.7 per cent). We cannot equit- 
ably substitute the 20 per cent 
commision for the 12.5 per cent 
wage figure because this would 
make a total operating expense of 
43.5 per cent. Compared to a gross 
margin of 42.8 per cent, this 
would indicate that each such sale 
would be at a loss. 

What actually happens in the 
case of the salesman who only is 
entitled to a commission at the 
instance of a Sale is that the mar- 
gin between his commission rate 
(20 per cent) and the gross mar- 
gin (42.8 per cent) is actually de- 
voted toward defraying a portion 

(Turn to page 158, please) 
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Sales Personnel Control Store's 


Service Heputation 


By V. N. VETROMILE 


HE INFLUENCE of the right 

kind of sales organization in 
sustaining the reputation and 
prestige of a merchandising and 
service business, such as the sta- 
tionery and office appliances in- 
dustry, has been demonstrated 
under the trials and vexations of 
wartime merchandising condi- 
tions more than ever before. This 
holds quite as true with regard to 
the manufacturer’s and jobbers’ 
sales organization as it does with 
regard to the personnel of the 
retail outlets of the industry. 


The war has inevitably wrought 
a shifting in the age groups of 
personnel in all branches of the 
industry, bringing displacement of 
personnel in the 20- to 30-year-old 
bracket by older or younger per- 
sonnel along with a liberal infil- 
tration of female sales personnel. 
Even in these’ circumstances, 
many dealers have been able to 
develop an efficient sales organi- 
zation. This has been accom- 
plished through increased con- 
sciousness of the imperative need 
for careful selection and by in- 
tensive training of those new em- 
ployees to whose performance on 
the salesfloor is entrusted the rep- 
utation of their business. 


So far as that goes, there never 
was a time when the office appli- 
ances and supply dealer could step 
outside the store and summon a 
crew qualified in advance to mer- 
chandise his business.- On the con- 
trary, he has always had to select 
the best material available, in so 
far as he was able to judge. Then 
he had to train and develop the 
crew selected for his store’s spe- 
cific service requirements. While 
there are certain general quali- 
fications which are the same for 
all kinds of selling, there are sev- 
eral concrete things peculiar to 
each line of retail business in 
which prospective employees will 
have to be specially trained. 
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The occupational record of re- 
tail salespersons generally dis- 
closes a_ striking diversity of 
backgrounds, education, previous 
employment and personal char- 
acteristics. The average sales- 
man in aconsumer-demand store 
selling merchandise that is not 
highly technical obtains employ- 
ment principally upon satisfac- 
tory evidence of honesty, intelli- 
gence, acceptable personal ap- 
proach or appearance. Even when 
proof of previous experience is in- 
sisted upon, however, a large per- 
centage of employees prove inef- 
fectual without specific training 
in store methods and policies for 
serving the trade. 


Certain Factors Are Standard 


Study of the retail sales per- 
sonnel situation enables’ the 
dealer to recognize certain fac- 
tors which will always assist him 
in striking a better average of 
success in appraising the em- 
ployee-prospects upon which he 
is to depend for construction 
and profitable selling, as well as 
the protection of his store’s good 
name. 

While it would be foolish to 
disregard actual experience as a 
factor in the bill of specifications 
for the qualified salesperson, there 
is reason to believe that (at least, 
in a “full” labor market) some 
dealers have heretofore placed too 
much dependence upon previous 
selling experience without ade- 
quate consideration of experience 
in association with personality. 


Some very successful exponents 
of retail merchandising say that 
experience counts for only a frac- 
tion of the value of personal char- 
acter and natural intuition for 
selling. 

They point out that the progres- 
sive dealer can instruct and train 
the intelligent and honest appli- 
cant of pleasing appearance and 
good personality, whereas, lack- 
ing these qualifications, the appli- 
cant would not prove satisfactory, 
experience regardless. Thus the 
appliance dealer or stationer who 
employs the first applicant who 
comes along, simply on the basis 
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of previous experience, is liable to 
experience a high rate of em- 
ployee turnover unless he inves- 
tigates cautiously all the other 
specifications that determine 
character and personality in a 
salesperson. 

The very multiplicity of grades, 
prices and small items that char- 
acterize the stock of a complete 
stationery business requires con- 
siderable basic intelligence and 
specific occupationai interest in 
the stationery business, expressed 
in that all-significant phrase “lik- 
ing for the work.” Efficiency is 
not likely to be in excess of this 
natural adaptability to stationery 
merchandising, whether the em- 
ployee is a man or a woman. 


In this connection, where does 
the employee material come from? 
At present, with so many middle- 
aged persons of both sexes being 
reabsorbed into business, tenta- 
tively or permanently, it seems 
to come from every conceivable 
occupational background. The de- 
partment store will receive appli- 
cations from persons formerly 
employed as insurance salesmen, 
bank clerks or apartment house 
janitors! Such persons are usually 
more interested in store work than 
in factory employment, personnel 
experience indicates. Their nat- 
ural inclinations are more in the 
direction of servicing than in the 
direction of manufacturing. 


Character and Ambition Needed ' 


This is no misfortune for the 
retail appliance dealer, provided 
the prospective employees have 
character and ambition as distin- 
guished from that “floating” ele- 
ment which never stays long any- 
where regardless of prospects for 
promotion or good treatment. 


The winning personality and 
obliging disposition make the best 
salesperson for the appliance 
store because those natural traits 
will sell more merchandise and 
foster more friendship for the sta- 
tioner’s business than mere busi- 
ness experience. And, after all, 
there is nothing so technical about 
the stationer’s stock that the em- 
ployee-prospect who has any nat- 
ural and logical place in retailing 
can not be developed into a satis- 
factory selling unit. 


The selection of salespersons re- 
quires little more than observance 
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of common sense rules. Yet it is 
as important that the stationer 
or appliance dealer employing 
only six to a dozen persons have 
efficient, reputation-building rep- 
resentation behind the counter, 
just as a department store makes 
sure of such representation—more 
so, perhaps, because the fewer 
persons employed, the more seri- 
ous will be the handicap if haif 
of them are misfits. 

The basic indispensability—both 
from a profit and prestige stand- 
point—of high-grade personnel in 
the stationery and appliance busi- 
ness springs from the fact that it 
is useless to advertise service, 
quality and high ideals if the im- 
pression created by the advertis- 
ing is not sustained when the cus- 
tomer comes to the store. It 
is true that only the “heavy” or 
major equipment merchandise of 
the trade requires the salesperson 
to have ample bed-rock, if not 
technical, knowledge. The fact re- 
mains, however, that with many of 
us who would just as soon buy 
oranges from a grocery clerk who 
doesn’t know a summer squash 
from a gourd, our attitude is de- 
cidedly different when it comes to 
buying a typewriter, an office 
chair or a duplicating machine. 
Too large a part of our rightful 
expectation of satisfaction in the 
purchase of such things depends 
upon the salesman’s knowledge of 
the appliance’s construction, oper- 
ation, uses and maintenance! 


Knowledge of Goods Needed 


In all lines of merchandising, it 
. is important for a salesman to 
know all that he possibly can learn 
about the goods sold, and it is not 
unreasonable to say that he 
should, in fact, know more about 
the goods than any user who has 
never been identified with the 
manufacture or sale of the mer- 
chandise could be expected to 
know. The better salesman also 
has enough general knowledge, 
PLUS specific discernment of 
human nature, to enable him to 
receive each customer with an 
approach that is conducive to 
making the goods appeal to the 
prospective purchaser in the mood 
in which the customer enters the 
store. He will have confidence in 
his employer, in the store and in 
the merchandise, especially if the 
dealer has respected the axiom: 
“Tf you distrust a man, don’t hire 
him; if you hire a man, don’t dis- 
trust him.” 
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The right kind of salesperson 
should never be treated as a mere 
store fixture. He should be en- 
couraged to advance his own ideas 
and suggestions for the better- 
ment of the business and he 
should likewise be invested with 
increasing responsibilities propor- 
tionate to his demonstrated inter- 
est, creativeness and general abil- 
ity. 

One very successful stationer 
and appliance merchandiser fol- 
lows the policy of introducing his 
best men to traveling men, as well 
as to important buyers. He points 
out that this policy makes his 
men feel that their employer 
esteems them an important part 
of the organization; it gives them 
self-respect and confidence. Such 
a policy is sure to stimulate pride 
and interest in the store, increas- 
ing the productive value of the 
employees thus recognized as be- 
ing something more than names 
on a payroll. 

It is a fact that traveling men 
will take a special interest in the 
employees to whom they have 
been introduced in this manner 
and will give the employees much 
helpful information with regard 
to the various machines and mer- 
chandise and how to sell more of 
them. 


It Pays to Build Up Confidence 


This building up of the confi- 
dence and self-esteem of good 
employees rewards the dealer in 
many years. In one case known 
to me, a worker surprised his em- 
ployer with the information that 
he had learned the picture-fram- 
ing trade several years ago, and 
thought that a department of art 
goods—specifically, high-class pic- 
tures and prints of masterpieces 
—would prove profitable in com- 
bination with picture-framing, 
diploma framing and so forth. 


Although the suggestion was 
conceived as a volume-equalizer 
because of the loss incurred from 
wartime shortages in other de- 
partments, the worker felt sure 
that the department suggested 
could be developed into a perma- 
nent, profitable and trade-retain- 
ing feature of the establishment. 
He proposed being given charge 
of it. The necessary stock and 
equipment set-up was made, and 
the new department proved, in a 
very few months, to be a valuable 
source of contribution to profits 
on operations at the time such 
profits were most needed. There 





was no competition in this spe- 
cialty near by, and high school 
and college diploma-framing busi- 
ness that had been going out of 
the city was obtained and held by 
this stationer. 

Another employee, who had en- 
joyed the benefit of that initiative, 
conferred by his employer, which 
stimulates pride in employment, 
suggested desk covers, seat cush- 
ions and radiator heat guards as 
lines feasible for ‘fill-in’ business 
during war shortages. Handled 
tentatively at first, as sidelines, 
demand and profits have been so 
satisfactory that they are now 
regular items. 

The important matter of rein- 
stating employees who are return- 
ing from military service is one 
that is on the minds and hearts 
of all employees in the industry, 
I am aware. So far as the social 
justice and the patriotic obliga- 
tion involved are concerned, there 
can be no argument. The prob- 
lem likely to manifest itself in 
certain cases is the employability 
of the veteran—that is, the war- 
scarred veteran—as differentiated 
from his unquestioned eligibility. 
Employers will probably be re- 
quested to co-operate with the 
Government agencies created to 
rehabilitate returning veterans in 
programs of industrial re-educa- 
tion. Under this system, when a 
man can not function efficiently 
at the old job he left, he can 
probably be adjusted to some 
other equally-satisfactory job with 
his employer so that he will still 
be able to capitalize his accumu- 
lated knowledge of and experi- 
ence in the industry. 


Veteran Has a Preferred Claim 


In practically all establishments 
today, there is some infiltration 
of new personnel mixed with the 
old. If all can not be retained, 
then certainly the returning vet- 
eran has a preferred claim to 
consideration, so long as he is 
capable for his old work or adap- 
table to some other job in the 
business that he already knows. 

Oftentimes, the veteran has the 
insight and the initiative to solve 
his own problem of readjustment. 
This is exemplified by a former 
desk maker of Jamestown, N. Y., 
who, upon finding that he was no 
longer physically able to work in 
the desk factory, has taken a sell- 
ing job with a large office furni- 
ture distributor and is making the 
grade. 
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Post-War I[istribution Planning 


By ROBERT A. ELLISON 


Office Furniture, Machines 
and Stationery, 
Bradford, Pa. 


WRISTRIBUTION will be vitally 
I] important to commercial sta- 
tioners and their representatives 
as they scan the entire field of 
post-war planning. This subject 
should be No. 1 on your list. Every 
stationer, every representative 
should make a diligent, intelligent 
survey of all customer needs now. 
Keep a record of their needs, such 
as files, desks, systems—right on 
down to the common pin. 


Start your round-table discus- 
sions now, digest all problems. Let 
not one detail slip, always be co- 
operative. Without proper distri- 
bution channels the entire sales 
system we have always dreamed 
about will collapse. All of us must 
act and plan now. 


The opportune time has come 
for all of us to clean house, to 
discard our antiquated methods 
of distribution. All branches will 
need better replacements te com- 
bat what will have to be met in 
the not-too-distant future. 


Keener Competition Is Ahead 


We, as a whole, must not take 
things for granted as we did in 
the past. Competition will be 
keener. Manufacturers are abreast 
of the times, but are we? Products 
that are really different in design, 
products that are more practical 
and more useful, will be manufac- 
tured. The war has taught us all 
a great deal, especially that our 
ideas and problems must fuse to- 
gether. We must all co-operate as 
we never did before. 


The distribution policies of all 
manufacturers, without a doubt, 
will be different. They will be pro- 
motional and more concrete. By 
concrete I mean that manufac- 
turers will want solid representa- 
tion of the aggressive type, men 
who can merchandise products 
and make every sale spell distri- 
bution. Manufacturers will back 
us with plenty of ammunition. 
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Let’s do our part and stay on 
the firing line, letting our cus- 
tomers have “both barrels’ of 
quality products and _ service— 
and in abundance! 

Take full advantage of sales- 
training courses offered by ag- 
gressive manufacturers, covering 
such subjects as office planning, 
filing systems and visible records. 
Remember that knowledge is 
power when assimilated and ap- 
plied. Manufacturers know this. 
And for this very reason they are 
spending thousands of dollars ed- 
ucating you and me to do a better 
customer-education selling job. 
They want us all to climb out of 
the peddler class. They merely 
want you and me to give our cus- 
tomers service that spells distribu- 
tion—more sales for everyone con- 
cerned. 


Pointers in Distribution 


To bring this about a list of 
distribution pointers is given, ex- 
plaining how each and every one 
of us should plan for our ‘D’ (Dis- 
tribution) Day in the near future. 


(1) Service: The symbolic word 
we must all adopt. Without serv- 
ice, sales slip. 

(2) Trained personnel: An or- 
ganization with ‘know how.’ That 
means highly-trained personnel 
for all branches of the office 
equipment and supply business. 

(3) Adequate stock: A complete 
stock and inventory system must 
be maintained of all equipment 
and supplies required by your 
trade for immediate delivery. 
Again, this is sales and service. 

(4) Manufacture ‘wise’: Select 
and stay with reputable manufac- 
turers who fabricate quality prod- 
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ucts. We cannot have all of the 
lines manufactured. Select yours 
with care and sell it! Advertise it! 
Stick with it! Eat it! Push it! 
And your sales will grow. Remem- 
ber that co-operation between 
dealers and manufacturers will al- 
ways be essential to your success. 

(5) Catalog distribution: The 
sales organization which can af- 
ford an illustrated catalog of 
standard office supplies and equip- 
ment is fortunate indeed, for that 
signifies services and sales. Dis- 
tribution of catalogs should al- 
ways be made by representatives 
who can in turn explain the con- 
tents briefly to the account. Have 
an impressive imprint on front 
and back of the catalog, furnish 
a 134-inch expansion folder with 
angular guide, type your firm 
name. This keeps the catalog neat 
and clean, filling a need, inasmuch 
as most offices house catalogs in 
their files for ready reference. In- 
cidentally, it may result in folder 
sales too. Enclose sufficient order 
blanks and business reply enve- 
lopes. Let’s ‘do it up brown.’ Don’t 
be penny-wise and pound-foolish. 
Make your account know that you 
are there to serve him at all costs 
and that you are again the No. 1 
source of supply. 


(6) Cireularizing accounts: Once 
a month, all customers and new 
prospects should be mailed a 
house organ. The size should be 
approximately 16xll inches, a 
four-page bulletin illustrating all 
supplies and equipment for imme- 
diate delivery. Feature several 
“scoops” each month and have 
representatives carry a sample or 
samples of the ‘scoops,’ if possible. 
Give prominent space in the cir- 
cular to outlining services, partic- 
ularly furniture layouts, filing sys- 
tem surveys, and visible record 
surveys. If possible, picture recent 
installations. (Ask permission to 
use names and give a brief of the 
survey made and the services ren- 
dered.) See that all circulars have 
a business reply order form at- 
tached, with postage prepaid. See 
that all packages going to ac- 
counts have circulars enclosed and 
always stress the point that it’s 
easy to order by mail. Representa- 
tives cannot always be “Johnny- 
on-the-spot” when the account 
wants an order filled. Circulars 
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and catalogs help to close the gap. 
Once more, it’s service that results 
in sales. 

(7) Sales follow-up: All orders 
by phone, by mail or through rep- 
resentatives should be acknowl- 
edged by a postal card or, best of 
all, by a personal letter. A per- 
sonal letter should always have 
your order blank and business re- 
ply envelope attached for future 
orders. Pick out a new item just 
received and tell your account 
about it. Stress your services again 
in your letter and make him con- 


scious of the fact that “he’s your 
No. 1 man again!” Give special 
attention to new accounts. See 
that representatives receive copies 
of all letters relative to sales and 
inquiries. 

(8) Protected territory: Above 
everything else, give each repre- 
sentative a protected territory. 
See that the salesman receives a 
copy of all invoices, that he re- 
ceives credit on all sales. Do not 
have house accounts, for repre- 
sentatives deserve full credit on 
all sales. Your representative is 





pounding every day, rain or shine, 
thick or thin. Back him up! If 
you don’t, the entire sales organ- 
ization will collapse. 

(9) Sales meetings: “Sweet is 
the communion of kindred souls.” 
How sadly this has been neglected 
in the past. Let’s make it a point 
to have real monthly dinner sales 
meetings. Include your stock boy; 
have the entire force turn out. 
Iron out your problems. Introduce 
new items, offer prizes for every- 
one. (No jealousies, please.) Let’s 
all work together. 


Merchandise Adjustments Meet 


Wartime Conditions 


By E. C. PITHIN 


HAT YESTERDAY was a side- 
line may be a store’s strong- 
est department today. 


This has proved true at the 
A & E Supply Company, 218 West 
Superior Street, Duluth, Minn., 
owned and managed by A. B. 
Gustafson. “Formerly,” said Mr. 
Gustafson, “we did a small com- 
mercial blueprinting and photo- 
stating business. We had the op- 
eration equipment and the men. 
The war came and with it big 
demand for this type of work. 
So we just stepped into it with 
both feet. Now it has become one 
of our main lines. 


“We have also gone out for in- 
dustrial priority business to off- 
set the shortage in lines which 
we formerly carried for the gen- 
eral public. We have a great many 
essential industries in this area 
which create a large demand for 
office machines and supplies.” 

The A & E keeps two salesmen 
on the road covering the Minne- 
sota Arrowhead country, north- 
east Minnesota and northwest 
Wisconsin. They contact old cus- 
tomers and maintain good will 
against the day when they can 
once more supply all office needs. 
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The general public, however, is 
not forgotten. Whatever merchan- 
dise can be obtained is stressed 
and these departments are en- 
larged to take the place of those 
lines which cannot be kept filled. 


Greeting Card Business Expands 


With the enormous increase in 
sale of greeting cards since the 
outbreak of the war, it became 
expedient to enlarge the store’s 
greeting card section. It now oc- 
cupies three times the space it 
formerly did, covering approxi- 
mately 30 feet along one side of 
the store at the front. The cards 
are sectionalized, arranged for 
self-service. The kind of card to 
be found in each section appears 
in large lettering at the top of 
a series of bays arranged to hold 
the displays. 

For special days the appropriate 
greeting cards are shown not only 
in the regular department, but 
in large assortments on a display 
unit in front of the department. 
Here, cards for the special days 
are likewise shown in sections 
with the name of the kind— 
Mother, Father, Sister, and so on. 
These displays are flexible, so 
that when the special greeting 
day is past the cards, if there are 
any remaining, are put away for 
another season. Cards aré fre- 
quently used in attractive window 
displays. 

A special case at the front of the 
store holds leather goods in the 


smaller, much-called-for items. 
There is also a display case in 
the front entrance of the store, 
on a level with windows on either 
side of the entrance, which shows 
leather goods much of the time. 
A printed poster, prominently 
placed, calls attention to leather 
merchandise. 


Atlases, Maps in Demand 


Other small items of good sale 
are world atlases and _ pocket 
maps. Maps of all countries with 
their names prominently dis- 
played are placed on the top of 
a counter, with atlases nearby. 
Some of the maps are opened 
to show their completeness. 

The old adage, “Many a mickle 
makes a muckle,” is borne out in 
this store’s wartime merchandis- 
ing, for small items are every- 
where. There are bookmarks in 
one displayer on a counter. Desk- 
size glass inkwells in large num- 
bers occupy a counter case. Scat- 
tered about in cases are desk 
accessories and inks. Unit sales 
are small, but each helps swell 
the volume. 

Toward the rear of the store is 
a section devoted to office supply 
papers, folders and files. Supplies 
are displayed well, making shop- 
ping easier. Large central display 
units hold a great variety of dif- 
ferent types of papers, folders, 
envelopes and merchandise of that 
nature, while other stock is in 
wall cases. 

“When we had to adjust, we 
adjusted” is the merchandising 
truth with which Mr. Gustafson 
summed up his company’s war- 
time policy. 
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Sensible Approach to Fathers [ay 
Promotion of (fice bifts 


A Number of Stationery 
Stock Items “Naturals” 


for the Occasion 


ANY FATHERS devote at 
M least one-third of their time 
to business activities. The office 
is, in fact, another home to such 
men. Anything which will brighten 
or otherwise improve their work- 
ing environment, from an ash 
tray which does not need empty- 
ing so often to a more comfort- 
able chair, is in the gift class. 

Unfortunately, there has evolved 
the gift promotion tradition that 
Father’s Day must be based either 
on ridicule or slobbery sentiment. 

The first is based on the hoary 
vaudeville joke that “anything will 
do for father’—poking fun at his 
alleged atrocious tastes and tak- 
ing advantage of his easy-going 
nature. 

It may be funny, and dad may 
have a sufficient sense of humor 
to occasionally appreciate the 
well-meaning “digs,” but every 
human being tires of the selfsame 
gags rehashed year after year. 

When the office appliance dealer 
ridicules father, he ridicules, in 
turn, his own gift merchandise. 
If father’s taste is so putrid when 
he buys office gadgets or furniture 
for himself, then the office appli- 
ance dealer’s merchandise must 
be equally inferior. Other mem- 
bers of the family may do the gift 
buying, but they, after all, should 
consider his preferences. 

Sentimental Slush.—As to this 
Slobbery sentiment, you can al- 
most see the tears streaming down 
the faces of members of the fam- 
ily—a hark back to the days of 
10-20-30 cent melodrama, minus 
the villain, but with dad as the 
poor kicked-about “hero.” Truly, 
this other half of the twin pro- 
motional foundation goes to the 
other extreme. 
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The Middle Way.—Midway lies 
the true promotional solution. It 
should regard dad as a sensible 
human being, one with normal 
likes and dislikes in his office 
equipment and furnishings, and 
one who loves and hates as freely 
as anybody else does. 

We can anticipate some mem- 
bers of the office—outfitting trade 
saying: “Maybe this Dench fellow 
is on the right track, but he has 
robbed us of our showmanship.” 
If that showmanship involves the 
use of heavy dramatics, the an- 
swer is yes. It will be a subdued 
campaign, although it does not 
mean that all the human interest, 
all the humor, and all the other 
good things will be lost. 

When Restraint Paid—A win- 
dow display which stood apart 
from the dozen or more of the 
usual Father’s Day blah-blah in 
the downtown business district of 
one of our cities had the back- 
ground paneled with photographs 
of representative office interiors 
the store had furnished—the in- 
dividual rooms of top executives. 
The words, “Father’s Day,” were 
spelled out in felt lettering be- 
tween the photographs. Mascu- 
line gift items suitable for office 
use were displayed in an artistic 
manner. 

A Series of Reminders.—Another 
restrained visualization centered 
around the life-sized head of a 
very distinguished looking middle- 
aged man—a typical office execu- 
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tive. It was sketched in charcoal 
to resemble an etching. Surround- 
ing the head were a number of 
“balloons” inside which, in me- 
dium-size felt letters, were such 
reminders of past favors to for- 
getful sons and daughters as: 

“Aw, just this once, Dad.” 

“How about an advance on my 
allowance?” 

“Hey, Dad, can I borrow the car 
tonight?” 

“Pop, we wanna go to the 
movies.” 

The showcard surrounding the 
office gift items on the floor sug- 
gested a timely opportunity to re- 
turn some of these past favors: 

“Remember? Of course, Dad 
doesn’t expect anything. Fathers 
rarely do, but Father’s Day is 
YOUR chance to show how much 
that dad of yours means to YOU.” 

How Old Is Father?—One com- 
mon error is to make father an 
old man, a grandfather rather 
than the modern, youthful-ap- 
pearing middle-aged man. Yet 
the average father, so the re- 
searchers say, is about 45 years 
old. Why, then, make him be- 
tween 60 and 80? 

In Conclusion.— From a dollar- 
and-cent standpoint, the way the 
office appliance dealer can make 
the event profitable is to push as 
gifts suitable articles from his 
REGULAR stocks at his REGU- 
LAR prices. Unlike other timely 
events where buying risks of sea- 
sonable merchandise are involved, 
Father’s Day has not developed 
any merchandise exclusively be- 
longing to that day. This avoids 
highly speculative stocks. 














RESPECTED BY HIS FELLOWS—The IBSA wouldn’t be the 
same without Harry Chumley, president of the 50-year-old Wood- 
worth’s Book Store, Chicago. Fellow members elected Harry secre- 
tary for three years and then elevated him to the presidency for 
two terms in 1927 and 1928. Since that time he has been repeatedly 
named to one of the offices in the organization, proof of the respect 
he has earned. As president of Woodworth’s Book Store, Harry 
is not adverse to acting as janitor, buyer, seller, accountant or de- 
livery boy when the occasion demands. He says it’s a lot of fun and 
he likes to be in the front line when there’s work to be done. His 
first interest is his business but he enjoys muskie fishing in the 
Canadian wilds annually. At present he’s busy making plans for 
post-war help to stationers and their salespeople. 
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Persistent Plugging Paves the 


Way to Success 


The Story of a Typewriter Hepair Firm 
That Has Grown Up the Hard Way 


By B. C. REBER 


HE TENTH of March had a 
sites significance in the his- 
tory of the Central Typewriter 
Company of San Antonio, Tex., for 
it marked the fifteenth anniver- 
sary of this firm. From 1930 to 1945, 
it had grown from a small uncer- 
tain start with an initial capital of 
$250 and three rented machines 
to one of the largest firms of its 
kind in the Southwest, doing an 
annual gross volume of approx- 
imately $125,000, and having a 
good location on one of the main 
business streets of the city. 

To tell the story of M. R. Allen 
and his Central Typewriter Com- 
pany is to tell a story of initiative, 
persistence, ability, perserverance 
and good service. There were 
many days during those first few 
months when it seemed that the 
business could not go on, but Allen 
refused to give up. And, in the 
end, the corner was turned. Bus- 
iness began to pour in. Leading 
San Antonio business establish- 
ments sent their typewriters and 
business machines to Central for 
overhaul and repair. Others heard 
of the good work that was being 
turned out and joined the steadily 
increasing line of satisfied cus- 
tomers. And today the Central 
Typewriter Company and M. R. 
Allen are recognized as leaders in 
the maintenance and repair of 
typewriters and business ma- 
chines. 

In discussing his experiences, 
Mr. Allen said: 

“When this business was estab- 
lished, I opened up with three 
typewriters that I had rented and 
which were put out as repair loans 
while work was being finished. To 
do this work I had a mechanic 
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who worked on a 50-50 basis. I 
was confident, that there was a 
good field for this service, so I kept 
plugging away. By the time the 
rental on the three machines had 
expired, I had, through purchase 
or exchange, a stock of eight ma- 
chines. Then, by the end of the 
first year, I had over 100 ma- 
chines, two mechanics and a de- 
livery boy. The helpers all were 
on a Salary basis. 


A Story of Steady Progress 


“Ten years later, the business 
had grown to an annual volume 
of approximately $115,000, requir- 
ing the services of nine mechanics, 
a delivery boy, a salesman, my 
wife and myself. In addition we 
had moved to a good location on 
one of the main streets of the city. 

“Those first years were not easy 
ones, however, and there were 
many days when it seemed that 
we could not make the grade. But 
we kept trying, doing everything 
we felt would help the business, 
and it showed a slow, but steady, 
improvement. 

“As soon as it was possible, the 
business was moved into a space 
in connection with a print shop 
on one of the side streets of the 
business district. This helped 
sales, for we were on the street 
and more people saw what we had 
to offer. 

“After two and one-half years we 
were able to move down the street 
one-half block to a corner location. 
This gave us more working space, 
in addition to increasing our pat- 
ronage. We were here for a few 
years, when we moved to our pres- 
ent location. 

“Reflecting over our experiences 
during these fifteen years in an 
effort to determine those factors 
which have most contributed to 
such success aS we have exper- 
ienced, I belive four policies which 
we have endeavored to carry out 
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in all our operations should be 
given much credit. They are: 1. 
Hard work. 2. Good service. 3. 
Honest dealings. 4. Regular con- 
tact with the trade. 

“Regular contact with the trade 
is the most important, as the 
others are taken as a matter of 
course. We make it a point to 
contact all our customers, as well 
as scores of other business firms 
in the city, at least once a month. 
We may call on a large firm, ask- 
ing them for their repair work, 
and they will inform us that they 
have given another firm a con- 
tract for such service. But we keep 
calling just the same. On many of 
these calls we will merely offer 
a greeting, inquire about business, 
and move on. 


Records Show Persistence Pays 


“Our records will show, however, 
that if this is kept up, sooner or 
later there will come a morning 
when you will get a break. Then 
the business will move in. 

“T called on a large, local in- 
surance agency for five years and 
not once during this time did I 
get an order. Then one morning 
something came up wherein they 
were not at all satisfied with the 
service they were getting from the 
other firm with whom they did 
business. They gave me a job, and 
I have had their work since that 
time. 

“On another occasion I kept 
calling on a firm, but on each call 
I was politely, but firmly, told that 
they had arrangements with a 
typewriter service, that they were 
well satisfied with the arrange- 
ment, and that they did not care 
to change. Nevertheless, I made 
regular calls. Came a morning 
when they needed some service 
and their regular service man 
could not give it to them. They 
got in touch with me, and I got 
an order for 28 machines. 

“T have found it a good policy 
not to push business too hard 
when I make these calls. They 
know who I am, they have my 
card, and they know where they 
can get in touch with me. Con- 
sequently, when I call I make it 
more of a short social visit than 
a business trip. If I know they 
are interested in sports, I will talk 
sports. If it is hunting, fishing, 
church, or some other interest, 
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then I will plan my conversations 
accordingly. And, in the end, a 
break will come, and I will get an 
initial order. From then on, it is 
a matter of giving good service. 


Advertising Supplements Calls 


“These regular calls are sup- 
ported with good advertising. Be- 
tween the ten-year period, 1931-41, 
I gave away more than 800 type- 
writer covers on which were em- 
bossed the firm name. On a check- 
up of this plan to determine the 
good such advertising did for the 
business, I gave away a dozen cov- 
ers. From the records kept, it was 
shown that within three months 
after these covers had been dis- 
tributed, 25 per cent of the holders 
were my customers, or more than 
enough to pay for the covers. 


Machine Users Reached 


“In like manner, I took into con- 
sideration the secretaries and oth- 
er office employees who used type- 
writers and business machines. 
Hundreds of little vanity cases 
have been given out, and it may 
well be said that these little gifts 
have frequently done much in 
bringing in business which other- 
wise might never have been se- 
cured. Many businessmen leave 
the securing of service to their 
secretaries, and it was through the 
giving of these vanity cases that 
such business was secured by us. 


“Nor do I forget the man who 
pays the bills. I have given out 
dozens of safety first kits, the case 
being of genuine fine leather. 
These were good for home, or on 
fishing, hunting or camping trips. 
A check on these recently revealed 
that of the number distributed, 
approximately 75 per cent of the 
firms are now our regular cus- 
tomers. 


Post-war Planning 


“We are now mapping our plans 
for the post-war period. Business 
competition will be keen, and 
those who get the business will 
have to give first-class service, 
good workmanship, and a fair 
price. These will be our practices, 
and through them we expect to 
get our full share of the service.” 


The thoughts brought out by 
Mr. Allen in relating his business 
practices are thoughts any bus- 
iness head may consider with 
profit. Persistent effort, when 
backed with an earnest and sin- 
cere desire to give good service, 
represents a fundamental of bus- 
iness success.—BCR 
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Let's heep It an Art 


By GEORGE M. DODSON 


ROBABLY every office supply 
Pon equipment dealer has 
times when he wonders if his 
trade appreciates all he is doing 
to maintain smooth operation dur- 
ing this troublesome period. When 
a customer does go out of his 
way to telephone a compliment 
or write a note of thanks, the 
dealer feels pleased about it. For 
a while he even forgets some of 
the matters that have irritated 
him, and decides he wouldn’t 
want to change to any other 
business—no, not under any cir- 
cumstances. 

Why should the office supply 
and equipment dealer understand 
that principle so well in the cus- 
tomer-dealer relationship, and 
still fail to use it to increase mu- 
tual respect in dealer-employee 
situations? If the dealer likes to 
hear he serves a useful purpose in 
selling his trade, certainly sales 
clerks would appreciate being told 
about their own importance as 
aids to business, industry, schools, 
and Government. 


A Program on Clerk Relations 


Don’t for a moment think we 
are suggesting compliments at 
wholesale rates, nor _ insincere 
praise. Instead, we outline a pro- 
gram for the dealer to read regu- 
larly, and to use as a practical 
basis for increasing the sales 
clerk’s interest in his job: 

1. Selling office supplies and 
equipment calls for knowledge, 
skill and an understanding of 
office procedures. It ranks far 
above many other types of mer- 
chandising, for it is directly re- 
lated to the customer’s profit. 

2. It’s an art to sell and serve 
efficiently in this field. 

3. Let’s keep it an art. 

When the office supply dealer 
shows by his attitude that he 
considers all over-the-counter 
selling as pretty much the same, 
he encourages his clerks to think 
no more highly of their positions 
than he apparently does. They 
are likely to reason to themselves, 
“We can always get a job in some 
other store if we don’t like it 
here. What difference does it 
make what we are selling? It’s all 
about the same.” 
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The result is a drifting of sales 
clerks, particularly in the groups 
less regulated by Government con- 
trols. If nothing has been done 
to instill the idea that such 
changes are frequently a _ step 
down from the standing and op- 
portunities they enjoyed in the 
office supply and equipment store, 
then they see no special reason 
for staying on their present jobs. 
Very small matters may sway their 
decision to leave: it may be no 
more than a trifling advantage in 
convenience, a slight advance in 
pay, or a chance to break the 
monotony by accepting new em- 
ployment. 


Need To Maintain Spirit 


Often that happens because the 
dealer himself did not realize the 
fact, or at least did not convince 
his employees, that successful 
sales work in the office supply and 
equipment field is an art. If a 
clerk is in the store no more than 
a week, he still should have some 
of this spirit which places his 
job above the average in impor- 
tance. Yes, at the time of hiring, 
the dealer should start proving 
the high standing of the work. 
With only this one thought im- 
planted in his mind, other details 
can be straightened out as they 
arise. Yet without this feeling of 
“Let’s keep it an art,” all other 
points may fail to keep the em- 
ployee interested. 


The office supply and equipment 
dealer surely believes his field has 
much to commend it, but he may 
think it visionary and impractical 
to try to put his thoughts into 
words, and share them with his 
sales clerks. So they go right on 
grouping all classes of merchan- 
dising as “store selling” instead 
of realizing there are opportuni- 
ties for service in the office supply 
and equipment field which they 
will find nowhere else. 


It’s an art. Let’s keep it that 
way. But it is not enough for you 
to feel strongly on this subject. 
You must share your belief with 
every employee in your store. Lose 
even another day in starting, and 
you may lose a sales clerk you 
will have difficulty in replacing. 
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SCHOOL EQUIPMENT 


and 


SUPPLIES sSELTIUN 


HE TOOLS OF MODERN BUSINESS are essential to schools 

offering business training courses. In addition many of 
the office utility items are also in the category of supplies 
for students taking non-commercial courses. The administra- 
tive departments of all schools require office appliances and 
accessories. In terms of exact percentage, the proportion of 
the total volume of the office equipment and supply industry 
sold to schools or students is unknown. Machines, particularly 
typewriters, reach a high point of 30 to 35 per cent. Suppy items 
run somewhat less. Estimating an over-all average of 25 per cent 
will indicate the importance and size of the school equipment 
and supply market. Whether in a school area or not, commer- 
cial stationers and office equipment dealers will find it worth 
the effort to investigate school equipment and supply sales 
potentials. 

The techniques developed in the highly concentrated training 
programs of the Army and Navy are exerting a strong influence 
on the courses of instruction designed by civilian schools to 
provide adequate training for entry into the business world. 
Speeding up the learning process makes possible the extension 
of courses to cover the stepped-up needs of business knowledge. 
The educational opportunities afforded returning soldiers and 
sailors will increase the demand for teaching materials and 
supplies. Filling the demand will be the profitable function of 
alert dealers in this industry. 





Preparation Speeds Up Handling of 
ochool Supply Seasonal Rushes 


high school and grammar stu- September sales rush problem. As 


By ABRAM hUTOR 





Assistant Manager, 
Chandler's, 
Evanston, IIl. 


STEADY MARKET for school 
A supplies exists throughout the 
year, except in the summer vaca- 
tion months, but the big volume 
season is in September. Then the 
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dents overrun the store and al- 
most overwhelm the sales staff. 
Another big period is in February 
when the second half of the school 
year begins. Toward the end of 
September, when the rush of buy- 
ing by grade and high school stu- 
dents is tapering off, organization 
of classes at Northwestern Uni- 
versity starts another heavy sales 
season for us. 

Preparation several months in 
advance solves a large part of the 


merchandise is becoming increas- 
ingly difficult to obtain, orders 
must be placed early in the year. 
The alternative is to send in 
orders far enough in advance to 
assure deliveries in time. For 
many of the standard items, such 
as pens and inks, our orders have 
already been placed. 


Confer With Teachers 


The first step in preparing for 
the fall invasion by students is a 
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series of consultations with teach- 
ers in the high school and the 
grades concerning the text books 
and supplies that will be needed 
during the coming school year. 
Armed with the lists obtained, the 
process of accumulating adequate 
stocks is relatively simple, al- 
though accompanied by such ir- 
ritants as delivery delays, substi- 
tution of alternate items where 
shortages exist, incomplete ship- 
ments, and so on. 

Having obtained the books and 
supplies, the next step is to re- 
move all merchandise from the 
counters and cases in the main 
floor salesroom and devote all 
available space to school items. 
There is nothing unique in this 
procedure. For years we followed 
the practice before hitting upon 
the idea of assembling items in 
groups according to lists provided 
by teachers. 

This method permits a third 
grade student, for instance, to go 
to one table or counter and buy 
all his supplies at one place in the 
store. Before picking up the var- 
ious items, the clerk finds out if 
the complete unit is to be pur- 
chased or if some things are to 
be omitted and others added. 
Prices for sets are pre-figured to 
facilitate handling the sales. It is 
easier and quicker to add or sub- 
tract the prices of items added or 
omitted than to add the prices of 
all items for each sale. Several 
duplicate setups are arranged in 
different parts of the store so that 
all the student customers will not 
congregate around one counter. 
Proved satisfactory in operation, 
this method speeds up handling 
of crowds, pleases the students 


and earns the high approval of 
sales clerks. 


Sales to High School Students 


Except for variations in items to 
include such things as drawing 
instruments and supplies, sales to 
high school students are handled 
in the same way as sales to boys 
and girls in the grammar grades. 
A stock of each book or supply 
item is placed so as to permit the 
clerk to pick up one thing after 
another with the dispatch and 
efficiency of straight-line produc- 
tion in a factory. 

A good and quite profitable part 
of our school supply business is in 
used text books. At the end of 
the school year in June the books 
are bought from students who 
seem to be happy for an oppor- 
tunity to dispose of their “old 
school books.” They are cleaned 
up a bit, priced, and put on sale 
the following September. 

To publicize our school supplies 
division we use advertising an- 
nouncements in school publica- 
tions and local newspapers. Blot- 
ters are distributed among college 
students, supplementing our other 
printed announcements. Natural- 
ly, our window displays are made 
to tie in with our advertising. Ex- 
hibits are devoted exclusively to 
school materials, with some spe- 
cial featuring of such items as 
brief cases, underarm Zipper 
cases, and so forth. 

After the peak seasons, sales 
contacts with students are main- 
tained through such lines as 
sporting goods and school pen- 
nants. Swimming trunks, tennis 
shoes, gymnasium suits for girls, 
and other items of dress for 


athletics are all good year-round 
sellers. Pennants for schools 
throughout the country have a 
strong appeal at all seasons. Be- 
cause many college students are 
from out of town, boxed station- 
ery for writing letters home is sold 
in considerable volume. Fountain 
pens are always good for the 
school trade. We handle pens in 
all price ranges — lower-priced 
ones for the grammar school stu- 
dents, medium-priced for high 
schoolers and the higher-priced 
lines for college folk. 


Philatelic Section Attracts Trade 


Another store feature that keeps 
boys and girls (mostly boys) com- 
ing in most of the year is a stamp 
collectors’ department. Besides be- 
ing intrinsically educational, the 
department attracts budding phi- 
latelists who buy interim school 
supplies as the year progresses. 


In school supplies as in other 
lines of merchandise, a current 
problem is substitute goods. Some 
of the substitutes are quite in- 
ferior, as cardboard instead of 
metal paint boxes, but in a num- 
ber of instances the item devel- 
oped is better. For example, most 
mechanical drawing sets were 
formerly imported from Germany. 
Those now made in the United 
States are just as good mecha- 
nically and are much more attrac- 
tice in design and packaging. 

The techniques of selling school 
supplies and office supplies vary 
widely. Customers in the two mar- 
kets are quite different. Yet many 
lines are common to both activ- 
ities. And the profit potentials 
are about on a par. 
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Display Promotions for School 


supplies and Equipment 


By E. A. DENCH 


T WAS NEAR the end of a fa- 
(pM halona wartime day for the 
salesman-window decorator of this 
office supply store. In past, and 
more normal years, whenever he 
wanted a child or adult figure to 
add human interest to a display, 
he found local clothing merchants 
willing to make such a loan in 
return for the customary courtesy 
sign. Today he had met with re- 
buffs of varying degrees of polite- 
ness. The merchants were, so it 
appeared, disinclined to loan any 
of their now-precious composition 
mannikins for fear they might be 
damaged by careless or accidental 
handling, in which event they 
would be up against the tough 
problem of new replacements from 
the display fixture houses. 

“Well, maybe a good night’s 
sleep will produce the solution,” 
the salesman-window decorator 
explained to his office outfitter 
boss as he vacated the unfinished 
window display, put on his hat, 
and walked out. 

Feeling better after a substan- 
tial supper at home, the salesman- 
window decorator had a hunch 
his high school daughter’s doll 
collection might yield something. 
It did—a doll large and lifelike 
enough to pass muster as a girl 
in one of the lower school grades. 

The next morning, in finishing 
his display assignment, he seated 
the doll on the chair part of the 
school desk, but he found that 
the doll slumped considerably be- 
low the desk top level. It was 
necessary to elevate the doll in 
order to pose her studying her 
lesson in a natural manner. He 
went on another prop rummage 
hunt, this time in the office out- 
fitting store, where he appropri- 
ated a few bound volumes. These, 
when piled evenly on the desk 
chair, seated the doll at the cor- 
rect height. 

These times of shortages require 
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more display resourcefulness to 
maintain a reputation for attrac- 
tive window displays, some adapt- 
able ideas for which follow. 
Dramatized Distances.—Sales fig- 
ures for past years can be em- 
ployed with dramatic effect. Here’s 
a showcard or sign caption to use 
as such a builder-upper: 

“Last year the school supplies 

and equipment we sold would 

pineteh from....-.°to0 ..... 2” 


The most you can do is to make 
an approximate calculation be- 
tween two town, two county or 
two state locations. Use a town, 
county or state map to bring out 
the point. Stretch the map against 
the window background, using red 
crayon lines to designate the two 
points. 

Moving Onward.—‘‘Progress 
Through School With These Sta- 
tionery Aids,’ was the showcard 
copy part of a school supplies dis- 
play. Moving progressively from 
one classroom to the next was 
simply, but effectively, visualized 
by a stepladder, each step desig- 
nated with a small sign. Grade 
One, Two, Three, and so on. 

The Matter of Grades.—Another 
variation of the above idea had 
a ruler-shaped sign, captioned: 
“These School Supplies Make the 
Grade.” A batch of ribbon stream- 
ers in local school colors radiated 
from the sign, with each such 
ribbon streamer ending up at a 
different floor location alongside 
a numeral indicating a specific 
school grade. Flanking each num- 
ber was a neat unit of school 
goods. 

Front and Back.—Said the sign: 
“A Learning-Conscious Youngster 
on His Way to School.” A large 
oblong mirror was leaned against 
the rear center of the window. 
Facing the mirror, but some dis- 
tance forward, was the cutout 
of a school lad. Since only a rear 
view of the schoolboy cutout was 
possible to any passer-by outside 
the window, aforesaid passerby 
was tempted to stop and look into 
the mirror to get the front view— 
that of the schoolboy with a pile 
of books in his hands. This novel 


treatment is adaptable with equal 
effectiveness to grade school, high 
school, college and home study. 
Rural,—One country town store 
used a R.F.D. mail box propped 
on a wooden stick, against the 
right rear corner of the window. 
Protruding at perky angles from 
all outside parts of the mail box 
were simulated pieces of mail— 
large envelopes with stamps on 
them, addressed to a number of 
township, county and state schools 
and colleges. Rising above the 
envelopes was an open letter, as 
follows: 

“Dear Pupils of Wayne Township 
School No. 3: 

“Displayed in this window are 
articles to aid in your objective— 
the bringing home of favorable 
report cards. 

The rest of display space con- 
centrated on school supplies and 


equipment. 
It Always Happens.—An inky 
“way” display proved a novel 


method of dramatizing a scholar’s 
carelessness with a bottle of writ- 
ing ink. It was a used bottle, now 
empty, tipped over, with the ink 
flow streaming along the floor. 
The spilled ink was simulated 
with a strip of black cloth, of 
uneven width, and in a Zig-zag 
angle, on the floor. “It Can’t be 
Helped—There’s Plenty More in 
This Store,” proclaimed a sign. 
Saying it With Jingles.—Here are 
a couple of four-line jingles which 
favorably influenced the judges in 
a window display contest: 


“Mary gets good marks at school. 
Her work is hard to beat. 
With pencils sharp and papers 
clean, 
It’s easy to be neat.” 


“Jackie’s marks are far too low. 
The reason’s fairly clear. 
He can’t work well with poor 
supplies. 
He should have bought them 
here!” 


The above four-liners appeared 
side by side on imitation slates 
at the rear of the window. The 
floor area presented a stocky yet 
neat arrangement of school sup- 
plies. 

Time Reactions.—This was a well- 
timed display in more ways than 
one. It had, for its background 
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highlight, a series of simple black- 

and-white clock dial cut-outs. A 

caption across the top ran: 
WHICH Time is Most 
Welcome to YOU?” 


Each clock dial showed a differ- 
ent time—the A.M. starting time 
of school, the midday recess, the 
afternoon dismissal for the day. 

It interested both juniors and 


suggestive Selling Ideas 


ochool Supplies Program 


By BERT MERRILL 


HE CLOSING UP and low-stock 
antteinn of small competitive 
stores of the type formerly found 
clustered around schools has pro- 
duced better opportunities for the 
stationer in merchandising school 
supplies, according to Al Hyde, 
manager of H. S. Crocker Com- 
pany in Fresno, Calif. 

“Immediately after the war 
began we found a readily notice- 
able increase in the number of 
youngsters coming in for school 
supplies,’ Mr. Hyde explained, 
“which made it evident that many 
small confectionery and odd- 
merchandise stores which carried 
a table or two of school supplies 
have gone out of business. More 
than that, the specialized types 
of classes and new interests cre- 
ated by wartime education have 
produced a demand for types of 
supplies which other competition 
can not very well handle. The 
result is more emphasis each year 
on school supplies in our store.’ 

Therefore, the Crocker Company 
is steadily giving more thought to 
school supply promotion, as well 
as allotting more space in the 
store itself, and more newspaper 
advertising. The entire program 
in this small California city is 
over-the-counter business, large 
school contracts and the normal 
supplies sold in lots to city buyers 
being handled from San Fran- 
cisco. 


Suggestive Selling Is Stressed 


Thus, store promotion is largely 
a matter of timely merchandise 
and plenty of suggestive selling 
by store people. To begin with, 
school supplies themselves are 
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considerably more _ interesting 
since the war began. Plastic and 
wood are replacing metals and 
better materials are used in paper 
lines, according to Mr. Hyde. “This 
is one line which could stand 
modernization,” he pointed out, 
“and such things as plastic rulers 
and mechanical pencils, gay plas- 
tic notebooks and pens are con- 
siderably easier to glamorize to 
the young customer or his par- 
ents.” 

School supply promotion starts 
September 1 at the Crocker store 
at least ten days ahead of school 
opening. At that time, one full 
display window and part of the 
other are given over to supplies, 
grouped around photos of Fres- 
no schools, banners, pennants 
and other “props” calculated to 
make the youngster feel that the 
store is the logical headquarters 
for his school’s student body. At 
the same time the store uses reg- 
ular radio spots, an innovation in 
Fresno, at least, where the pros- 
pective customer is under 16 years 
of age. Nevertheless, the radio 
program gets results. By pointing 
up new ideas in supplies for new 
subjects taught in schools it is 
responsible for plenty of traffic. 
The store also makes use of two 
types of newspaper ads. One is 
a “feature ad” playing up a single 
item such as a colored ring binder 
with a compartment for pen and 
pencil, and the other standard 
merchandise ads list off one by 
one all “demand” merchandise 
and prices for the convenience of 
budget-minded parents. All three 
of these promotional aids have 
a definite purpose and have shown 
themselves worth while. 

Inside the store, a huge center 
aisle “island” carries most of the 
“demand” items, with supporting 
merchandise on. side counters. 
Since most school supply items are 
now more “live” than before, they 
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adults. By its display attitude of 
strict neutrality, the store let the 
window audience contribute its 
own opinions, of which there were 
many and varied. 


opark 


can be arranged into more attrac- 
tive displays. 


Timely Items’ Listing Pays 


“Our biggest merchandising help 
has been our offering of timely 
new items which stem from new 
educational themes in our local 
schools” Mr. Hyde indicated. ‘For 
example, last year we found that 
many youngsters, both boys and 
girls, were asking for protractors 
and clear plastic rulers of the type 
used for air navigation. I checked 
on this immediately and discov- 
ered that several of the schools 
were promoting pre-flight educa- 
tion in code, navigation and air- 
craft identification classes. This 
made it necessary to make some 
extra buying efforts to lay in a 
stock of standard protractors, and 
some specialized magnetic-course 
planning types, which have sold 
like wildfire ever since. We could 
use ten times as many of the type 
used by Army and Navy as we 
have been able to get, but outside 
of one simple Navy air navigation 
type, we haven’t been able to keep 
them in stock.” 


Checking through new courses 
in schools, the Crocker company 
has added more mechanical draw- 
ing sets, more art sets, and con- 
siderably more materials for 
draftsmanship, modeling, and avi- 
ation uses. Each helps to bring in 
more new customers. 

Along with the new merchan- 
dise lines, the store is vigorously 
pushing Zipper binders, a handy, 
convenient item which became 
popular just before the war and 
is in more demand than ever now. 
“We had a good genuine leather 
model at $2.50 before the war.” 
Mr. Hyde said. “Now we offer the 
same thing in an imitation leather 
for $4.95, with plenty of takers. 
There is a good market for any 
kind of binder which will protect 
notebooks, notepaper and type- 
written lessons, provided we can 
maintain a reasonable stock in 
any of them.” 


Increased demand for water col- 
ors, brushes and palettes has built 
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up these departments. All this 
merchandise, however, as well as 
mechanical drawing tools, are kept 
back of the counters in view of 
the undeniably heavy risk of pil- 
ferage. 

Lastly, an undercurrent promo- 
tion which is responsible for the 


heavy sales volume is suggestive 
selling by clerks each time a 
youthful customer returns for 
extra notepaper, tablets and ink. 
At the regular sales meeting, held 
weekly, Mr. Hyde selects com- 
panion items, such as ring binders 
and index sheets, which will be 





suggested and shown during that 
week to each customer returning 
to the store. Ink, both regular and 
colored, is always suggested. This 
selling requires only a few extra 
moments per customer and has 
considerably swelled school supply 
sales volume. 





GIFTS FOR THE GRADUATES—An attractive display featuring the grad- 
uate as a “Lucky Dog” helped to increase sale of commencement gifts in 
stationery and office supplies for Brown's, Stationers, Long Beach, Calif. 


For the braduate—bifts That Last 


By W. 0. STODDARD 


FFICE OUTFITTERS who do 
{] not go after the commence- 
ment business are losing a splen- 
did opportunity to make contact 
with thousands of young people 
who are leaving school and going 
into business or professions, and 
who, in the future, will be very 
valuable customers. Flowers and 
candy are so ephemeral. On such 
an important occasion as gradua- 
tion something should be given 
the young man or woman that he 
can keep for years as a valued 
remembrance. Such gifts can be 
supplied in abundance by office 
outfitters. 


The Office Supply Company, 
Jackson, Miss., featured typewriter 
and desk supplies (typewriters 
themselves—save for a _ limited 
supply of rebuilt ones—being out 
of the question at present) and 
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books. Prior to the commence- 
ment season they arranged a dis- 
play showing a sectional bookcase 
—one section filled with books of 
travel and history, and the other 
with volumes pertaining to dif- 
ferent trades and_ professions. 
There was a desk with a complete 
desk set and also a typewriter desk 
and chair. Maps and globes, with 
an open atlas on a reading stand, 
offered timely information on the 
global war. A card suggested a 
visit to the second floor and an 
inspection of their complete lines 
of ‘Gifts that Last’ for the grad- 
uate. 


Display Which Pays Dividends 


Brown’s, Stationers, Long Beach, 
Calif., arranged a display showing 
at one side a pink panel on which 
was printed in black “Congratu- 
lations, Graduated!” In front of 
this was a white dog with a black 
mortarboard cap and gown, hold- 
ing a diploma, the figure being 
appropriately captioned “Lucky 
Dog!” At the other side, against 


a black velvet curtain, were plas- 
tic figures of youth and maiden 
graduates. Pen and pencil sets 
were shown on the floor, while on 
shelves around the wall were decks 
of cards, boxes of stationery, book 
ends, desk sets and memory books. 
Just inside the door, where it 
could not fail to be seen by all 
entering, was a long table with 
slanting top, so that all the con- 
tents could be effectively studied. 
Here were books, many types of 
small leather goods, pen and pen- 
cil sets, desk sets and photo 
frames. A strip card at the base 
of the table suggested “Present 
Your Graduate with a Lasting 
Gift.” 

The S. G. Adams Company, St. 
Louis, Mo., pushes desks first and 
foremost as commencement gifts, 
urging that the entire family com- 
bine to get this worth-while gift 
instead of frittering away money 
on ephemeral remembrances. In 
their main floor sales room, close 
to the glass, where they can be 
plainly seen by all passers-by, 
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are a half-dozen types of desks. 
Each desk has a card, “A Lifelong 
Present for the Graduate.” On 
each is a complete desk set, and 
beside it a chair, with seat pad, 
magazine rack, and a lamp, any 
and all of which make gifts ap- 
preciated by the young folks. 


Boost Sales of Service Gifts 


The Schwabacher-Frey Station- 
ery Company, Los Angeles, taking 
cognizance of the fact that hun- 


dreds of young people will go 
direct from school to the service, 
arranged one of their lobby win- 
dows to show “Graduation Gifts 
for Young Men and Women En- 
tering the Service.” The window 
was arranged in a series of steps, 
with a strip card on the wall 
above, “Hail to the Graduates of 
1945!” On the top step were 
framed pictures of soldier, sailor, 
flier and marine, and on the 
second step pictures of young 


women in all auxiliary branches 
of the service. 

Displayed in profusion were 
journals, purses, billfolds, mend- 
ing kits, portfolios, pen and pen- 
cil sets, stationery and envelopes 
in a flat case, miniature chess 
and checker boards, decks of 
cards, cigarette cases and lighters. 
While directed to young people 
going into the service most of the 
items would be equally appropri- 
ate for those entering war plants. 


Methods of Attracting School 
Supply Business 


By L. BR. RENDRICh 


Kendrick-Bellamy Company, 
Denver, Colo. 


E HAVE discovered that the 

most successful way to at- 
tract teachers and school children 
into our store is by advertising 
over the radio and by making at- 
tractive window displays,’ de- 
clares L. R. Kendrick of The Ken- 
drick-Bellamy Company, Denver, 
Colo. 

Continuing his explanation of 
how the firm has built an out- 
standing school supply business, 
Mr. Kendrick says, “We co-ordi- 
nate the window displays with 
counter and table displays in our 
store, showing notebooks, fillers, 
drawing supplies, slide rules and 
Zipper bags in our different de- 
partments. The rush usually lasts 
three or four days, or perhaps a 
week. The college students buy 
from us and, unlike the high 
school and grade school pupils, 
they make purchases over a longer 
period of time. 

“Better grades of ring binders, 
Slide rules, brief cases, and artist 
supplies are purchased by the col- 
legians.” 

Mr. Kendrick points out that 
priorities have not affected his 


school business except in such 
purchases as are made by the 
school boards seeking supplies and 
equipment. ‘We have been able to 
keep a good line for the schools, 
both in high grade and lower 
quality items,’ he points out. 
“Ring books, fillers, pencils, artist 
supplies and even slide rules have 
been obtainable from the manu- 
facturers and we do not believe 
that our school business has suf- 
fered much as a result of war 
conditions.” 

The Kendrick-Bellamy Com- 
pany is not located near any one 
school but draws business in gen- 
eral from the entire city of Den- 
ver, where are located about 80 
schools. A good deal of business 
is done with the Colorado School 
of Mines and Denver University, 
whose students need engineering 
supplies and slide rules. “The war 
program has given a big boost to 
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the slide rule business, and by 
careful application of priority as- 
sistance we have been able to 
supply most of the needs for reg- 
ular classes,” asserts Mr. Ken- 
drick. “That program is about 
over with. We have not able to 
supply slide rules generally to 
keep up with the great demand 
during the past year but we be- 
lieve there will be an improve- 
ment in the slide rule situation in 
the not-too-distant future.” 


Sales Spurt When Schools Open 


The school supplies business in 
Denver comes in September and 
about the first of February, which 
dates coincide with the opening 
of school and college terms in 
Colorado. In between, the Ken- 
drick-Bellamy Company sells 
school supplies continuously, but 
finds a very definite spurt in sales 
at the opening of each school 
term. 

Preparations are made carefully 
for these rush periods. Stocks are 
built up according to the sales 
records and special displays are 
made in the windows and on the 
counters. Newspaper and radio 
advertising is increased. 

Although school business reaches 
a high volume with the Kendrick- 
Bellamy Company, outside sales- 
men do not solicit this kind of 
trade. “We do not go after the 
wholesale school business in this 
way,” says Mr. Kendrick. “We do 
solicit some business from the 
school districts through their pur- 
chasing agents, who are called 
upon by our salesmen for bids on 
quantity orders, printing and the 
like.” 





END OF SCHOOL EQUIPMENT AND SUPPLIES SECTION 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


“Be There First” Promotions Build 


Furniture Prospect Lists 


By BERT MERRILL 


LTHOUGH new stocks of office 
furniture are still difficult to 
obtain and little relief is in sight, 
it nevertheless will pay the sta- 
tioner to continue promotion on a 
post-war “prospect basis’, accord- 
ing to Al Hyde, manager of the 
H. S. Crocker Company, Fresno, 
Calif. 
“There are several reasons why 
I feel it is necessary to keep plug- 
ging away at office furniture pros- 
pects,” Mr. Hyde explained, “es- 
pecially since the average busi- 
nessman who wanted new desks 
and tables a year ago and dis- 
covered he could not get them is 
likely to become _ completely 
apathetic about the matter and 
forget it altogether. In this con- 
nection the office furniture field 
closely parallels the new automo- 
bile market—when the Govern- 
ment oversold the idea of doing 
without new cars and then was 
forced to come out with a cam- 
paign entitled ‘It’s Not Unpatriotic 
to Buy A New Car.’ We’ve found 
that a good many office managers 
have resigned themselves entirely 


26 


to doing without new furniture 
until after hostilities cease—a sit- 
uation which can be readily recti- 
fied by letting them know that al- 
though there isn’t a great deal to 
be had, we may possibly serve 
them after all.” 


The Crocker Company in a few 
short years had developed an out- 
standing office furniture volume 
prior to the war. Located in the 
San Joaquin Valley’s leading city, 
surrounded by prosperous grape 
vineyards, stock ranges and many 
growing dehydrating industries, 
the firm went after office furni- 
ture prospects in a half-dozen 
small cities. At the outset, a few 
desks were shown in the middle 
aisle of the store. Then the rear 
salesfloor was given over to office 
furniture and, as sales grew out of 
proportion to this limited display 
space, a large basement was re- 
arranged: for public admittance 
and converted into a sales show- 
room. Sales were split almost 
equally between metropolitan 
business firms and small ranch or 
vineyard offices. 


War Interfered With Plans 


“We had two outside men han- 
dling office furniture in 1941,” Mr. 
Hyde said, ‘‘despite the apparently 
small size of the territory. We had 
planned to branch into surround- 


ing cities, and felt confident that 
our furniture division could be 
built up sufficiently to take on 
additional space in the near fu- 
ture. There was a huge amount of 
work in building up our poten- 
tial customer list—work we didn’t 
feel should be wasted no matter 
what the conditions.” 


Early in the war one of the two 
salesmen was drafted and the 
other was pulled into the store to 
help out in the loss of other per- 
sonnel. Since then, Mr. Hyde (who 
himself formerly handled a good 
part of the office furniture selling) 
has resorted to direct mail promo- 
tion altogether. 


“Like other office furniture deal- 
ers, we’re hampered by receiving 
no more than a trickle of mer- 
chandise,” he added. “We’re de- 
pendent on San Francisco for 
supply, and to date have been re- 
ceiving exceedingly small ship- 
ments. ‘We nevertheless display 
them as handsomely as possible 
and keep our firm in the public 
eye. The interest a small showing 
like this has produced resulted in 
my developing a direct-mail pro- 
motion which I believe will be the 
solution to our post-war difficul- 
ties.” 


Potent Prospect List Built Up 


This was the clever “Be There 
First” idea by which Mr. Hyde is 
currently building up a _ potent 
prospect list on not only office 
furniture, but such presently un- 
obtainable items as steel files, rub- 
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ber bands, metal specialties and 
general office supplies. Addressed 
to 850 accounts, it consisted of a 
semi-personal letter to each past 
or potential customer listing off 
merchandise most difficult to ob- 
tain, and promising that supplies 
in certain lines would soon be 
available. Major items _ incor- 
porated in the letter itself were 
wood and steel office furniture, 
and office supplies on the “hard 
to get” list. Each prospect was 
told that the store expected to 
obtain some or all of the items 
covered and, although no prom- 
ises were made, the customer 
could help both himself and the 
Crocker Company by signifying 
what items he was particularly 
interested in. 

Along with the letter (which in- 
vited any kind of correspondence 
the customer wished, and included 
a request for priority numbers if 
available) Mr. Hyde enclosed a 
return address card. This was 
for convenience, titled “Be There 
First.” Space was provided for 
the customer’s name, address, 
the date, and priority num- 
ber if available. Beneath, a para- 
graph read, “Here Is My ‘Be There 
First’ request for “hard to get” 
goods. Notify me quickly, please, 
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“Hard to Get” wants. 


merchandise is available. 





THE CROCKER PLAN: 


1. Send a semi-personal letter to each past or potential 
customer listing merchandise most difficult to obtain, but 
promising that supplies in certain lines will soon be available. 


2. Enclose return address card for listing of customer’s 


3. Set up a preference list for filling of orders as soon as 








when the items listed are avail- 
able. This is simply a Crocker 
service request list. I do not obli- 
gate myself in any way.” Beneath 
were listed steel cabinets, steel 
desks and chairs, wood desks, steel 
visible file equipment, and safes 
and fireproof office equipment. It 
closed with the invitation to mail 
the card at once, and reiterated 
that the customer incurred no 
obligation by doing So. 


Plan Paid Sales Dividends 


Response was excellent, accord- 
ing to Mr. Hyde. Hundreds of office 
managers who had given up on 
sorely needed new furniture 
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grasped the opportunity to “get in 
line early.” As fast as the return 
address cards came in, the infor- 
mation was tabulated and set aside 
on a preference list for immediate 
notification against office furni- 
ture consignments received. 

“We managed to make good 
within a month on the items we 
promised as soon available,” Mr. 
Hyde said, “failing them only on 
rubber bands. On the other pref- 
erential choice merchandise we 
are ready to make delivery as soon 
as the necessary furniture is re- 
ceived. The prospects liked the idea 
all the way, particularly inasmuch 
as we were able to deliver a ship- 
ment of eight desks shortly after 
the mailing went out.” 

Summed up, circulation of the 
“Be There First” card and letter 
means simply that H. S. Crocker 
Company has a down-to-the-min- 
ute prospect list against which to 
gauge its post-war inventory. At 
the same time they’re constantly 
reminding the public that the 
store is keeping furniture needs in 
mind. “We’re still giving service 
on all accounts,’ Mr. Hyde con- 
cluded, “arranging offices, making 
layouts for better efficiency, and 
giving quick repairs on any dam- 
aged furniture. We expect a lot 
of changes in office furniture man- 
ufacture after the war, but we will 
be ready for them.” 


“BE THERE FIRST” IDEA PAYS FOR 

H. S. CROCKER COMPANY.—Con- 

tinued promotion on a post-war “pros- 

pect basis” is helping to expand 

business for H. S. Crocker Company. 

Fresno, Calif. Pictured are the store's 
exterior and interior. 
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“Available —Magic Word in 


Uffice Furniture 


By C. M. LITTELJOHN 


NCE MORE “AVAILABLE” ... 

“New Stocks Just Received” 
... “First Come First Served With 
Office Furniture Specialties.” 
These are keynotes of current 
sales campaigns and advertising 
to move fresh arrivals at various 
retail outlets and _ stationery 
houses where demand has been 
far in excess of stocks and sup- 
plies trickling through. “Avail- 
able” sums it up, striking a dom- 
inant sales note at _ present. 
“Available” is a magic nine-letter 
word of success. 

Waited-for news and welcomed 
advice is the “Available” sign, al- 
most as welcome as that seldom- 
seen “For Rent” over an apart- 
ment house window. Goods are 
gobbled up so fast that it has been 
a serious problem to maintain in- 
ventories in certain office furni- 
ture lines, especially in the many 
war work centers where many 
newcomers are pouring in for 
present “war prosperity” and 


shares in those big ‘“‘ten-plus” war 
contracts. 

It’s news, and the best of news, 
when “Arrivals” are in and when 
the office furniture house takes 
time out to drop a simple display 
ad in the paper to let folks know 
they can come in and get their 
supply—a typical instance was 
the recent newsy ad of Trick and 
Murray, office furniture, Seattle, 
Wash. This is one of the most im- 
portant and active office furniture 
outlets in the Puget Sound region 
which is flush with war work. 

“Again Available’ was the man- 
ner in which stenographers’ steel 
posture chairs were announced by 
the Trick and Murray organiza- 
tion. And those seeking the chairs 
were told that they were ‘In Stock 
for Immediate Delivery.” That’s 
what the folks wanted to know. 

People have been accustomed 
to priorities and standing in long 
lines to buy, especially in Seattle 
and other crowded war work cen- 
ters. Thus the “Available” sign is 
right in the groove, a word in 
their own lexicon. 

It’s a far cry in the matter of 
certain office specialties from the 
time when you had to beg ’em to 
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buy, advertise your head off and 
jump when the customer came in 
the door. It’s a case of “Come and 
Get "Em Now and Better 
Hurry.” 

Folks hear most often “All Sold 
Out” or “Not in Stock.” They lis- 
ten for the hopeful “But More 
Have Been Ordered” and “A Sup- 
ply is on the Way.” Shortages 
have developed in so many things 
and difficulty is experienced in so 
many lines that retailers have 
been handicapped. 

Announcing the “New Arrivals” 
and the “Availables Again” lets 
the customer who was in last week 
or last month know that the stock 
is on hand, that inventories have 
been replenished and he can get 
the coveted commodity, if he 
hurries. At Trick and Murray, for 
instance, the slogan, “In a Hurry,” 
is used to rhyme with Murray. 

“Available” too is a magic word 
of warning that prevents the ar- 
ticles from going by chance to 
those who just happen in. It’s 
better to put them into the hands 
of those who asked and asked 
again when they were not avail- 
able. 

Better tell ‘em about it. That 
makes for better public relations 
and allows no cause for that com- 
plaint of the curdled customer: 
“Why didn’t you let me know?” 





OFF FOR SAN FRANCISCO—The State Department needed 250 filing cabinets for 
the World Security Conference of the United Nations at San Francisco. These were 
requested from the War Production Board and the consumer durable goods division 
enlisted the co-operation of the Art Steel Sales Corporation, New York, N. Y., in 
order to get the cabinets fabricated and shipped in time for the conference. Within 
48 hours the transaction was completed and the filing cases were ‘Frisco bound. 
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oh at oe ort 


Business Builders 
Broadcast over Station S-A-L-E-S 


Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 


AGNETIC, indeed, was our 
promise in the April OFFICE 
APPPLIANCES to Start the parade of 
BUSINESS BUILDERS this month 
by highlighting a mighty impor- 
tant pocket business handbook, 
“Writing Business Letters Which 
Get the Business,” by Louis Victor 
Eytinge. We repeat—‘MAGNETIC” 
was the resultant effect because 
several letters airmailed their re- 
spective ways to us. Over the 
years this useful little manual 
had, in most cases, been loaned 
so many times it had been lost 
track of and our correspondents 
would like a  “refresher’—an 
abridged review of its contents. 
This we will do. Furthermore, if 
any listening in want a more de- 
tailed account just send a note to 
the co-ordinator of this page, 
Care of Shaw & Borden Company, 
Box 2153, Spokane 2, Wash., at 
the same time enclosing a BUSI- 
NESS BUILDER or two, for which 
we thank you in advance. To get 
to the subject at hand, we quote: 
We have before us Chapter No. 
1, “GET INTO THE ENVELOPE 
AND SEAL THE FLAP.” It starts 
off with an admonition not to per- 
mit your business letters to run too 
much to brain and not enough to 
heart, weaving in the thought that 
words have just as much tone as 
the speaking voice, just as much 
tint, as much color value as the 
painter’s pigments. There follows 
such strong points as this, “The 
prospect knows that you are work- 
ing for your own interest; it takes 
the human letter to prove that 
his interests are yours.” This ini- 
tial break in the pert helpful 
manual is summed up by, “The 
human letter in business is the 
hand-grip that propitiates your 
prospect toward your proposal— 
that puts a pleasing prosperity in 
your progress—that paves. the 


-path to a permanent profit pro- 


duction.” 

“GET UNDER THE PROSPECT’S 
HIDE,” advises the second chap- 
ter, “BY GETTING OUT OF YOUR 
OWN SHELL.” The character of 
the opening paragraph makes or 
breaks your letter campaign. It is 
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THE letter. Contact accomplishes 
more than impact. Get under the 
hide to get results! 

Truly trenchant is the third 
round, expressed, “GET A PER- 
SUASIVE PERSPECTIVE FOR 
YOUR PROSPECT.” The follow- 
ing is typical just how this force- 
ful message is geared to the office 
outfitting profession: A _ printer 
and stationer prefaces his strong- 
est talk with, “If I can show you 
how three mills—less than one- 
third of a cent—added to the im- 
provement of every letter you 
send out will bring back ten per 
cent greater returns, would you 
use BLANK brains in printing?” 
A filing cabinet dealer asks in his 
second paragraph, “Is your filing 
system really a time-saver? Does 
it respond quickly and accurately 
—or do you have to stop and think 
and look in several places before 
you find what you want?” These 
are but samples of painting the 
perspective, getting the scenery 
ready for the real acting that 
comes with your vital argument, 
the first act to the development of 
your letter sales-drama. Play 
Well Your Part! 


PUT PLENTY OF THE RESIN 
OF “REASON WHY” ON YOUR 
HANDS AND GET A GOOD GRIP, 
themes Part IV in this continuity 
of advice for making your busi- 
ness letters more interesting and 
efficient. Tune well your ears to 
this: Forget the machine, the de- 
vice you are Selling, and talk of 
the RESULTS it will accomplish 
for the other fellow. Talk results 
—now and everlastingly. Subordi- 
nate everything else to your argu- 
ments and make them for one 
man only—the other fellow. 


In introducing Section V, “GET 
THE DOTTED LINE SIGNED AND 
GET AWAY,” Mr. Eytinge com- 
ments, “E. St. Elmo Lewis, per- 
haps the greatest trainer of effi- 
cient sales and advertising man- 
agers, wrote one of the soundest 
rules for letter-writing when he 
advised salesmen: “Never open 
something you can’t close.’’ Use 
Appeal—Persuasion—Power! Car- 
ry Conviction! Make your close 
get somewhere. Make it get the 
dotted line signed and then make 
its getaway.” 

Slanted for the present day to 
just as important degree as for 
the time originally written is the 
sixth and final flash, “GET GOOD 
ASSOCIATES.” We know you'll 
agree, and here it is, “We are en- 
tering upon a great era of chang- 
ing commercial ideals—the world 
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is moving along toward idealism. 
Business men are demanding that 
the guiding law for commercial 
conduct shall be the Golden Rule. 
The letters that win most are feel- 
ing this influence. And because 
of this, my parting suggestion is: 
IF YOU WANT YOUR LETTERS 
TO PAY BETTER, PUT INTO 
THEM THE QUALITIES AND AS- 
SOCIATIONS YOU DEMAND FOR 
YOUR DAILY LIFE—ESPECIAL- 
LY THE GOOD ASSOCIATIONS.” 
L. V. Eytinge. 


a * * * * * * * * 


Time for station identification: 
This is Station S-A-L-E-S, B.B.- 
O.A. Broadcasting System, urging 
you do your utmost for every 
phase of our united war effort, in- 
cluding the Seventh War Loan 
and the Red Cross “blood bank” 
of your own respective communi- 
ties. 


* * * * * * * * * 


To a naval officer now on sea 
duty we are indebted for this U. S. 
War Bond message, which carries 
a baseball slant: “YOU’VE HIT 
ON ALL SIX in the 6th War Loan 
Drive. Don’t take a 7th inning 
stretch during the important 
7th. KEEP STRETCHING! Buy 
all you can ... ALL THE TIME!” 


% * * * * * * * * * ” * 


Two office outfitters sent us 
photographs of effective office 
furniture window displays for 
comment this month. One from 
the Midwest particularly stressed 
“The Office in your Home”, depict- 
ing a real usable desk with relat- 
ing items—all priced, and invit- 
ingly grouped. The other 8x10- 
inch glossy print showed in most 
unusual fashion a veritable snow- 
storm of carbon copies of letters 
effected by strands of thread, and 
in their midst an orderly efficient 
file and the life-size cutout of a 
personable young woman file clerk 
bringing order out of chaos in this 
typical “blizzard” of pieces to be 
filed. Again this display from a 
New England stationer had the 
file priced as a packaged UNIT. 
And that twice-testified evidence 
gives us the opportunity to present 
for the first time on this program 
this terse trailer: “A display with- 
out a price is speechless!” 

Office-efficiently yours, 


Ralph B. Ortel. 


ib, B® 
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Thirty-First President, 
United States of America 





These UNITED States 


@¢ AFTER 12 years and one month in the 
position of supreme leadership, Franklin Delano 
Roosevelt, 31st president of the United States, 
died in office, April 12. Possessed of a great per- 
sonal charm, he drew men to him and captured 
their loyalty. His going has left a void, a 
sense of personal loss. Yet, such is the unique 
character of this country that the mantle of 
leadership can be assumed by another man, who 
is accorded by the citizens of all the States a 
United loyalty. Harry Truman has inherited a 
great, unfinished task. Because the name of our 
country is significant of the character of its 
people, his efforts will lead to success. 








-_>-<- 
Being different always costs 
worth it. 


more—and is_ usually 


—Glen Buck. 


—_-—->- — 


S. O. S. On Tires 


@¢ A REITERATION of the warning issued by 
C. P. Garvin, general manager of the National 
Stationers Association, should not go amiss re- 
garding “Save Old Surfaces” on tires. Mr. Gar- 
vin tells the stationers that Chester Bowles, OPA 
administrator, is forecasting a decrease in the 
supply of tires for civilian use. 

Recapping is especially urged at this time when 
the end of war in Europe may mean more gaso- 
line, but not more tires. 


Careful driving, checking of tires weekly, 
proper lubrication and car-sharing are com- 
panion measures along with recapping to assure 
the salesman and the man who must drive to 
his office or business establishment that he can 
maintain his personal transportation until the 
end of the war and during the first months of 


peace. 


—_>-.>-——— 


Almighty God, we make our earnest prayer that Thou 
wilt keep the United States in Thy holy protection. 
—George Washington, in prayer 
after inauguration. 


_—_-o-—-°.-—— 


Important Role of Office Utilities 


in Foreign Relations 
@@ THE IMPORTANT ROLE that office sup- 
plies and appliances play in world affairs was 
never better illustrated than in the preparations 
for the World Security Conference at San Fran- 
cisco. While participating nations were debating 
their voting strength and selecting representa- 
tives, U.S. Treasury procurement agents had the 
task of rounding up 20 carloads of desks, 400 
typewriters with French, Spanish and Russian 
keyboards, and cartons of pens, pencils, binders 
and ink bottles. 

Diplomats may make decisions, but it is the 
products of the office supply and appliance com- 
panies which record them for posterity. 


HERE AND THERE 





JOSEPH STARCK WRITES ON 


the country and a safe voyage to "The 


jungles here are rather 





ARMY LIFE IN NEW GUINEA 


Stationed in eastern Dutch New 
Guinea with a depot supply com- 
pany, Joseph W. Starck, former 
Boorum & Pease Company repre- 
sentative and member of the GL. 
T.C., writes John A. Gilbert, presi- 
dent of OFFICE APPLIANCES: 

"Since our last visit together | 
have traveled many miles by land 
and sea. | left the states last 
Nov. | 6th and had a nice trip across 
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our destination via the Pacific 
Ocean. We came over here on a 
transport and the food and accom- 
modations were not too bad, taking 
into consideration the number of 
men aboard. We arrived in New 
Guinea the early part of December 
just when you folks were getting the 
first taste of winter. It did not take 
us any time to acquire a Florida 
suntan and also tire of eating cocoa- 
nuts and bananas, both of which we 
secured in abundance. 


OFFICE APPLIANCES, 


heavy, as one would say; however 
the palm and many other types ot 
trees make a beautiful setting. The 
many different birds with their col- 
ored feathers in all shades add to 
the beauty of the jungles. We camp 
in a clearing living in tents, and 
sleep on Army cots. We have fairly 
good meals, consuming quite a few 
dehydrated food items inasmuch as 
fresh foods are difficult to secure. 
As you have noticed, | am connected 
with a depot supply company. My 
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duties at the present time are the 
keeping of stock records and mak- 
ing up reports of critical and con- 
trolled items. | am pleased to say 
that of the products manufactured 
by the office equipment firms many 
are in use here, as you know the 
Army does a great deal of book 
work. We fellows are looking for- 
ward to the day when we are once 
again civilians and we are anxious 
to get back into the swing of things. 
| sure do miss those Friday noon 
luncheons which were always so in- 
teresting. Give my best to all the 
boys." 





AL SHERMER TAKES FOLGER 
FELLOWES FOR A RIDE 


Pfc. Folger Fellowes, now in Ger- 

many, and formerly with the Bank- 
ers Box Company, was walking 
along a road in northern France 
late in March. A _ military truck 
pulled up alongside him and 
stopped. Here's the way Folger 
described the circumstances in a 
letter to his father, Harry Fellowes, 
president of the Bankers Box Com- 
pany: 
"Today | had a real experience. 
Who should | run into of all people 
but Al Shermer, the Horder sales- 
man. He was driving a truck and 
picked me up quite by accident. 
He is with an ordnance outfit which 
is located near us. It certainly was 
a real treat to see someone from 
home. We had little time to talk, 
but hope to contact each other 
soon. 

Men from the stationery indus- 
try are serving in the armed forces 
everywhere, so that pleasant, 
chance meetings are no_ longer 
very surprising. 





THERE'S ALWAYS TIME TO 
WRITE YOUR FRIENDS, AND 
G. W. CHAMBERS DOES 


Glenn W. Chambers, Weis Man- 
ufacturing Company of Monroe, 
Mich., practices what he preaches. 

Therefore it is no idle statement 
when Mr. Chambers says, "The one 
person with whom | have no pa- 
tience is the man who says he has 
no time to write letters to friends." 

Despite his constant travels in 
United States, Canada and Mexico, 
this representative of Weis finds 
enough idle moments to correspond 
with his fellowmen, especially those 
in the foxholes, aboard ship and 
in the camps of the armed services 
on far-flung battlefronts. 

Once it was a peacetime activ- 
ity, born in the exchange of Christ- 
mas greetings, but now it has a 
keeping-up-their-morale significance 
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nurtured in days of war, according 
to the March issue of Discus, pub- 
lished by the Lake Shore Club, Chi- 
cago. 

This all started through an active 
correspondence with Mr. Cham- 
bers’ fraternity brothers following 
college days, increased with 
extensive travels which brought him 
in touch with nearly every chapter 
»f Delta Sigma Phi and Delta 














GLENN W. CHAMBERS 


Sigma Pi, to which he belonged. 
Throughout the years he made it 
a practice to exchange Christmas 
greetings with many of the mem- 
bers and those greetings grew into 
more personal exchange of news. 
When the war came, fraternity 
brothers entered the service ana 
the result was a regular correspond- 
ence instead of mere exchange ot 
Yuletide messages. 

Glenn W. Chambers became a 
clearing house of addresses for his 
fraternity brothers. The correspond- 
ence grew to the extent that a 
time-saver mimeographed _ sheet 
was enclosed with his personal re- 
plies. Extra copies were sent to 
other classmates, who he thought 
might be interested in different lit- 
tle bits of news from mutual 
friends. And so the big family 
grew and the personal letters de- 
veloped into a chatty news journal 
which now finds it way out of the 
offices of Glenn W. Chambers 
each week to all parts of the world. 

What does he get out of it? 
Unusual news, souvenirs, snap shots, 
and what is more valuable — the 
keeping of friendships which are 
worth more than gold or silver. 





WARREN L. HOAGLAND NAMED 
CHAIRMAN FOREIGN POLICY 
ASSOCIATION AT SYRACUSE 


Vice-president Warren L. Hoag- 
land of L. C. Smith & Corona Type- 
writers, Inc., was elected chairman 
of the recently-organized Syracuse 
N. Y., branch of the Foreign Policy 
Association at a meeting held 
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March 7. This national association 
has been in existence for 26 years 
and has some 26 chapters through- 
out the United States for sound 
analysis of world problems. 

To start the ball rolling in Syra- 
cuse, a large audience listened to 
two contrasting views on the Polish 
question. Speakers were William H. 
Chamberlin, for many years "Chris- 
tion Science Monitor" correspond- 
ent in Moscow, and Dr. John Sum- 
merville of Hunter College. The 
latter spoke for the policy outlined 
at Yalta. 





LEON GEYSEN TELLS ABOUT LIFE 
IN ANTWERP DURING FOUR- 
YEAR GERMAN OCCUPATION 


A graphic description of life in 
Antwerp, Belgium, during four long 
years of Nazi occupation is given 
by Leon Geysen in a recent letter 
to OFFICE APPLIANCES. Operat- 
ing Etablissements Geysen, office 
supply firm, Mr. Geysen is ready to 
forget his long vigil of waiting for 
Allied redemption of Belgium and is 
eager to resume trade with Ameri- 
can firms. 

Preceding the German occupa- 
tion of Antwerp, Mr. Geysen writes: 
During five days and five nights we 
were living among the British Tom- 
mies in a hurricane of artillery bom- 
bardment from both sides. The Brit- 
ish heavy guns stood in the garden 
of our villa (his brother's, located at 
Coxyde in the sand dunes near the 
North Sea), and the field artillery 
was 400 meters behind us! So 
imagine the awkward position—be- 
fore us the Germans, behind and 
beside us the -British, shelling one 
another day and night." 

From June, 1940, the Geysen 
family entered a period of four 
years life under German occupa- 
tion. During this time, he states, 
more than 1,000 civilians were 
killed by Allied bombs aimed at a 
munitions factory but released too 
soon. Among them were the wife of 
Mr. Geysen's oldest brother and her 
two sisters. The paradox was that 
they had lived through the hell of 
artillery fire in the sand dunes only 
to be killed by the bombs of the 
Allies. ''However,"' says Mr. Geysen, 
“although nearly 30 per cent of 
Antwerp mourned for a member of 
immediate family, people remained 
quiet and did not grumble against 
our Allies." 

Concerning the joy over arrival 
of the British soon after the Nor- 
mandy invasion, Mr. Geysen writes: 
"As soon as we heard the noise of 
the tanks, the whole neighborhood 
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was at once in the streets, shouting, 
dancing and crying. In a few mo- 
ments the flags were on the houses 
and people ran in the streets with 
flowers, beer and plenty of cham- 
pagne kept for more than four years 
to celebrate the happy moment... . 
Boys and girls with flowers and flags 
sat on the tops of the tanks while 
the soldiers were still sitting inside 
under the cover. 

On October 19, 1944, the Ant- 
werp business man wrote: '‘Antwerp, 
nearly one month after the arrival 
of the British, receives several fly- 
ing bombs and rocket stratosphere 
bombs daily. . . . Hundreds of 
houses have been completely 
wrecked, thousands of homes have 
all their windows broken, and hun- 
dreds of civilians and soldiers have 
been killed. The Germans are show- 
ing their ‘Kultur’ by sending these 
blind bombs over which they have 
absolutely no control. ... We are 
staying in Antwerp and remain 
‘thumbs up’."" 








DAVID J. JAMISON AT THE CON- 
SOLE.—A mainstay of the main office 
sales department of The General Fire- 
proofing Co., Youngstown, Ohio, David 
D. Jamison is in addition an accom- 
plished musician. For the past 19 
years he has presided over the organ 
of Trinity Methodist Church, Youngs- 
town. He also plays a daily 15-minute 
religious program on the organ over 
Youngstown radio station WKBN. 





HARRISBURG (PA.) DEALER IN 
OFFICE MACHINES NAMED EX- 
CHANGE CLUB GOVERNOR 


Leonard Weiner, manager of 
Capitol Office Machines & Equip- 
ment Company, Harrisburg, Pa., is 
a good subject for the old adage, 
"If you want a thing well done pick 
a busy man; the others do not have 
time.’ Mr. Weiner's latest civic 
opportunity comes in his appoint- 
ment as district governor of the Na- 
tional Exchange Club to supervise 
12 counties in District 4 of Pennsyl 
vania. 

The Harrisburg office machine 
dealer and office supply store man- 
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ager is an active member of Harris- 
burg Post 27, American Legion, the 
Chamber of Commerce, Inter-Serv- 
ice Club Council and St. Paul's 
Episcopal Church. In addition to 
these activities he is also one of 
the original members of Harris- 
burg's ration board, the mayor's 
committee on juvenile delinquency, 
a supporter of the Boys’ Club and 
a well-known tournament bridge 
player. 





A. J. HUTCHINSON REACHES 
77, BUT THIS NEW ZEALANDER 
PROVES HE'S A "YOUNG MAN" 


A. J. Hutchinson of "Dalgowie,”’ 
23 Dromorne Road, Remuera, Auck- 
land, is a New Zealander who prove: 
that youth is a matter of spirit and 
not years. Although he reached his 
77th birthday last December, Mr. 
Hutchinson writes John A. Gilbert 
of OFFICE APPLIANCES: “But | 
am young. Not for self-glorification 
but to satisfy myself that | am 
young, | am still carrying on and | 
am going to carry on for a long, 
long time yet.” 


While others feel they have 
reached the pipe and slippers stage 
at 77, 'Hutch,"" as he is known to 
his many friends is still director at 
Brain's Commercial College at 
Auckland. He is the first to arrive 
in the office in the morning and is 
happy to carry on at a college 
which has provided thousands of 
efficient stenographers and typists. 
Formerly he served as agent for the 
Burroughs Adding Machine Com- 
pany. 

Mr. Hutchinson is proud of the 
war record of his daughter, Audrey 
known by General Eisenhower. This 
daughter is attached to the R.A.F. 
in a special capacity. Previously, 
she aided the "Bundles for Britain’ 
effort, worked in a factory when 
R.A.F. officers’ wives were asked to 
set an example, and lived with her 
two small sons through the London 
blitz. 





SUN RUBBER MAN DIRECTS 
VICTORIOUS HOSPITAL DRIVE 


T. W. Smith, Jr., general manager 
of The Sun Rubber Company, Bar- 
berton, Ohio, leading peacetime 
manufacturers in the office specialty 
field, added new civic laurels re- 
cently when the new Barberton hos 
pital fund drive, of which he was 
chairman, went well over its $400.- 
000 goal. 

Contributions of labor and indus 
try alike were responsible for the 
campaign's success, with The Sun 


Rubber Company scoring high in 
both categories. 

The proposed new hospital, of 
which Mr. Smith is trustee, will serve 
an estimated 80,000 people in the 





T. W. SMITH, JR. 


Barberton area and will cost about 
$900,000. The balance of the cost 
will be met with Federal Works 
Agency funds, for which an appli- 
cation has already been made. 





DITTO TROUBLE-SHOOTER 
NEEDS GUM, K-RATIONS 
TO HEED FOXHOLE CALL 


W. W. Garrison and Company, 
Chicago advertising firm, offers the 
following letter as proof that humor 
blooms even in a foxhole some- 
where on the western front. Receiv- 
ing a ‘call a service man" card with 
a requisition of equipment from 
Ditto, Incorporated, office workers 
in the 119th Arm'd. Engr. Bn. write: 

January 9, 1945 
Ditto, Incorporated. 
Harrison and Oakley Boulevard, 
Chicago, Ill. 

“Ladies: (We presume all gentle- 
men are in the armed forces by 
now). Some time ago a requisition 
(through proper channels) to the 
quartermaster corps brought us a 
product of your organization. A 
card which came attached cautioned 
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us against any attempt to make 
even minor repairs, but to mail the 
card to ‘Ditto, Incorporated,’ where- 
upon your representative would call 
to make the needed adjustments. 
Please instruct the expert service- 
man assigned to this territory to put 
a K-ration in his tool kit and call on 
us. Our location is subject to 
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change without notice, however, so 
perhaps it would be better to pack 
two (2) K-rations. 


"Security regulations forbid us to 
give our exact location, but tell him 
to start walking out on pier 43— 
straight out. 


"The operation of your little brain 
child is hampered somewhat by two 
incisions (size |-7/16” x |-7/16") 
approximate. We have made some 
attempt to repair this damage 
caused by a diving ME 109-F (with 
the square wingtips and the rising 
and falling engine noise). Despite 
attempts to discourage secretion of 
‘Ditto fluid’ (trade mark patent 
pending) from aforementioned 
holes (description above) by plac- 
ing chewing gum (Orbit) over said 
holes, we are unsuccessful. This plan 
has two distinct disadvantages: (|) 
the French children (enfants) have 
become quite fond of chewing gum 
(Orbit) and (yes, even Orbit); and 
have a disconcerting habit of re- 
moving gum (Orbit) from holes (see 
above description), thus allowing 
fluid to run out on the ground. This 
causes grave difficulties in opera- 
tion, to say nothing of mental dis- 
tress both here and at higher head- 
quarters. (2) The fluid also causes 
severe deterioration in chewing gum 


(Orbit), which dissolves same. Please - 


pack extra chewing gum (Orbit) 
in addition to aforementioned 
K-rations. 


"We are hoping that you will 
make every attempt to comply with 
our small request." 


In signing the letter, the writers 
designate themselves as paper get- 
ter, hole stopper-upper, assistant 
handle tuner, gum-chewing preparer 
and other helpers. 





STENGER BUILDS FISH-SHAPED 
DUGOUT CANOE FOR SCOUTS 


Even a simple idea, if developed, 
may grow into something really 
worth while," says Henry L. Stenger, 
president of the Indiana Typewriter 
& Supply Company, Indianapolis. 
And to prove that this is more than 
an idle statement he proceeded to 
build a dugout canoe in the form of 
a fish, accomplishing the task in one 
summer. 


The members of Boy Scout Troop 
26, Carthage, Ind., enthusiastically 
back up Mr. Stenger as both a 
thinker and a doer for they are the 
proud recipients of the craft which 
was really intended to be just an 
ordinary fishing boat. 

It was when Mr. Stenger began 
to hue out the cottonwood log that 
he noted the stern could be made 
into the shape of a fish's tail and 
as a natural sequence the prow 
could form its head. The fins sug- 
gested the outrigging. 

The finished boat is 16 feet long, 
two feet in diameter, and weighs 
500 pounds. Realistic scales were 
cut with a mallet and chisel to the 
depth of one-half inch. The six-foot 
fins, hollowed, were made of 
soldered sheet iron. Cyprus paddles, 
curiously enough, were carved in the 
form of a bass swallowing a worm. 

Final details included treatment 
with linseed oil, followed by a coat 
of shining aluminum paint. Eyes, 
mouth and the name "El Pez,"' Span- 
ish for “The Fish,"’ in bright red 
make the boat like something from 
the land of make-believe. There are 
seats for three persons and they are 
so coveted that a scout must first 
have performed meritorious deeds 
before he may ride in the craft on 
the waters of Lake Wehi.—UTS 


SCOUTS USE NOVEL CANOE—Boy Scouts of Troop 26, Carthage, Ind., proudly 


SULLIVAN NOW POSTMASTER 


Clarence M. Sullivan, known to 
many in the industry because of his 
activities in the advertising depart- 
ment of Wilson Jones Co. and later 
connected with Ditto, Inc., has been 
appointed postmaster of Glen Ellyn, 
Ill, Chicago suburb located in Du 
Page County. Although Mr. Sulli- 
van's specialty was advertising, he 
spent some time in sales work. He 
has been a Glen Ellyn resident 
eleven years. 


LT. LLEWELLYN WINS DSC FOR 
HEROISM AGAINST NAZIS 


The nation's second highest mili- 
tary decoration, the coveted Distin- 
guished Service Cross, has been 
awarded Ist Lt. Stanley D. Llewellyn, 
son of R. H. Llewellyn, office furni- 
ture and supplies dealer, Man- 
chester, N. H. This award, states the 
Manchester Leader,’’ was made 
for extraordinary heroism in action 
against the enemy on December 18 
in Germany." 

According to the citation, Lt. 
Llewellyn, with utter disregard for 
his own safety, called on American 
artillery units to concentrate their 
fire on German forces that had sur- 
rounded an observation post which 
he was occupying, with the result 
that before the firing ceased ap- 
proximately 200 German soldiers 
had been killed and a threatening 
enemy offensive had been repulsed. 

Although stunned by several di- 
rect hits upon the building, Lt. 
Llewellyn miraculously escaped harm 
and continued to radio his réquest 
for artillery fire after German forces 
had infiltrated through in great 
numbers under cover of darkness, 
completely surounding his post and 
threatening a main supply road. 
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pose with the dugout canoe which Henry L. Stenger, president of Indiana Type- 
writer & Supply Company, Indianapolis, carved for them in the form of a fish. 
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Mr. Stenger is at the extreme left. 
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NUMUA NEWS 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


The NOMUA Objective— 
The Hest Weal for Every Dealer 


MALLER OFFICE MACHINE DEALERS—and a ma- 
jority of the NOMDA membership are in this class 
—have a wide variety of business problems, and the 
NOMDA, as a trade association, is developing a definite 
program of personal aid in personal problems. Present 
leadership in the organization is keenly aware of both 
the differences and similarities in office machine store 
problems, and surveys now in progress will for the 
first time attempt to evaluate the importance of vari- 
ous dealer problems. 

Over half the officers and directors of the organiza- 
tion are themselves in the “small dealer” class and 
they naturally feel an unusual awareness of the little 
fellow’s business. This doesn’t mean that the large 
dealer is being ignored. Many of the large dealers are 
affiliated with local associations that go far toward 
meeting local needs. But hundreds of NOMDA mem- 
bers aren’t affiliated with any state or local group, 
and heretofore these people have not always found it 
easy to exert the influence and contribute the leader- 
ship to which their ability and importance entitled 
them. Gene Taylor, the new NOMDA president, re- 
cently sent out personal appeals to the entire member- 
ship asking help and advice from this large group of 
loosely organized dealers. Response to the appeals 
was encouraging, and the president and the new ex- 
ecutive secretary, Victor Mosel, are now getting much 
intelligent support and counsel from this previously 
unheard group. It is their sincere hope that others will 
write about their problems. Individual problems are 
being attacked promptly, and it is now possible to 
determine with some degree of certainty the general 
interests of small dealers and to compare these in- 
terests with the large operators. Neither group will be 
slighted. Surprisingly enough, there seems to be no 
basic conflict between interests of dealers according to 
size. The only difference is in the kind and scope of 
business problems. The association is interested in 
serving all its members equally well. This is a good 
time to describe some of the problems that dealers 
are facing and to study how they are being met. 


Problems Facing the Small-Town Dealer 
One of the problems of small shops is in obtaining 
parts for machines they rarely service, but which de- 


serve prompt attention. The national office offers very 
prompt information on this subject, and officers and 
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directors of state associations are called on frequently 
for co-operation in this field. Having friends in the 
office machine business in the same or some near-by 
city is often a very real help in getting parts, and the 
personal association developed through correspon- 
dence and group meetings is often an important asset. 

Another problem of the small-town dealer covering 
a rural area is the itinerant fixer who invades a town, 
gets a hotel room, and messes up typewriters for folks 
who would ordinarily be customers of the legitimate 
dealer. He usually begins his sales talk by telling what 
a good job he did on the typewriter of some neighbor, 
and his charge depends on how much he thinks a 
prospect can be induced to part with. A ribbon in- 
correctly put on a typewriter often means an overhaul 
for him. An hour’s effort in shining a typewriter and 
wiping the dust off of it sometimes costs an unwary 
customer $15 or $20. Sometimes the itinerant expert 
carries miraculous chemicals reputed to double the 
life of a platen. Sometimes his conversation sells a 
50-cent ribbon for $1.50, $2.00, or even more. Or per- 
haps he may offer special 75-cent carbon paper for 
$4.00 or $5.00. Frauds of this kind can be eliminated. 
Your association will co-operate fully with you in en- 
forcing OPA regulations and in promoting fair trade 
practices in the industry. If you don’t know just how 
to deal with such practices, write and give us full in- 
formation, and prompt co-operation is assured. The 
NOMDA membership insignia can be a real asset to 
the reputable dealer. The itinerant fixer doesn’t have 
the kind of business that would enable him to join the 
trade association. This is not implying that all travel- 
ing mechanics are thieves. But a dealer who has to 
stay in the same place for a period of time and who 
can be located in the event of complaint is a much 
more reliable person to deal with than the tramp who 
may never return to the trouble he has made. Work 
of this type actually brings some service into legiti- 
mate shops, but most dealers don’t relish fixing other 
people’s messes. Moreover, one bad experience often 
makes a customer unduly suspicious of the work of 
the reputable dealer. Right now we have the legal ma- 
chinery to put the crooks out of business. Your as- 
sociation can help you use it co-operatively. 

One of the issues that dealers will face sooner or 
later is the problem of whether or not office machine 
mechanics should be licensed on the basis of their ex- 
perience and ability. At least one local association has 
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already taken a stand in favor of such a move. Plumb- 
ers and electricians are carefully licensed to do work 
that in many cases requires less skill than that 
of a good office machine mechanic. Here is a problem 
that deserves membership consideration. There are, 
of course, valid objections to such a plan. A hundred 
years ago there were objections to requiring that a 
doctor have special training, too. 

Many of the smaller retail dealers report unfair 
treatment on the part of certain jobbers and manu- 
facturers. These complaints, when directed to the 
NOMDA manufacturers relations committee, can get 
prompt attention, and often result in favorable action. 
When a man complains that everybody is mistreating 
him, the fault is pretty obviously with the complainer. 
But many dealers do have specific complaints and 
when these complaints are reported to the association, 
and are directed toward the same sources repeatedly, 
the association is obviously justified in taking up 
broad issues of business practice directly with the 
parties involved. This has already been done privately 
in certain cases, and dealers have profited directly by 
such action. Manufacturers and jobbers have been 
prevented from reducing quantity discounts in viola- 
tion of OPA regulations. In one instance a manufac- 
turer failed to pass on to the dealer a tax elimination, 
thus causing undue hardship to both the dealer and 
the general public. Odd discount practices, price in- 
creases without OPA approval, unfair allocation of 
critical merchandise to favored dealers, and other re- 
lated practices deserve the careful attention of the 
NOMDA. The new leadership of the association is now 
giving these matters attention under the able guidance 
of Joe Heaton. Results in this field can usually be 
obtained quietly and with a minimum of publicity. 
An increasing number of independent dealers are ap- 
pealing to the association for advice and aid in dealing 
with discount changes, price increases, odd merchan- 
dise allocations and related problems. We don’t imply 
that such evils are peculiar to manufacturers and job- 
bers. Dealers face a difficult problem of allocating 
scarce items to their customers, and few of us are 
fully familiar with our present complex system of 
price control. But critical attention to these problems 
on the part of all of us is much more desirable than 
taking all of our troubles for granted and assuming 
that we don’t need to watch either our own conduct 
or anybody else’s. 


Improving Dealer-Manufacturer Relations 


Preliminary surveys indicate a preponderance of 
dealer interest in their relations with their supply 
sources. This interest is accentuated by the increasing 
problem of getting merchandise, the help shortage, 
changes in management and policy, transportation 
difficulties, and a frequent increase in actual errors 
on the part of both dealers and manufacturers, which 
results naturally from more work to do and fewer 
people to do it. Personnel changes have, in many in- 
stances, altered business relationships of long stand- 
ing, and a very large number of dealers are right in 
making important changes in supply sources. Other 
dealers are considering such changes and are trying to 
gather the business evidence to support the decisions 
they will have to make. Never before has the NOMDA 
had a greater obligation to its membership in this par- 
ticular service. This obligation is being met with 
increasing efficiency. As post-war sales policies are 
being formulated, organized office machine dealers are, 
for the first time, powerful enough to speak as a body 
in the interest of their own economic welfare. 


This is not an implication that the interests of 
manufacturers and dealers necessarily conflict. They 
need each other and they both realize the importance 
of friendly working relationships. It is in the develop- 
ment of such relationships that the NOMDA manu- 
facturers relations committee is concerning itself. 
Members who have never before expressed much in- 
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terest in organization affairs are now contributing to 
the solution of these problems. 

Another very real problem that dealers are con- 
cerned about is the matter of securing sales help and 
mechanical help—particularly the latter. When help 
was more plentiful the national and local associations 
served as a sort of informal clearing house for dealers 
seeking skilled employees from other areas. Dealers 
are still able to offer one another co-operation in many 
instances, as for example in the pooling of the services 
of skilled me.i. A very active interest has been ex- 
pressed in the veterans’ training program and the 
association is taking an active part in working out the 
details of the course to be offered. In several places 
NOMDA locals are already sponsoring such schools. 
Definite standards of office machine service efficiency 
are a very real need, and many NOMDA leaders are 
interested in standard training programs under asso- 
ciation sponsorship. 

The NOMDA president and several of the committee 
chairmen plan a trip to Washington, D. C., in the in- 
terest of problems raised by a number of members. 
A more detailed report of their work will appear in a 


following issue. 
ae . 


VICTOR MOSEL NAMED NOMDA SECRETARY 


The executive committee of the National Office 
Machine Dealers Association announces that the new 
executive secretary of the association is Victor Mosel, 
former general manager of the Marble Dealers Asso- 
ciation. Mr.*Mosel is a resident of Cleveland and 
the new office is located in that city where he resides 
with his wife and 18-year-old daughter. A son serves 
as lieutenant in the Army. 


The executive committee felt that Mr. Mosel’s past 
experience had especially fitted him to carry success- 














VICTOR MOSEL 


fully to completion the 15-point program outlined by 
President Gene Taylor in April issue of Orrice APPLiI- 
ANCES. Mr. Mosel’s education includes training at Uni- 
versity of Wisconsin, La Salle and Alexander Hamilton 
Institute. 


Members of the Association are being mailed a de- 
tailed account of the program for the year. 
Thanks and best wishes of the executive committee 
go to the retiring secretary, Joe M. Hicks, who is leav- 
ing the NOMDA to join a marketing firm in Wash- 
ington, D. C. 
= 


CHICAGO FIRM MAKES CHANGE IN LOCATION 


Robert Novak of Chicago Office Appliance Company, 
Chicago, announces a change in location from 529 
South Wells Street to 537 South Dearborn Street, 
Room 306. Conditions for the duration made the tak- 
ing of smaller space advisable, states Mr. Novak. For 
many years previous to the fall of 1939, the firm was 
located at 533 South Dearborn Street. Change was 
then made to the South Wells Street address. 
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Metal Furniture Advisory Committee; 
Office Supplies Not Under OPA 580; 
Office Machine Ceilings Discussed 


NEW APPOINTEES NAMED TO METAL EQUIPMENT 

MANUFACTURERS’ INDUSTRY ADVISORY GROUP 

Eleven representatives of metal equipment manu- 
facturers were appointed recently to an advisory com- 
mittee that will be available for consultation with the 
Office of Price Administration. 

One problem upon which the committee’s advice 
will be sought is the pricing of sales by the Govern- 
ment of large quantities of such equipment as shelv- 
ing, lockers and office furniture, which is now in use 
in the war effort and which will presumably be sold 
when the war is over. 

Other metal equipment manufactured by the indus- 
try includes food service equipment, beauty parlor, 
barber shop and store fixtures, and signs. 

Ceiling prices for the industry’s products are set 
in Maximum Price Regulation No. 188 (Manufacturers’ 
Maximum Prices for Specific Building Materials and 
Consumers’ Goods Other than Apparel). 

The Metal Equipment Manufacturers’ Industry Ad- 
visory Committee is: 

A. J. E. Larson, president, Art Metal Construction 
Co., Jamestown, N. Y.; Raymond Helms, general sales 
manager, Berger Mfg. Division, Republic Steel Corp., 
Canton, Ohio; E. D. Kaser, president, Durabilt Mfg. 
Co., Aurora, Ill.; C. S. Willey, president, Willey Sign 
Co., Detroit, Mich.; George H. Alter, vice-president, 
Invincible Metal Furniture Co., Manitowoc, Wis.; Hugh 
L. Smith, vice-president, Yawman and Erbe Mfg. Co., 
Rochester, N. Y.; E. B. Benoist, vice-president, Koken 
Company, Inc., St. Louis, Mo.; Sam Froehlich, presi- 
dent, Reflector Hardware Corp., Chicago, Ill.; Charles 
Borland, president, Federal Electric Co., Chicago, II1.; 
Harry H. Lynn, vice-president, The Mosler Safe Co., 
Hamilton, Ohio; A. Muckler, Jr., president, Southern 
Equipment Co., St. Louis, Mo. 


& 
NEW OPA RULINGS SKIP OFFICE APPLIANCES 


Omitting office appliances from the list of categories 
and applying primarily onlv to articles of finished 
wood household furniture, OPA’s new Maximum Price 
Regulation No. 580 does not apply to retailers of office 
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furniture. This is explained on page 37 of the regula- 
tion becoming effective March 20 and reading: “Ar- 
ticles of furniture and equipment specifically designed 
for office or commercial use are not included in these 
categories.” 

Regulation No. 580 is designed to require the retailer 
of specified lines to list cost and price information 
about merchandise for sale in his store on March 19. 
The merchant must prepare a pricing chart as pre- 
scribed, file copies of his chart with the OPA district 
office, and price all merchandise according to the 
terms of the regulation and from his own pricing 
chart. 

o 


OPA DISCUSSES OFFICE MACHINE CEILING PRICES 

Preliminary discussions on proposed price ceilings 
for reconditioned used adding machines, calculators, 
dictating machines and general office machines were 
held recently in Washington, D. C., by Office of Price 
Administration representatives and members of an 
office machine manufacturers industry advisory com- 
mittee, OPA announces. 

Replacement parts, labor costs and other data on 
which the price structure will be established are being 
examined, OPA explains. : 

At the meeting, the office machine manufacturers 
industry advisory committee elected as its chairman 
S. C. Allyn of the National Cash Register Company, 
Dayton, Ohio. Other members of the committee are 
W. D. Caton, Standard Cash Register Company, Day- 
ton, Ohio; A. B. Dick, Jr., A. B. Dick Company, Chi- 
cago; H. P. Elliott, Elliott Addressing Machine Com- 
pany, Cambridge, Mass.; Carl M. Friden, Friden Cal- 
culating Machine Company, Inc., San Leandro, Calif.; 
C. S. McAllister, American Perforator Company, Chi- 
cago; Joseph E. Rogers, Addressograph Multigraph 
Corp., Cleveland, Ohio; Merrill B. Sands, Dictaphone 
Corporation, New York, N. Y.; A. W. Vanderhoof, 
Standard Duplicating Machines Corporation, Everett, 
Mass.; and Thomas J. Watson, International Business 
Machines Corporation, New York, N. Y. 


© 
(Turn to page 120, please) 
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MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U.S. Patent Office. A. B. DICK COMPANY, Chicago. The Mimeograph Company, Ltd., Toronto. 
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100 YEARS FOR BAINBRIDGE, KIMPTON & HAUPT 


Bainbridge, Kimpton & Haupt, Inc., celebrated its 
100th anniversary on March 10 with a dinner at the 
Downtown Athletic Club, New York City. The affair 
was marked by various appropriate features, among 
which was the presence of executive representatives 
of 12 other firms within the stationery industry, all 
founded a century or more ago. 

Established originally in New York in 1845, and, 
prior to its present activities at 218 Greenwich Street, 
for over 60 years located at 99 William Street, the 
firm of Bainbridge, Kimpton & Haupt, Inc., has con- 
tinuously served the retail stationers of the nation 
as a wholesaler of office supplies. In addition to its 
national distribution, the firm has of late years been 
represented in Canada, Cuba, Puerto Rico, Dominican 
Republic and South America. 

Following a brief reception, the anniversary dinner 
opened with the singing of the national anthem and 
a salute to the armed forces. After the dinner had 
been served, Toastmaster William H. Greenleaf, in the 
garb of Father Time, took charge of the evening’s 
activities. 

The first speaker was John G. Bainbridge, chair- 
man of the board of directors. Speaking on the topic, 
“A Hundred Years of Bainbridge,’ he traced briefly 
the relationship of the Bainbridge family to the 
present firm. In 1845, he stated, Richard Bainbridge 
established the business. The firm became Richard 
Bainbridge & Company in 1857. It later was named 
Bainbridge Brothers and in 1861 it was Henry Bain- 
bridge & Company. In 1864, Edward Kimpton, ori- 
ginally associated with Bainbridge Brothers, started 
the Edward Kimpton Company. Out of this concern 
came Kimpton, Harbottle & Haupt, which was suc- 
ceeded in 1912 by Kimpton & Haupt Company. In 
1923 came the formation of the present organization 
under the name of Bainbridge, Kimpton & Haupt, Inc. 

The president of the company, Mortimer H. Chute, 
Jr., was the next speaker on the subject, “A Century 
is Over.” Mr. Chute traced activities of the company, 
touched on the future of the business, and outlined 
the advantage of the co-operative attitude in industry. 


MEETINGS - CONVENTIONS - DINNERS 






ra Act ha 


Mr. Chute pointed to the fact that co-operation 
actually underlies and makes possible the cornerstone 
of free enterprise, the competitive system in industry. 
“The most exciting adventures of our competitive 
system are mere ripples on the surface of an ocean 
whose depths are measured in terms of co-operation. 
Business could not go on if the individuals in society 
did not work primarily for a common objective.” 

Concluding this theme, Mr. Chute said, “The year 
1945 is asserting its eminence among historic years. 
May all of us catch the full significance of the cue— 
‘One World!’ Whatever the situation of a given mo- 
ment may be, however difficult, may all of us find the 
satisfaction that naturally comes when we ‘turn to’ 
and lend a hand! 

At the close of his remarks, Mr. Chute took steps 
to establish the Bainbridge “Twenty-five Year Club,” 
recognizing each of 13 members of the company 
staff who have served a quarter-century or more. 
However, it was discovered by “Father Time” that 
Mr. Chute, himself, was entitled to membership as 
the fourteenth member inasmuch as he had never been 
employed by any other company, had started early 
in life on his business career and had exceeded his 
25-year period of service. 

The members of the company staff who were en- 
rolled in the ‘“‘Twenty-five Year Club” were: Mortimer 
H. Chute, Jr., John G. Bainbridge, Lester C. Milton, 
Edward F. Rapp, Joseph L. Neary, N. J. Sampson, 
Miss Pauline Pfaeffle, Albert A. Merck, James Carroll, 
William Mason, Arthur Fleischmann, Leon Hardy, 
Clifford Smith, and Dominick Daniello. 

Under the general topic—‘‘We’ve Done Even Better” 
—words of counsel were invited from the honored 
guests. Each announcing the year of his company’s 
founding, the guests responding were: Horace B. Van 
Dorn, Joseph Dixon Crucible Company, Jersey City, 
N. J. (1827); H. Leonard Michaelson, Joseph Parker & 
Sons’ Company, New Haven, Conn. (1841); Donald D. 
MacDonald, Bradley & Sceville, New Haven (1838) ; John 
Link, Jr., Lucas Bros., Baltimore, Md. (1804); Richard 
P. Towne, National Blank Book Company, Holyoke, 
Mass. (1843); George Wustner, William F. Murphy’s 





BANQUET SCENE AS BAINBRIDGE, KIMPTON & HAUPT, INC., OBSERVED 100TH ANNIVERSARY 
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of Panama Evr-Flat Carbon Paper and'!Panama 
Super-Ultimo Typewriter Ribbons. For perfect 
originals and clear, crisp, multiple copies— order 


them today. 
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Sons Company, Philadelphia (1820); John Walder, 
Boorum & Pease Company, Brooklyn (1842); Kimball 
Bullard, Dennison Manufacturing Company, Framing- 
ham, Mass. (1844) Edward Schutz, A. C. McClurg, 
Chicago (1844); C. E. Pierce, Jr., Davis & Banister, 
Inc., Worcester, Mass. (1842); Walter J. Twiname, 
Sentinel Printing Company, Indianapolis (1822); 
Ingham C. Baker, G. & C. Merriam Company, Spring- 
field, Mass. (1831). 

Following the messages from members of the 
“Hundred Club,” two one-act plays, prepared especially 





“HUNDRED CLUB’’ FETED AT BANQUET.—Representatives of firms 
honored in the “Hundred Club’’ at Bainbridge, Kimpton & Haupt, Inc., 
100th anniversary banquet are shown in top picture. Left to right: 
seated, C. E. Pierce, Jr., Davis & Banister Co., Worcester, Mass.; 
Richard P. Towne, National Blank Book Co.; Mortimer H. Chute, Jr., 
Bainbridge, Kimpton & Haupt, Inc.: Eberhard Faber, Eberhard Faber 
Pencil Co., (invited to sit with the ‘Hundred Club” as the dean of the 
industry whose company will soon be eligible to full membership); 
John Link, Jr., Lucas Bros., Baltimore; George Wustner, Wm. F. Mur- 
phy’s Sons Co., Philadelphia; John G. Bainbridge, Bainbridge, Kimpton 
& Haupt. Inc. Standing, John Walder, Boorum & Pease Co.; Donald D. 
Macdonald, Bradley & Scoville Co.. New Haven; Horace B. Van Dorn, 
Joseph Dixon Crucible Co.; H. Leonard Michaelson, Joseph Parker & 
Sons’ Co., New Haven; Walter J. Twiname, Sentinel Printing Co., 
Indianapolis; K. S. Bullard, Dennison Manufacturing Co.; Ingham C. 
Baker, G. & C. Merriam Co.; Joseph Dunn, Wm. F. Murphy’s Sons Co.; 
A. J. Pfaff. Joseph Dixon Crucible Co.; George Nicholas, National Blank 
Book Co. Seated left to right at the head table (bottom picture) for 
the banquet signalizing Bainbridge, Kimpton & Haupt’s century mark 
were: rs. Chute; William H. Greenleaf, toastmaster; Mortimer H. 
Chute. Jr., president and treasurer; Mrs. Rapp; standing, Mrs. Olsen; 
Edward F. Rapp. vice-president; John G. Bainbridge, chairman of 
board of directors; Mrs. Milton; Ivan N. Olsen. assistant treasurer; 
Lester C. Milton, secretary. 


for the occasion, were presented. The first was “A 
Acorn is a Oak,” and the second, “A Tree Grows in 
Sunshine.” Music for the evening’s entertainment was 
presented by Jimmie Stewart and his orchestra. 

The officers of Bainbridge, Kimpton & Haupt, Inc., 
include John G. Bainbridge, chairman of the board 
of directors; Mortimer H. Chute, Jr., president and 
treasurer; Edward F. Rapp, vice-president; Lester C. 
Milton, secretary; and Ivan N. Olson, assistant treas- 
urer. 

ea Se ee 


GREAT LAKES TRAVELERS PLAN GOLF OUTING 


June 15 was selected as the date of the annual golf 
outing of the Great Lakes Travelers Ciub to be held at 
Rolling Green Country Club near Desplaines, Ill. The 
choice fell to Rolling Green, the scene of delightful 
tournaments by the Great Lakes Travelers and one by 
NSA, because it was the most accessible of the clubs 
available to most of the members, plus the additional 
advantage of better facilities at more reasonable prices. 
The chairman of the golf committee is Jim Lynch 
of Browne-Morse Company. Other members are Hy 
Linden, Ace Fastener Corporation; Earl Collins, Rock- 
well-Barnes Company; Ray Eichenlaub, Service Steel 
Products Corporation; Harry Balch, Quality Park 
Envelope Company, and Benny Allen, American Pencil 
Company 
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45 ATTEND CONNECTICUT STATIONERS’ MEET 


With an attendance of 45, the first meeting of the 
Connecticut Valley Stationers Association under the 
leadership of their new president, Garry Dell, Burt & 
Company, Hartford, Conn., was held at Ceriani’s Cafe 
Mellone in New Haven on March 28. Following a 
fine turkey dinner, the members were led by Tom 
Stonhouse, W. A. Sheaffer Pen Company, in some 
rousing songs. 

President Garry Dell stated that he was anxious 
to have interesting, pertinent and important topics 
for discussion at all future meetings and asserted 
that there are many problems of vital interest to the 
Connecticut Valley Stationers Association to iron out. 
He called for suggestions for a program to cover 
the current year. 

Al Coelln, Wilson Jones Company, the first to 
respond, gave a five-point program as follows: 1. 
Realization of the potential volume of the annual 
market of stationery supplies. 2. Realization of the 
importance of stationery in relation to other indus- 
tries and to business in general. 3. Realization and 
recognition of competition, who the competitors are 
and what they have to offer. 4. Realization of the 
necessity for training sales personnel in the applica- 
tion of the products of the stationery industry. 5. 
Realization on the part of management that only by 
being alert and by using every method of modern 
merchandising and selling can the independent dealer 
get his share of this business. 

Secretary Thure Bengston, Adkins Printing Com- 
pany, New Britian, Conn., suggested that one very 
important topic to be discussed is the disposal of 
surplus commodities by the Government. A topic with 
many angles, he advised that there was a time ele- 
ment in each sale and warned that no time should 
be lost once a decision to buy is reached. It was a 
topic which aroused deep interest, many members 
participating in the discussion from the floor. 

Ed Granfield, Edward Granfield, Inc., New Haven, 
strongly advised that surplus Government merchandise 
be seen and examined before bids are offered. He 
suggested that a representative be appointed to ex- 
amine articles of interest to the stationery trade and 
report to the association, thus saving time and travel 
for those interested. No immediate decision could be 
reached and the subject was turned over to the board 
of directors, whose recommendations will be con- 
sidered at a future meeting. 

Those present in a business session voted to make 
a donation to the Red Cross War Fund and treasurer 
Gilbert F. Mulford, Kilborn Brothers, New Haven, was 
instructed to send a check for $25.00 

S. Ford Chidsey, Bradley & Scoville, Inc., New Haven, 
regional governor, moved that flowers be sent to Bob 
Furlong, Empire Stationery Company, New Haven, 
and Leo Burt, Burt & Company, Hartford. The mem- 
bers promptly took the necessary action to cheer 
these men, who are recovering from recent illnesses. 


eS een 
TRANSCRIPTION SUPERVISORS MEET IN APRIL 


The great amount of time and effort spent on prep- 
aration of the Transcription Supervisors Association 
annual education program produced dividends at the 
regular dinner meeting held at the Hotel Sheraton, 
New York, N. Y., on April 9. 

Participating in the panel discussion were: Miss 
Winifred Bowen, director of the Ballard School; Mrs. 
Ethelyn Lelash, director of the Miller Secretarial 
School; Mrs. Madeline Strony, director of public rela- 
tions, the Packard School; and Miss Alice Ottun, dean 
of admissions, Pace Institute. All are associate mem- 
bers of T.S.A. Miss Madeline Gorman, office super- 
visor of the American Cyanamid Company, regular 
T.S.A. member, acted as moderator. 

Dr. Maye C. Hylton, who attended as guest, is chief 
of the clerical unit of the civilian personnel division, 
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rom under their daily mountains of paper work, many a sec- 
retary,and many an executive, has paid conscious or unconscious 
tribute to the wartime efficiency of the Smith-Corona typewriter. 
Its easy “write,” speed in action and freedom from repairs have 


earned it a special place in the affections of its users. 
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War Department, Washington, D. C. She wrote the 
article, “Stenographic Training for the Post-War Pe- 
riod,” which served as the subject for the evening’s 
discussion. (Copies of this article are available. Ad- 
dress Miss Irene H. Clark, c/o Wm. Iselin & Co., 357 
Fourth Avenue, New York 10, N. Y.) 

High lights of ideas, plans and suggestions included 
guidance, counseling, test procedures to select stu- 
dents fitted for a stenographic work (applicable main- 
ly to private schools), actual training of stenogra- 
phers, orientation course or “vestibule school” on part 
of employer, responsibility on teacher herself in fur- 
thering course of business education, segregation of 
students of different interests for purposes of greater 
concentration. A brief forum followed Dr. Hylton’s 
comments on the panel discussion. 

Irene H. Clark, president of T.S.A., who was respon- 
sible for the program, extended a sincere welcome to 
the large gathering of members and guests. Added 
to the evening’s enjoyment was the presence of Mrs. 
Sara Sparks, president of the New York State Fed- 
eration of Business & Professional Women’s Clubs. 
Mrs. Sparks spoke on the advantages of belonging to 
the state, as well as national, Federation of B. & P. W. 
Clubs, of which T.S.A. is a member. 

no 


BOSTON STATIONERS ELECT OFFICERS 

Courtney F. Bird, treasurer of M. T. Bird & Com- 
pany, Boston, was elected to the presidency of the 
Boston Stationers Association in annual meeting on 
March 26. Other officers named are: first vice-presi- 
dent, Harley J. Lewis, Ward’s Stationers; second vice- 
president, George B. Samuel, L. C. Smith & Corona 
Typewriters, Inc.; third vice-president, James R. Arm- 
ington, Eberhard Faber Pencil Company. 

Features of the meeting included the presentation of 
a certificate attesting his 50 years in the stationery 
business to William D. Paine of Brookline, Mass., and 





COURTNEY F. BIRD 


an inspiring address by Paul Buckwalter, general sales 
manager of the National Blank Book Company, Holy- 
oke, Mass., entitled “Functions of Stationery Distri- 
bution. 

An enthusiastic vote of thanks was extended Ber- 
nard Willander, retiring president, for his leadership 
in the past two years and the new president, Courtney 
F. Bird, graciously accepted his office. 

ee ee ee 


OKLAHOMA OFFICE MACHINE DEALERS ORGANIZE 

The office machine dealers of Oklahoma held a final 
meeting in Oklahoma City on March 17 to complete 
organization for membership in the National Office 
Machine Dealers Association of Region No. 9 under 
John Sizemore, regional governor, Kansas City, Mo. 

J. W. Densford, Shawnee, was elected president, 
serving with J. C, Good of Tulsa Typewriter Company, 
Tulsa, as vice-president and W. P. O’Neal, O’Neal 
Typewriter Company, Oklahoma City, as secretary- 
treasurer. Directors are L. V. Webb, Webb & Son, 
McAlester; Lee Hodgkinson, Hodgkinson Typewriter 
Exchange, Hobart; Sam Payne, Enid Typewriter Com- 
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pany, Enid; Don Branham, Branham, Inc., Oklahoma 
City; and F. W. Standley, Standley Office Machine 
Company, Chickasha. 

President Densford reports initial membership of 
21, eight dealers of whom had not been members of 
the national association. If possible, it is planned to 
have a state-wide meeting in May, with Regional 
Governor Sizemore and National President Gene Tay- 
lor present for addresses. 


me 9 


OBSERVE V. A. HANSON’S SILVER ANNIVERSARY 
The silver anniversary of V. Albert Hanson, secretary 
of Brown & Saenger, Inc., Sioux Falls, S. Dak., and 
connected with the firm since 1889, was observed with 
an enjoyable banquet held March 28 at the Y.M.C.A. 
in Sioux Falls. 
Stanley L. Griebel served as master of ceremonies 





V. A. HANSON 


for the program which included remarks by Nate 
Leonard and response by the honored guest. Following 
the dinner, a party was held at the Brown & Saenger 
office, the affair featured by sound movies, dancing, 
cards, and refreshments. 

Officers of Brown & Saenger, Inc., are J. P. Adams, 
president and general manager; Henry McGrath, vice- 
president; V. A. Hanson, secretary; and R. L. Cham- 
blin, treasurer. 

CHICAGO OFFICE MACHINE DEALERS MEET 

Twenty-five members and a number of guests at- 
tended the monthly meeting of the Chicago Office 
Machine Dealers Association, held at the Como Inn 
on April 10. 

Following the calling of the meeting to order by 
President Harry Kingery, Kingson Service, new mem- 
bers present were introduced. The minutes of the 
last meeting were read and approved, after which 
Treasurer C. L. Creevy, Creevy Service, gave the finan- 
cial report and announced that the paid-up member- 
ship of the association stood at 74. The financial re- 
port was approved as read. 

Luis de Olazarra, Ames International, then reported 
on a meeting of the advisory committee on office 
machines with the OPA, held in Washington, D. C., 
on March 15. The matter of establishing ceiling prices 
on office machines, he stated, was continued to the 
April 15 meeting of the committee. 

Tom Stack, Stack Typewriter Company, then re- 
ported on a meeting of the executive committee with 
Col. Weimer regarding a veterans’ school which the 
association had considered sponsoring. Because of the 
extremely high cost of establishing such a school, he 
reported that the committee had considered it advis- 
able to drop the idea entirely. Jack Macon, Macon 
Office Machines Company, and Sam Fogel, Mid-City 
Typewriter Exchange, added brief comments and the 
subject was then dropped without action being taken. 

F. Himebauch, Chicago branch manager for Victor 
Adding Machine Company, spoke briefly on the mat- 
ter of mechanic-training and gave a brief outline of 
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Victor’s history, stressing that his company would 
be glad to co-operate with dealers in the matter of 
supplying parts. 

He was followed by Alvin Bakewell, also of the Vic- 
tor organization, who advised dealers to work with 
the WMC in securing needed help, and emphasized 
the importance of dealers’ working together on price 
policies. 

A recommendation by J. Weiner, Belmont Type- 
writer Service, that the Association advertise at two- 
to four-week intervals in local papers was tabled, 
along with Mr. Bakewell’s suggestion, for further con- 
sideration at the next meeting. 

No further business being brought before the mem- 
bers, the meeting was adjourned at 10 P. . 

oo — 


CHICAGO STATIONERS CLOSE BOWLING SEASON 
WITH LIVELY BANQUET AT NORMANDY HOUSE 

It’s become almost a tradition that when the keglers 
of the Chicago Stationers Bowling League get together 
for their festive dinner marking the close of the pin- 
toppling season even the toastmaster and speakers 
don’t have a chance. This year’s dinner, held April 17 
at the Normandy House on Chicago’s near north side, 
proved no exception as members of the six opposing 
teams gathered to heckle one another, split the prize- 
money, bend a few elbows, partake of a delicious roast 
beef dinner, and finally end the evening with some 
quasi-deafening card games. 

All but three of the league’s 30-man squad were 
present at the dinner, which was capably handled by a 
committee comprised of Gordon Kickels, C. L. Barkley 
& Company; Russ Ragan, American Pad & Paper 
Company, and Walter Lennartson, OFFICE APPLIANCES. 
Each member present was supplied with a copy of the 
league rules, plus a number of suggested changes rec- 
ommended for adoption for the 1945-46 season, most 
important of which provides for the expansion of the 
league from six to eight or more teams. At the sug- 
gestion of President Ham Warnock, Globe-Wernicke 
Co., it was moved, seconded and carried that the in- 
coming and outgoing officers meet and complete the 
formulation of rules for the coming season. This mo- 
tion was followed by the reading of the officers’ slate 
for the coming year, the following nominees being 
elected by acclaim: 

President, Lud Singer, Standard Visible File Com- 
pany, Inc.; vice-president, Art Genuske, The General 
Fireproofing Company; secretary, Roy Hanson, Wilson- 


Jones Co.; treasurer, Walter Lennartson, OFFICE AP- 
PLIANCES. Following the naming of the officers, season 
prize money and appropriate “gag” prizes were award- 
ed the various members of the competing teams. The 
meeting then adjourned, the balance of the evening 
being spent in such lucrative (?) sports as poker and 
pinochle. 

The official close of the 90-game season on April 3 
saw the Spitfires in first place with 56 games won 
against 36 lost. In second place were the Hurricanes 
with a 47-43 count, followed at two-game intervals by 
the Flying Forts, Marauders and Airacobras in that 
order. The cellar spot for the season was drawn by 
the Liberators with a 40-50 standing. The latter team, 
however, drew solace from the fact that they held 
the top spot in both the team single game and team 
series races with tallies of 1068 and 3128, respectively. 
Individual honors went to Walter Waldvogel, National 
Blank Book Company, for the best series of 604, and 
to P. Tuttle, Utility Stationery Stores, for the season’s 
best single game mark of 235. 

The final night of bowling for the stationers was 
devoted to a sweepstakes contest on April 10, captured 
by the league champions, the Spitfires. The Flying 
Forts, Marauders, Liberators, Hurricanes and Aira- 
cobras crossed the pay-dirt line in that order. 


as K oo a * 


All members of the stationery and office equipment 
industry interested in joining the league for the 1945- 
46 season are asked to communicate in writing with 
President Lud Singer, 420 South Wells Street, Chicago, 
giving their names, company affiliations and average 
scores in league competition. 

—_-  — 


NEW YORK GROUP HOLDS APRIL MEETING 


The 70 members attending the regular meeting of 
the Office Equipment Dinner Club on April 9 at the 
Advertising Club, New York, N. Y., found the session 
to be both interesting and informative. 

Copies of the April edition of the “O.E.D. Bulletin” 
were distributed and President R. J. Berry of Berry, 
Dickie & Stettler, Inc., took occasion to thank Bernard 
H. Nemlich, Regan Office Furniture Corp., and his 
fellow editors for doing a fine job. 

Secretary Ben Itkin, Itkin Bros., spoke on behalf 
of the Red Cross kit drive. He urged that donations 
of kits or items that are contained in kits, such as 
playing cards, games and tennis balls, be made at once. 

(Turn to page 134, please) 








THE NEW P. K. SMITH & COMPANY STATIONERY STORE AT ST. PETERSBURG, FLORIDA 


Located on the city’s main avenue, the new store has an 
80-foot frontage and floor space of 11,200 sq. ft., exclusive of 
6,000 sq. ft. occupied by the printing plant in another build- 
ing. The previous location provided but 5,200 sq. ft. of space. 
The move was made on October 1, 1944, and the firm has 
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since added two new departments—a complete book shop 
and lending library, plus an electrical appliance section fea- 
turing Westinghouse products. Since the new quarters have 
been occupied, sales have increased 125 per cent and the 
staff has been enlarged 80 per cent, reports President Smith. 
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of GIRL: Boss or no boss—I'm not going to let you ruin my reputa- 

he i _ tion as a secretary. You've no right to call me incompetent! 

on BOSS: And I still say a good sec retary doesn’t make carbon’ 
copies that are so blurred and fuzzy you can’t read ’em! Just 
look at these letters! 

n” 


GIRL: But, Boss, no one can make clear copies without a good 
carbon paper. Now this copy is made with the *Roytype Park 
Avenue Carbon Paper / bought today. And I put those two “e’s” 
in “neat” on purpose. 








When your carbon copics are made with deep-inked 
Roytype Park Avenue Carbon Paper, you'll find 


a 
= 
_ 
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they're always clean, neet, and distinct. 

ce. 
GIRL: I misspelled ‘“‘neat” just so you could see how quickly I 
can erase a Roytype Carbon. What do you think of that, Boss? 








; they're always clean, , and distinct, j 


BOSS: Um-m, what I think is that a good boss should allow his 
secretary to choose her own carbon paper. So—from now on, I’m 
going to order nothing but Roytype Park Avenue Carbon Paper 
for this office. 


GIRL: Swell! And if you really want to be the best boss a girl ever 
had, you'll order Roytype Ribbons, too. They’re made with a 
= special process that permits the ink to flow through the fabric 
into the used parts, thus constantly renewing the life of the 
ribbon. See the nice sharp letters in this ideal original? Reason? 
The Roytype Ribbon in my machine. 








~ 


BOSS: Young lady, I could use you in 


my sales department. But a good secre- ROYTYPE 
tary is hard to find. So—take a letter to Ribbons and Carbon Paper 
Royal . . . right now! made by the 


=) See your Royal Representative or OYA L 


Roytype Dealer today. Buy on 
the Coupon Plan and save money. TYPEWRITER COMPANY 


2 Park Avenue, New York 16, N. gt 


*Trade-mark Registered U. S. Pat. Of Copr. 194, Royal Typewriter Company, Inc. 
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B. “HER”? we mean the Roytype ad on 
your left. 


And we call “‘her’’ a mighty important link 
in the most extensive and consistent national 
advertising campaign ever put behind type- 
writer ribbons and carbon paper. 


THERE ISN’T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 


So ...if you’re keen on the mounting sales 
that roll up nice, steady profits, youll... 


Stock ROYTYPE ... display ROYTYPE 
...push ROYTYPE RIBBONS AND CARBON 
PAPER . . . made by the makers of ROYAL, 
“The World’s Number One Typewriter.” 
That’s how you can cash in on the interest 
Roytype advertising is stimulating in your 
customers! 


ROYTYPE is a complete line . . . designed 
to fit all typing needs, and with a price range 
to fit a// your customers. 
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VISION MANY USES FOR NEW WIRE RECORDER 

A recording set the size of a camera, completely 
“built-in” except for the microphone on a cord, has 
been developed by physicists and engineers at the Ar- 
mour Research Foundation of Illinois Institute of 
Technology, Chicago. Powered by a battery, the re- 
















WIRE RECORDER.— 
Small enough to fit in 
the stenographer’s 
purse, the new Armour 
magnetic wire sound 
recorder promises to 
revolutionize post-war 
dictation methods. Top 
picture depicts use of 
the device to record 
sounds on a fine wire. 


corder weighs only three pounds and picks up “any- 
thing the ear can hear.” 

Many peacetime uses of this midget wire recording 
device are envisioned. Most exciting to the business 
world is the possibility that this pocket recorder can 
have considerable application to the field of dictation. 
Records could be made wherever convenient to the 
executive—in his place of business, at home, in hotel 
rooms, on trains, or in automobiles. The spools could 
then be dispatched to the office for transcribing. 

Court reporting and testimony could be recorded 
with speed and accuracy. Many newspaper reporting, 
educational and classroom uses are foreseen. 

All models of the magnetic recorder, the largest of 
which weighs approximately 40 pounds, preserve sound 
on wire as thin as a human hair. 

The pocket model has over-all dimensions of 734 by 
4 by 134 inches. It is a complete unit which utilizes 
an electric motor powered by a battery. Its wire 
spools, however, can be transferred to a recorder in- 
corporating a playback device and played back in- 
stantly. The record is permanent, not deteriorating 
with age or use, as far as can be determined. 

Advantages of magnetic wire recording are outlined 
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as including no needle scratch, no break in continuity 
due to changing records or turning them over, no 
effect by changes of temperature such as influence 
other methods of recording, unlimited reuse of wire, 
minimum of background noise, unlimited number of 
play-backs, longer recording time, lightness, compact- 
ness and portability. Any portion of the record can be 
erased or altered without harm to adjacent portions. 

The Armour Magnetic Wire Sound Recorder was in- 
vented by Marvin Camras, Chicago-born, while a stu- 
dent in electrical engineering at Illinois Institute of 
Technology, and was developed at the Armour Re- 
search Foundation, where Camras is now on the staff 
as associate physicist. 

Production is handled under a license agreement 
by manufacturers who pay royalties to the Armour 
Research Foundation. Announced licensees include 
Automatic Electric Company, Chicago; Boosey & 
Hawkes, Ltd., London, England; C. G. Conn, Ltd., 
Elkhart, Ind.; E. H. Scott Radio Laboratories, Inc., 
Chicago; General Electric Company, Bridgeport, Conn.; 
J. P. Seeburg Corp., Chicago; Lewyt Corp., Brooklyn, 
N. Y.; Radiotechnic Laboratory, Evanston, Ill.; Ray- 
theon Manufacturing Company, Newton, Mass.; 
Stromberg-Carlson Company, Rochester, N. Y.; Utah 
Electronics (Canada) Ltd.; Utah Radio Products Cor- 
poration, Chicago; WiRecorder Corporation, Detroit, 
Mich.; Hammond Instrument Company, Chicago; and 
Meissner Manufacturing Company, Mt. Carmel, Il. 

L. A. Crowell is president of the Wire Recorder De- 
velopment Corporation, 8 South Michigan Avenue, 
Chicago, instrumental in providing information re- 
garding this device with so many post-war possibili- 


ties. Sn eee 
EUREKA OFFERS EMBOSSED METALLIC STARS 


Eureka Specialty Printing Company, Scranton, Pa., 
has added gummed metallic stars to its line of sta- 


EMBOSSED 
‘GUMMED STARS 


Size 4 E 
ive mertt | 
75 STARS for rerevin when Gonos raphe 


‘32 FIVE BRILLIANT THREE 
4: ASSORTED USEFUL ; 
COLORS sizes * 


GOLD - saver $ sizt me 6S 
REO- GREEN 10 SIZE 
AND BLUE 30 sizt 


Qe 580 





EUREKA METALLIC STARS 
tionery items. Embossed and die-cut, these new Eureka 
stars are attractive items for everyday and holiday 
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SELLING 
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of 
a Your sales messages are made completely 
ne explanatory and convincing when accom- 
vi panied by pictures . . . pictures of your prod- te 
zs ucts, of special features, of their applications 2 
a= d . But equal in importance to the 
and uses. But equa p 
u- pictures themselves is the manner in which 
of they are presented. 
e- PHOTOdex, the new Acme Visible Photo- 
ff graph Album, combines a beauty of exterior 
which is inviting to the prospect at first glance 
nt ... and the well-known Acme Visible Indexing 
ur of the contents PLUS flexibility and adapt- 
de ability. PHOTOdex provides sales presenta- 
& tions which can be kept up-to-date at all times, 
d., merely by substituting or adding photographs 
c.., of new models or new products. Visible Index- 
n.: ing permits your salesmen to locate any photo- 
m, graphs instantly, without fumbling or distract- 
y- ing the prospect's attention. 
Se: Acme PHOTOdex is beautifully bound in 
ah full genuine leather, with front cover tastefully Ps 
aks decorated with real gold leaf stamping. The a 
vit album contains 50 Acme Visible card index 
d pockets with a unique arrangement for holding 2 
n either 8’x10” or 5"x7” photographs. Its capa- * 
city is 100 8x10 prints, or 200 5x7 prints or 7 
de- any desired combination of both sizes. Each ; 
ue, photograph can be Visibly Indexed, with the 
re- indexing protected by the transparent edge ie 
ili- of the pocket. pe 
For a new standard of efficiency and effec- . 
BS tiveness in pictorial sales presentations, or for ng 


_ any other use of 5x7 or 8x10 photographs, 
+B, Acme PHOTOdex is the right answer. 








7 Mounting photographs in the PHOTOdex Album requires PHOTOdex, $19.50 fe 
no stickers, pasting, or other adhesives. The photos are Quantity Prices Upon Request a 
held securely in the die-cut pockets, yet they can be easily = 
removed to make any desired rearrangement or replace- ACME VISIBLE RECORDS Inc. e 
ment. The firm backing provided by the Visible Index 122 SOUTH MICHIDAN Reta. te 
Pockets, eliminates the necessity of mounting prints on CHICAGO 3, ILLINOIS Be 
linen, effecting a worthwhile saving in both time and money. e 

te 
a 





Asa sales aid, PHOTOdex 
permits the salesman to 
emphasize his verbal story 
with photos in logical 
sequence and easily pre- 
sented manner. 


PHOTOdex is a ‘‘natural” 
for the advertising depart- 
ment, making photos avail- 
able for reference or pre- 
sentation in convenient 
and adaptable form 


In the production or en- 
gineering department, 
photos and prints may be 
preserved, yet kept in- 
stantly available with 
PHOTOdex. 


In personnel training, pic- 
tures often save hours of 
explanation, and, when 
shown in PHOTOdex, they 
are presented in a com- 
pletely interesting manner. 


The serious amateur 
camera fan who values 
his or her photographic 
achievements will acclaim 
PHOTOdex as a fitting 
album for the finest prints. 


‘eka 
iday 





Copyright, 1944, Acme Visible Records, Inc. 
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selling, says the Scranton firm. Two sizes—No. 2 and 
No. 4—are packaged in individual envelopes, each 
envelope containing one of the five available colors 
of gold, silver, blue, green or red. These come three 
dozen of a color to a box. In addition, Eureka offers 
a special Christmas package of metallic stars in three 
sizes and five colors, also packed three dozen to a box. 
Envelopes are printed in attractive colors for quick 
counter sale and have a unique relocking feature to 
prevent the stars from spilling out. 
——x7— ---_—_—-— 

IMPROVED ROCK-A-FILE CARD FILE ANNOUNCED 

Described as a handy card file or card index for 
personnel, parts or stock inventory, customer, prospect 
or Client list, the improved Rock-a-File card file was 
announced last month. Because of its different way 
of opening, it is possible for a Rock-a-File to operate 
perfectly near the edge of a desk, on a small stand 
or on a table or window ledge. 

The length of all Rock-a-File card files is 15 inches. 
The width is only a fraction greater than the width 





ROCK-A-FILE CARD FILE 


of a card, even when in use. (Two cards wide in twin 
models). They are available in genuine walnut or 
standard green in three popular card sizes: 3 x 5,4 x 6 
and 5 x 8. Both single (1200 card capacity) and double 
(2400 cards) models use the broadside rocking open 
principle, which has been successful in the Rock-a-File 
letter and legal files. For further information write 
Rockwell-Barnes Company, 35 East Wacker Drive, 
Chicago 1, Ill. 
a pss 
ANNOUNCE NEW DECKLE EDGE CUTTER 

Photo Materials Company, manufacturers of Pre- 
mier cutting boards, announces a new product, a 
Premier deckle edge cutter. Because of the acute 
paper shortage, the paper trade finds it difficult to 
furnish deckle edge paper. This new deckle edge cutter 
permits stationers and printers to make their own 





PREMIER DECKLE EDGE CUTTER 


deckle edge paper. Both Knives on this Premier board 
are made out of steel perforated to cut and leave an 
uneven, raggedy edge. Further details may be secured 
by writing the Photo Materials Company, 55-59 East 
26th Street, Chicago 16, Ill. 
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WAR BOND ENVELOPES NOW UP TO DATE 
Following its policy of keeping up to date with 
envelope specialties, the Northern States Envelope 
Company of St. Paul, Minn., offers a new War Bond 
jacket bearing a delicate crayon sketch of the now- 





The 
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NEW NORTHERN STATES WAR BOND ENVELOPE 


famous flag-raising scene on Iwo Jima island. The 
cover depicts Joe Rosenthal’s renowned photograph 
of the U. S. Marines raising Old Glory, adopted by 
the treasury department as the symbol for the Seventh 
War Loan drive. 

Justrite War Bond jackets carry the advertiser’s 
name and message, and space is provided for listing 
War Bonds purchased. 

Samples of the entire line of War Bond jackets, 
together with complete prices for dealers, are avail- 
able to those who write the Northern States Envelope 
Company, 300 East Fourth Street, St. Paul 1, Minn. 

’ 2 
FUL-VUE BOOK RACK PUT ON MARKET 

The Pep Products Company, 1776 Broadway, New 
York 19, N. Y., offers the Ful-Vue bookrack as an un- 
usual and practical device for the stenographer, typist, 
musician and invalid. This rack can be adjusted to 





FUL-VUE BOOKRACK 


many angles, folded flat and put out of sight when not 
in use, say its manufacturers. It weighs only ten 
ounces and can be carried about with ease. The rack 
is constructed in two sizes—10 inches by 13 inches and 
7 inches by 11 inches, and in three finishes—walnut, 
white and green. Rubber bumpers protect the furni- 
ture and keep the rack from sliding. 

——-7—-  —_ 

HALL-MARTIN COMPANY CHANGES NAME 


Effective April 1, the Hall-Martin Company, station- 
ers at Portland, Me., became known as the Harry E. 
Martin Company. The new firm name does not 
constitute any change in ownership or management, 
as the entire stock of the Hall-Martin Company is 
owned and controlled by Harry E. Martin. The action 
was taken at meeting of the stockholders on March 
29 in order to “clarify the confusion of identity in the 
minds of some of our customers and manufacturers, 
and to better establish our business policy and name.” 
It was also felt that there was “no advantage in our 
being incorporated,” Harry E. Martin stated. 
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Jim Davison of Los Angeles, Calif., western repre- 
sentative for Jasper Office Furniture Company, New 
Indiana Chair Company and the Fritz-Cross Company, 
in Chicago on March 22, called at this office between 
trains. He was on his way to New York and expected 
to return via Chicago and Jasper, Ind. Before leav- 
ing for the East he visited with two old friends—Cort 
Horr, advertising manager, Horder’s, Inc., with whom 
he was associated years ago at Wilson Jones Company; 
and Harvey Rockwell, vice-president of Yawman and 
Erbe Manufacturing Company. When Mr. Rockwell 
and Mr. Davison both were youngsters the latter had 
his introduction to the office equipment field as a 
Y and E representative. Switching from files to loose 
leaf and later from loose leaf to furniture presented 
no problem to Mr. Davison, all three going to the 
same buyers. 

Although most of his life has been spent in the 
United States, Mr. Davison was born in England. 
Recently at the movie “National Velvet,’ he was 
amazed to see a race track he passed daily as a child 
going to and from school. The picture, taken from a 
bridge over the Liverpool and Leeds Canal, only 100 
feet from the old family home, shows both the regular 
oval and the extended track for the longer races, the 
larger track being the one that he crossed between 
Beecher’s Brook and Canal Turn. At Beecher’s Brook 
is a difficult hurdle, the scene of an accident which 
caused a Mr. Beecher to lose his life, his name being 
given that part of the stream at the hurdle. Upon tell- 
ing his daughter about the picture she became inter- 
ested enough to see it twice. 


Fred P. Alexander, president, and William G. Huston, 
vice-president, Alexander Brothers, Ltd., Honolulu, 
Hawaii, were Guest Book signers on March 23. Mr. 
Huston maintains headquarters in Honolulu, but for 
many months Mr. Alexander has been located in San 
Mateo, Calif., directing the purchasing activities of 
his firm on the mainland. Arriving in Chicago on 
March 19, they spent the following four days calling 
upon producers. The next week was scheduled for 
contacts with manufacturers in New York and other 
cities on the Atlantic seaboard. Alexander Brothers 
hold the agencies for many outstanding lines, includ- 
ing the typewriters and accounting machines of the 
Underwood Corporation. 


Walter V. Pierce of Midland Stationery Company, 
Minneapolis, called at headquarters March 21. A man 
with an unusual amount of initiative, he had with him 
samples of a new product which he has sold to other 
stationers for their own use. Business in stationery 
and in the specialty line to be announced later, he 
reported, was coming in in excellent volume. 


John A. Crow of Hall Stationery Company, Topeka, 
Kans., favored us with a brief visit March 23. He was 
in Chicago partly on a buying mission and also for 
ideas which might be incorporated into his own busi- 
ness. He attended the Great Lakes Travelers Club as 
a guest of Karl Kiesel. Jack Crow is a capable mer- 
chandiser and a man happy to co-operate through 
association channels or otherwise to advance any 
movement designed to promote the best interests of 
the industry. 
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Mrs. John Hunt, of the John Hunt Company, Ta- 
coma, Wash., stopped for a brief visit on Saturday, 
March 24. Her mission in coming to the Middle West 
was twofold. One was to be present at the gradua- 
tion of a son at midshipmen’s school at Northwestern 
University, the other to buy merchandise. The son 
was in line to become an ensign March 29. While in 
Chicago she visited with officials of Wilson Jones Com- 
pany, Associated Stationers Supply Company and 
several other concerns. 


Irving Waldman, of the Houston Printing & Station- 
ery Company, Houston, Tex., registered by telephone 
on March 26. He was one his way home from a three 
weeks’ buying trip to New York and other eastern 
cities. Before long, he reports, his firm will open a sec- 
ond store in Houston. Commercial stationery will be 
featured in the new store, together with gift items 
and other social lines. 


Captain Harvey Sherer of the Army Air Forces, At- 
lantic City, N. J., an old subscriber, paid us a visit 
on April 11 in connection with plans for return to 
civilian life. His recent duties have been related to 
forms used by Air Force commands in reporting and 
recording affairs, and reducing the paper work and 
time required to do the work, an activity for which he 
was especially qualified by his previous experience 
with various nationally-known manufacturers in the 
office equipment industry. He expected to return to 
his home in Nashville, Tenn., and later to locate some- 
where in the South or Midwest. 


Victor Steiner, of El Siglo, Steiner & Schoening, San 
Salvador, in the Republic of El Salvador, called on 
April 13. In Chicago he called upon several manufac- 
turers, including Ace Fastener Corporation and Ever- 
sharp, Inc. He planned to go east and spend a month 
or more in New York and vicinity in the interest of 
his company. Although the business was established 
in October, 1943, both Mr. Steiner and Mr. Schoening 
had been active in the industry for a long time pre- 
ceding. They report a rapidly growing volume. Among 
manufacturers they represent besides Ace and Ever- 
sharp are Boorum & Pease Company, Roberts Number- 
ing Machine Company, Eberhard Faber Pencil Com- 
pany, Frank A. Weeks Manufacturing Company, and 
L. E. Waterman Company. In addition to office supply 
lines the company specializes in books, both in Spanish 
and foreign languages, textbooks, flat papers and inks 
for printers, sporting goods and other articles. Mr. 
Steiner reported that business in El Salvador was 
plentiful—in proportion to population better than in 
the United States, so far as civilian goods are con- 
cerned. 


Edward J. LeBlanc, Al Gorman and Al Hartlage, all 
of Office Equipment Company, Louisville, Ky., favored 
us with a visit on April 17. Eddie comes to Chicago 
frequently for trade gatherings and other purposes; 
the two Al’s, occasionally. They spent several days in 
town calling upon manufacturers and visiting with 
local retailers. 


Charles E. Davis, manufacturers’ representative, 
Portland, Ore., affixed his attractive signature to the 
Guest Book on April 18. One of the principal purposes 
of his trip was to secure additional merchandise for 
his customers in the West Coast area. He expected to 
go as far east as Boston, the location of two of the 
companies whose wares he sells—the Moore Pen Com- 
pany and Samuel Ward Manufacturing Company. 


L. A. “Larry” Mickelson of Larry Mickelson & Com- 
pany, Portland, Ore., was a visitor on April 19. Next 
above his name in the Guest Book was Charlie Davis, 
a neighbor whom he hoped to see while in Chicago. 
Mr. Mickelson has a pay roll record and tax deduction 
book which has been well received in the West and 
may be offered to the trade on a national basis. His 
trip included a number of leading cities in the upper 
Mississippi Valley. 
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The Old Town. 





sWe Eranchise 


Is Your Master Key to a Market 


*An Old Town 
Exclusive Franchise 
Means: 


PROTECTION: You are the only 
Old Town dealer in your area. All 
orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 


lt opens the door to more sales at a better profit... 

It admits you to the purchasing offices of a wider variety 
of customers... 

It unlocks new opportunities to sell new items... 
BECAUSE 


Old Town is a complete line, trade marked and grade marked 
under one tested, respected quality name. 


Ribbons and carbons for every use + PLUS Spirit Dupli- 
cating Carbons, Master Units, Copy Paper, Dupliforms, 
Duplicating Fluid. 


Write, wire or telephone for a full and detailed explanation of 
the money value to YOU of an Old Town Exclusive Franchise. 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 





Sales and Service Everywhere 





We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 


































ONTRIBUTION TO MODERN BUSINESS 


Super-FILer 
HAS THE SUPPORTED 


«7 





The GF Super-Filer is the ONLY file that 
combines all four basic qualifications of 


the ideal filing cabinet. 


1. Maximum Visibility and Convenient 
Accessibility 


JUST OPEN 
2. Easy and Safe Record Compression THE DRAWER 


3. Maximum Capacity in Minimum Floor as, 
Space 
P Super-Ficer 


HAS MECHANIZED, UNFAILING 


4, Lifetime Construction (OMPRESION 


The GF Super-Filer is a tried and proven 
product. The many thousands of them in 
daily use by customers everywhere testify 


to their outstanding performance. 


These customers, know that’ no ordinary JUST CLOSE 
THE DRAWER 


filing cabinet will do the job like Super- 


Filer and they are, therefore, making 


= ali Super-FiteR 
temporary arrangements until Victory is HAS MAXIMUM e 


CAPACITY 


\ 
14} 


} MALLY 


won and Super-Filer is again available to 








complete their filing cabinet installations. 





f RET _ <M e 
wi “FULL 265° FILING CAPACITY 
| {~~ The Angle Spread Provides Correct Working Space 


; PLUS -visisiLity 
ACCESSIBILITY 
) COMPRESSION 


METAL DESKS -GOODFORM ALUMINUM CHAIRS - METAL FILING CABINETS WORKING 
STEEL SHELVING - FILING SUPPLIES - SAFES » STORAGE CABINETS SPACE 


is ADDED 
NEVER 
DEDUCTED 





IE GENERAL FIREPROOFING 


YOUNGSTOWN 1, OHIO 





Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. The staff at the main office. 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland. 
4 St. Bride Street, London, E. C. 4 


London, March 25, 1945. 

A. Robey celebrated the re-opening of the London 
Typewriter Company, Ltd., a casualty of the blitz, at 
the new premises, 36 Whitefriars Street, with an en- 
joyable luncheon on March 20 at the Wellington Res- 
taurant, Fleet Street. In attendance were Mr. Robey, 
his wife and mother, and the codirectors. Among the 
25 guests present were President A. Pateman, of the 
Typewriter (and Allied) Trade Federation, and Mrs. 
Pateman. 

Mr. Robey experienced keen pleasure in showing the 
new location to the guests and presided at the lunch- 
eon. He welcomed his friends and competitors alike, 
thanking all who had helped him in a period of diffi- 
culty following the bombing of his premises on Far- 
rington Street. He mentioned that this was his com- 
pany’s twenty-first year of trading, and that the 
luncheon could be taken as being in the nature of a 
celebration of the firm’s “coming of age.” 

A. Pateman responded to the welcome and conveyed 
the pleasure of all of the guests in the fact that Lon- 
don Typewriter Company, Ltd., is now well settled in a 
new location. 

A clear indication of the popularity of Mr. Robey 
and his colleagues in the trade was shown by the at- 
tendance of typewriter and office equipment traders 
from all parts of the country. They came from as far 
afield as Hull, Newcastle and Leeds. The London 
branch of the association was well represented. 

Everyone attending signed the visitors’ book in the 
new offices in order that Mr. Robey might have a 
permanent record of the happy occasion. 


* * * 


Herbert W. Holt, general secretary of the Stationers 
Association of Great Britain and Ireland, says: “Re- 
garding information which might be of interest to sta- 
tioners in the U.S.A., I notice in reading the American 
journals that the stationers and office equipment trade 
are bound by many restrictions. But I do not think 
they have reached the austerity limit which we have 
in this country. 

“For a number of years the size of commercial letter 
headings has been restricted, owing to the necessity 
for converting paper. Stationery of all kinds has been 
cut down to the absolute minimum in regard to size 
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and substance. The paper position has never been 
more acute than at the present time and, although 
slight increases in allocations have been made, these 
fail to meet the demand. The Paper Control is very 
sympathetic and I have no doubt that as soon as the 
supply position permits they will increase the alloca- 
tions still more. Both the Ministry of Supply and the 
Paper Control now realize that the products of the 
stationery trade are essential to the rehabilitation of 
industry generally, and are aware that without sta- 
tionery of all kinds and office equipment it will be 
impossible for manufacturers to expand their home 
trade, let alone their export trade. 

“The Board of Trade is relaxing restrictions in re- 
spect to other goods as and when the supply position 
permits, but the great problem is the shortage of labor. 
Until hostilities in Europe have ceased we can not 
hope for any number of releases. Until that time 
comes, the present shortages are bound to continue. 
We look forward, however, to some alleviation in the 
next few weeks so that we can begin to rebuild.” 
—S.S.E. 


* * * 


Discuss Post-War Policies of Wood Office Furniture 
Makers in England.—The wood office furniture manu- 
facturers are actively discussing their present and 
post-war policy covering design and allocation of ma- 
terials. Pressing for easier restrictions on quantities 
of materials to be used in the manufacture of a given 
vroduct, the dealers are presenting a memorandum to 
His Majesty’s government departments outlining the 
needs of the industry regarding both wartime and 
peacetime requirements. Up to the present, the diffi- 
culties of this branch of the woodworking industry 
have not been handled on an organized basis but 
rather as individual firm’s problems. Organized dis- 
cussion has proven how necessary is collective bargain- 
ing and has shown the value of trade associations. 
Discrepancies and anomalies in individual bargaining 
are being revealed. 

There is a suggestion that to maintain its place in 
both the home and foreign markets it is essential that 
there be improvement in the design of wood office 
furniture for both office and factory use. Many con- 
sumers still prefer the warmth and beauty of the 
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BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 






Mone AND MORE DEALERS PROFIT 





gp Zeeu Gw SAFEGUARD 


You too, can cash in by featuring the 
new Packaged cure for “Find-i-tis”* 
















‘ge 
(——“f— ‘To customers the new “packaged” Safeguard filing plan means 
— a welcome one-stop purchase. Now they can buy—in a single 
compact, streamlined container—everything needed to install 
a filing plan in a 1-, 2-, 3-, or 4-drawer file. That’s why more 
and more dealers find it easy to sell—as simple as the purchase 


of a pack of playing cards—profitable to promote. 








The Globe-Wernicke Co. 
‘‘Headquarters for Modern 
Office Engineering,’’ Nor- 
wood, Cincinnati 12, Ohio. 


G/W SAFEGUARD FILING 
F SYSTEM MONTH 
4 IN PHILADELPHIA 


-IND-I-TI a A. Pomerantz & Co. of Phil- 


adelphia selects illustrations 
from G/W’s famous ‘‘Find- 
i-tis’’ booklet to make eye- 
catching cards. Safeguard 
Filing is shown installed in 
actual file drawers. Counter AL 
display, newspapers, direct 

mail, and a rousing sales 
contest rounded out a prof- 

itable campaign. 





*MEANS INABILITY TO FIND WHAT HAS BEEN FILED 


Globe - Wernicke 





“SAFEGUARD" FILING SYSTEM 





OFF 
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AS WEATLY PACKAGED tk cies 
AS A POUND OF al Fone 2 0 a ae : WCLUDES sRCTRUCTION 
COFFEE... THIS NEW : ' i SHEET ON HOW TO fae 
; READY-TO-USE OUTFIT * Hew. = . ae 3 INSTALL at OPERATE = 
OF A7OZ SAFEGUARD GUIDES A ag a stark ss 
AWD FOLDERS EVERYTHING ne 4 : : , ig 
HEEDED TO START A COMPLETE dhe 4 G0" 
FILING PLAN EVEN : 
: A NEW 
CLERK 
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ALL-OUT DRIVE ON G/W SAFEGUARD FILING SYSTEM IN MILWAUKEE 
Northwestern Furniture Co. of Filing Outfits, the ‘“‘Find-i-tis” 


Milwaukee uses two full win- booklet, and G/W Wood Files 
dows to tie-in with G/W na- are a promotional team that BUY MORE 


tional advertising. Safeguard is making sales history. 
WAR BONDS 


Note: These dealers deserve full credit for the displays and ac- 
companying cards which they designed and produced themselves. 


Visible Record Systems 


Globe - Wernicke ==", 


“SAFEGUARD’” FILING SYSTEM Filing Equipment 
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products of the woodworking industry to the com- 
parable steel product with fire-resisting properties. 

Improved kilning technique now being applied in 
this country makes the common elm a very usable 
wood, although it was formerly despised as a material 
for furniture products. Some beautiful articles of fur- 
niture are being fashioned from it. It is also noted 
that there will be a return to the old standards of 
craftsmanship and that the articles having the fore- 
most place will be those of individual handmade de- 
sign, rather than the batch or mass-produced article. 

In every branch of the office appliance trade there is 
much activity in relation to exports, covering both ex- 
port and re-export, there being indications of a very 
considerable re-export business in relation to western 
European markets, where Great Britain holds the piv- 
otal position. 

A stir is also being created in the import field, car- 
bon paper now being one of the products allowed to be 
imported and classified as such instead of being 
grouped under the heading of “paper,” as previously. 

There is considerable travel among representatives of 
American houses between this country and the U.S.A. 
One already hears the whispers of peacetime trading, 
the glory of the new models and the joys of a return to 
salesmanship.—SSE 
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OFFICE SUPPLIES ARE SCARCE IN BELGIUM 

Leon Geysen at Etablissements Geysen, Antwerp, 
Belgium, writes concerning the office supplies situa- 
tion in Belgium: 

“No business is going for the moment as imports 
are not allowed. Nearly all goods are lacking in Bel- 
gium, especially typewriter ribbons, pencils, pens, gums 
and mucilage, rubber bands, pen holders, typewriter 
paper, duplicating paper, bond paper for copies, blot- 
ting papers, pencil sharpeners, rules, pencil and crayon 
holders, mechanical pencils, clips, drawing pens and 
commercial envelopes. 

“These articles can be sold immediately upon their 
arrival in Belgium. There will pass several months, 
perhaps a few years, before the market is normal. 





“Typewriter ribbons were made in Belgium but the 
silk or cotton ribbon had to be imported and no im- 
ports will perhaps be allowed before the end of 1945. 
Pencils, pens, good mucilage, rubbers, pen holders, 
pencil sharpeners, rulers, pencil holders, clips and 
drawing pens were all imported from Germany. There- 
fore, that market is open now to American goods. 
Let’s take profit from it. Consignments can be sent 
via New York City Bank, cash against documents. I 
hope that New York City Bank will reopen the 
agency in Brussels. The Guaranty Trust Company 
has also an agency in Antwerp and consignments via 
this bank will satisfy. 

“Regarding special lines, those of first interest are 
typewriters, calculating and adding machines. Prices 
of these are three times the sales price of pre-war 
days and none are available.” 











READY FOR POST-WAR BUSINESS—The long-established 

firm of Y. A. Chauvin at 6 Rue Aux Ours, Paris, is ready to 

re-establish connections with American firms for post-war 
business in office supplies, appliances and furniture. 


Oe 


BRAZIL OFFICE SUPPLY FIRM NAME CHANGED 

Announcement is made that effective March 1 the 
firm name of J. F. Cocello or Livraria Academica at 
Manaus, Brazil, was canceled and from now on the 
firm title is Barata, Brito & Cia. This firm deals in 
stationery, paper and office supplies. 


tee your RED CROSS 
Z Ay His sive 


HORDER RED CROSS WINDOW FEATURES RETIRED GENERAL’S SCORES OF SERVICE MEDALS 

retired. Surmounting the interesting display was a 
large photograph of the well-known Chicago veteran. 
Attesting the great interest in the display was the 
fact that hundreds of pedestrians stopped daily to 


Center of attraction in a display window loaned to 
the American Red Cross in the recent drive by the 
Horder Conway Building store on Washington Boule- 
vard, Chicago, was a large panel on which were 
mounted approximately 70 service and markmanship 
medals awarded to Major General John V. Clinnin, 
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scrutinize the unusual collection at close range. 
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THE BEST OF COURSE 


BEARS THE NAME BROWNE-MORSE 





IT’S TRUE about the Mousetrap 


That old adage about the world beating a 










own particular “‘mousetrap”’ is our postwar 
path to the door of the man with a better dealer plan. Our new lines, and every fac- 


mousetrap is certainly proving true in the _ tor of our operation, are carefully pointed 









case of Browne-Morse. Up-to-date man- to the dealers’ needs. Across America, top- 
agement principles, modern engineering flight office equipment stores are signing 


and production facilities, and outstanding up with Browne-Morse, the profitable line 





shed merchandise have helped a lot. But, our _ for progressive dealers. 
ly to 
-war 
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MORSE 


MUSKEGON, MICHIGAN 


a Pecialists in Quality Metal Office Equipment and Furniture 
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REPORTS OF IMPORTANT 
ACTIVITIES OF THE MONTH 


UNDERWOOD CORPORATION NAMES OFFICERS 


The board of directors of Underwood Corporation 
(formerly Underwood Elliott Fisher Company) in a 
meeting on April 12 elected Philip D. Wagoner chair- 
man of the board and Leon C. Stowell president. 

As chairman of the board, Philip D. Wagoner con- 
tinues actively as chief executive officer of the com- 
pany of which he has been president, together with 








+" 
P. D. WAGONER 


its predecessor, Elliott Fisher Company, since 1918. 
He was the leading figure in formation of Underwood 
Elliott Fisher Company. 

Leon C. Stowell entered the office equipment indus- 
try in 1919 as an executive of Dictaphone, then a part 
of the Columbia Graphophone Company. With the 
formation of Dictaphone Corporation in 1923, he 
became its secretary, later a vice-president, and in 
1927 was elected president of that corporation. In 
1936, he joined the Underwood Elliott Fisher Com- 
pany as executive vice-president. He now becomes 
president of Underwood Corporation. 





L. C. STOWELL 


—?— 2 
ELECT W. I. AITKEN TO DIRECTORSHIP 

Election of William I. Aitkin Lincoln, Nebr., as a 
member of the board of directors of Addressograph- 
Multigraph Corporation, Cleveland, Ohio, manufac- 
turers of business simplifying equipment, is announced 
by the corporation. 

Mr. Aitken is a member of the law firm of Woods, 
Aitken and Aitken, which since 1927 has been general 
counsel of Addressograph-Multigraph and its subsidi- 
aries in Canada, England, Continental Europe and 
South America. 


—_———_—=-0—__ 
EDWARD W. Y. DUNN ELEVATED BY FIRM 

At a special meeting of the board of directors of the 
Samuel Ward Manufacturing Company on March 26, 
Edward W. Y. Dunn was elected president of the com- 
pany. He will fill the vacancy caused by death of 
Waldo H. Rice, with whom he had been associated as 
vice-president, director and treasurer. 

Arthur L. King was elected vice-president of the 
company at the same meeting. Mr. King is also a 
director and general manager of Ward’s retail store at 
Boston, Mass. 
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EVENTS AND ACCOUNTS 
IN EVERY DIVISION OF THE 





MISCELLANY 











OF NOTEWORTHY 
INDUSTRY 


At a special meeting of the board of directors of 
Adams, Cushing & Foster, Inc., held on the same date, 
Harry L. Chandler, vice-president and manager, was 
elected president and Edward W. Y. Dunn vice-presi- 
dent. The board of directors of The Moore Pen Com- 
pany likewise on March 26 elected Charles K. Lovejoy 
as president and Mr. Dunn as vice-president. Mr. 
Dunn will continue to serve the affiliated concerns of 
Adams, Cushing & Foster, Inc., and The Moore Pen 
Company as director and assistant treasurer. 

Each of the four elected officers has had from 20 to 
25 years’ experience in the active management of his 


respective company. 
ere 


E. C. HERBERT PROMOTED BY VICTOR COMPANY 


E. C. Herbert has been promoted to the position of 
director of advertising and sales promotion for the 
Victor Adding Machine Company, according to an 
announcement by M. S. Bandoli, vice-president. Mr. 
Herbert will assume all responsibilities for present 
and post-war advertising and sales promotion for 
Victor. 

One of Mr. Herbert’s contributions to his company 
was the use of institutional advertising in local news- 
papers throughout the country to commend the 80 
sub-contractors who are working with Victor in the 
manufacture of Norden bombsights for the United 
States Army Air Forces. The copy was of an unusual 
nature, pitched to tell the readers not only about 
Victor but also about the role played by the sub-con- 
tractor in bombsight manufacture. These advertise- 








E. C. HERBERT 


ments have welded strong links in the relationships 
between Victor and its sub-contractors. 

In the field of employee relations, Mr. Herbert 
turned sales promotion inside out by originating pro- 
duction contests for Victor workers. A “funny money 
contest’”’ was climaxed with a boat cruise on Lake 
Michigan for all employees. Dummy currency earned 
by meeting or exceeding production quotas, good 
housekeeping around the plant, and so forth, was used 
as a media of exchange on the trip. The success of this 
contest and other programs devised by Mr. Herbert 
was marked by a substantial increase in production, 
an improved morale, and a drop in absenteeism. 


OFFICE APPLIANCES, May, 1945 








HEAVY DUTY 
) , . COURT FILING 


FLEXIBLE 
AND 
PERMANENT 







ips 
ert 
rO- 
ley 


ike 


ied eee Mone, = 
od : se 
sed ‘a 
his Se 
ert S MANUFACTUNS® CO. INC. 
on, 
309-311 2nd ST. 


°° HASTINGS, MINN, 


45 Write fer Pree Sample 





RELIABLE USES MOBILE MACHINE REPAIR SHOP 


Service is brought direct to the door of the customer 
by the Reliable Office Equipment Company of Evans- 
ville, Ind. A field sales and service unit completely 
equipped to render necessary repairs on the spot was 
introduced about four months ago by Allen B. Con- 
nolly, owner of the firm. The company handles all 
types of office machines and equipment and is repre- 
sentative of the Friden Calculating Machine Company 
and the Victor Adding Machine Company. 

The innovation was introduced because of wartime 
conditions making it difficult for companies to send 


quipment | 


of many uses 


In the hands of the western cowboys the lariat 
served many purposes. Roping a saddle horse 
and pulling a mired Longhorn out of the mud 
were accepted as part of a day's occupation. 
Sometimes the rope was put to a use more 
grim, especially when rustlers practiced at their 
nefarious occupation. 


And so it is today. The tools of our trade are 
contributing to a job just as grim as any of 
those of the lariat. They must continue so to 
function for our survival. This means a com- 
plete dearth of industry goods—an inability to 
supply the needs of our good friends, the 
dealers of office equipment. 


Soon we hope our services will be started to- 
ward more peaceful paths. At the first oppor- 
tunity the wants of our customers will be given 
first consideration. At that time we shall be 
happy to serve you and offer a line of "Andy 
units of steel"’ improved in design and con- 
struction. 


person: Hickey Go. 


Inc. , 
GENEVA ’ 
ILLINOIS 


nay i 
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RELIABLE’S ROLLING REPAIR DEPARTMENT.—The sleek, 
roomy trailer (above) provides ample working space for 
overhauling several machines at one time. Below: the repair 
department; remainder of trailer space is used for display. 


their machines for repair to the local shop, which in 
turn had found difficulty in loaning machines to 
customers. 

A truck equipped for shop work was put into service 
but the demand was so great that the company pur- 
chased a trailer, which was more spacious and had 
room for repairing office equipment as well as display- 
ing office machines. 

“Our men can do any job in the field that we can 
do in the local shop,” says Mr. Connolly. “One of the 
advantages in having this service is that packing and 
shipping of equipment is eliminated, thus saving de- 
lays and sometimes damage to equipment in transit. 

Latest methods of cleaning equipment are used, in- 
cluding air for blowing out machines and chemical 
solvents to remove the dirt. 

“It was our post-war plan to have field sales and 
service units,” continues Mr. Connolly, “but war con- 
ditions speeded up the idea. It has saved a lot of 
time for businesses where office equipment is in need 
of overhauling as soon as possible. 

“We expect to have more units covering our territory 
because the demand for this type of service has become 
so great.” 

Mr. Connolly states that the servicemen are paid 
75 per cent of their revenue on all service work per- 
formed and receive a commission on sales of machines. § 
They are given a protected territory of several counties 
in which to work. 
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AIR MAIL-Lightweight-STATIONERY 


S5OON! More and New SKY-RITE will be Ready to Fly. 


Perched high on its Record of Achievement, SKY-RITE 


Leads the Way= Sales and Resales. 
40 Million SKY-RITE Advertisements a Month to Consumers 


AGENCY PAPER CO., 74 Varick St., New York 13, N. Y. 
Factories, NEW YORK -: CHICAGO 
Distributors Coast-to-Coast 


COPYRIGHT 1945 ~AGENCY PAPER CO. 














FOUNT-O-INK 


INSTANT ACTION 





For dealers’ profits, prestige and progress, 





the famous Fount-O-Ink Instant Action 
Writing Sets are available. They open 
your doors to new business and build up 


volume through customer satisfaction. 


a 


Fount-O-Ink is a full line. Utility models 
for large installations. Executive models, 
gift models, double and single sets with 
style and beauty. Writing Sets that par- 


ticular people are proud to own. 


ELIMINATE POINT REPLACEMENT PROB- 
LEMS. Sell Fount-O-Ink writing sets with 
14 K Solid Gold Points, for long years of 


writing service. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 


COPYRIGHT GREGORY FOUNT-O4ANK 1944 
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Can I Interest You In Typewriter Ribbons Today ? 


a the “Acres of Diamonds” story? It tells of an individual who sought far- 


away fields to build a fortune, neglecting countless, inviting, close-by opportunities. 
r 


Every customer’s office is an inviting close-by field of opportunity for big, consistent sales 
not only of typewriter ribbons, but also for standardized Columbia, easy-to-sell ribbons 
for a wide variety of business machines—check writers, tabulating, adding, billing, book- 


keeping and addressing machines, and time clocks. 


Ask us for this true and up-to-date story of inviting, close-by ribbon-sales opportunities. 


Write us for prices, particulars and sales suggestions. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 


Main Office and Factory: Glen Cove, L. I., N. Y. 
New York Sales & Export: 58-64 West 40th Street. Midwest Sales: Kansas City, Mo.: Dwight Bldg. 


COLUMBIA 


Ribbons For ALL Business Machines 
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IL-KLATTER 


THE SCIENTIFIC TYPEWRITER PAD 


ADDS to your SALES 
ADDS to your PROFITS 


KIL-KLATTER is the fastest selling type- 
writer pad because it absorbs vibration, makes 
typewriters last longer . . . lessens typing shock, 
and really deadens sound. 

Made of famous Ozite All-Hair Felt with 
treated top to keep machine legs from digging 
in, and non-skid bottom for extra safety. Size 
11x 13 in. fits all typewriters and many other 
office machines. Attractively packaged for eye- 
stopping display. 





FREE DISPLAY CARDS TO DEALERS: With orders 
for a dozen or more pads we’ll send you FREE a 
colorful display card and a liberal quantity of 2- 
color mail enclosures imprinted with your name. 











{ Dealers: attach this coupon to your letterhead} i 
AMERICAN HAIR & FELT COMPANY 1 
Dept. B-5, Merchandise Mart, Chicago 54, III. ! 
( ) Send 1 doz. KIL-KLATTER Typewriter Pads with free card and ! 
enclosures. 

: or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
| 
| 


quantity prices and discounts. 
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WALTER A. VINCENT RESIGNS PRESIDENCY 


One of the nation’s business pioneers, Walter A. 
Vincent, founder and president of the 53-year old 
Western Lithograph Company, Wichita, Kan., with- 
drew as president on April 5. 

He handed down the mantle to four company offi- 
cials personally trained by him, representing a com- 
bined total of 76 years of service, who purchased his 
financial interest. These four officials, also members 
of the board of directors, elected Frank H. Hollow, 
Wichita, as president. Mr. Hollow is also president of 
the Bridgeport Oil Company. Mr. Vincent does not 
sever his connection with the Western organization, 
but remains in a consulting advisory capacity. 

The four officials purchasing Mr. Vincent’s financial 
interest include George Blume, vice-president, who 
began his career as a lithograph press helper at the 
age of 15; Louis J. Ely, vice-president, who started 
a quarter-century ago in a clerical capacity; Cecil 
Jones, vice-president, whose initial job was as a sales- 
man, 15 years ago; and Mrs. Cora L. Haden, elected 
to the board of directors, with three years of service. 

“I consider Mr. Vincent’s remaining with us in an 
advisory consulting capacity as our greatest asset,” 
states Mr. Hollow. “We are also most fortunate in 
having the experience of the men who have received 
their training from Mr. Vincent as members of the 


organization.” 
oo 2 —____— 


CONFUSION CLEARED UP BY BATES COMPANY 


The Bates Manufacturing Company, New York, N. Y.., 
reports many inquiries lately for a payroll computer 
manufactured by the Bates Accounting Forms Com- 
pany, New York, N. Y. The similarity in name has 
caused some confusion. “We have no connection with 
this company or its products,” says the Bates Manu- 
facturing Company. “The Bates Accounting Forms 
Company has acknowledged our prior claim to the 
name ‘Bates’ and has agreed in the future to use their 
trade name ‘Bafco’ in describing their products. The 
name ‘Bates’ has been identified with our company 
in the minds of office appliance users for 54 years. 
It is protected in this country and most foreign 
countries by trade-mark registrations.” 





SHAW-WALKER EXPANDEX AIDS BANK—For top 

speed reference to their savings account cross index, 

the Cambridgeport Savings Bank of Cambridge, Mass., 

installed the Shaw-Walker Expandex. In use since 

1937, all sections of this simplified Expandex have been 

expanded or contracted easily and quickly by the file 
clerk as the name grouping changed. 
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RED FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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Stapling ¥ Machines have consumed 


approximately 35,000,000,000 staples. 
The wire used in these staples, if 
placed in one gigantic coil, would 
girdle the globe 22 times at the equator. 
Approximately 7,000,000 Ibs. of steel were 


used in the manufacture of these staples. 


MARKWELL ‘4 





MANUFACTURING CO., Inc. 
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J. D. DONOVAN NAMED UNDERWOOD MANAGER 


The Underwood Corporation, manufacturers of busi- 
ness machines, through W. F. Arnold, vice-president 
and general manager, announces the appointment of 
James D. Donovan as district manager of the corpora- 
tion’s eastern sales district. With the announcement, 














JAMES D. DONOVAN 


Arnold stated that Mr. Donovan’s appointment, 
with others made at the same time, will bring the 
district manager organization to full operation. 


Mr. 


Mr. Donovan was formerly sales manager of the 
typewriter division of the Underwood Corporation. 
Previously he held the managerships of the educa- 
tional division and adding machine division. 

New appointments made in realigning the districts 
include L. Y. Hagan, formerly southern district man- 
ager, to western district manager, and J. W. Roberts, 


promoted to southern district manager. 
9 


DENNISON REPORT STRESSES PAPER SAVING 
The Dennison Manufacturing Company, Framing- 
in its annual report for 1944 departs radi- 
cally from the usual type. The cover, foreword and en- 
tire book section are devoted specifically to furthering 
national paper salvage. 

Stockholders are issued an adequate financial report 
and, in addition, writing from the viewpoint of the 
paper converter, Dennison explains the reasons for 


| the acuteness and extent of the paper shortage. New 


military uses of paper are explained, as well as the in- 


| creases in paper employed for the usual pre-war pur- 


poses. From this solid background of fact, the report 


| draws the logical conclusion that paper salvage is 


more important now than it has been at any previous 
time, and readers are urged to co-operate fully with 
the national plan to conserve every usable bit of news- 
print, wrapping, writing and carton paper. 

“The paper producing and converting industries, 
with a singular lack of glamor, are definitely war in- 
dustries,’ states the report. “And the unexciting 
stack of last month’s newspapers accumulating in your 
basement is the stuff of which ammunition compo- 
nents, penicillin containers and shipping cartons for 
K rations will be made—if you return it for salvage!” 

ab aii 
PAUL W. VOLZER OF CANTON, OHIO, STRICKEN 


The many friends of Paul W. Volzer, owner of Baers’, 
Canton, Ohio, regret to learn of his serious illness. 
Mr. Volzer underwent a major operation at Mercy 
Hospital, Canton, on March 26 and slight hopes were 
entertained for his recovery. More recently, however, 
his condition has shown slight improvement. With 
blood transfusions and every possible medical aid, it 
is hoped that he will continue to respond. 

Mrs. Volzer announces that the office supplies and 
furniture firm will be actively managed by Robert R. 
Dotson and she will continue to give her own depart- 
ments personal attention. Mr. Dotson has had 15 
years of experience in the industry as part owner and 
manager of Ohio Office Supply, Inc., Zanesville, Ohio. 
He was recently honorably discharged from the U. S. 
Army after 22 months’ service. 
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LOOSELEAF 
PRODUCTS 


Great Trade-Marks 
That Identify Today’s 
Finest Quality Line 
Of Loose-Leaf Products 


MASTER-CRAFT 


DIVISION OF THE SHAW-WALKER CO. 
KALAMAZOO, MICHIGAN 
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This business of converting paper was never 
more difficult than at the present. To itemize 
all the vicissitudes of operation of a filing 
supply house at the present moment would 
be much too lengthy, and really beside the 
point. Suffice it to say, the difficulties are 


both many and arduous. 


Yes, we know there is a war going on, but 
we of Guide System are trying to let that 
affect our service as little as possible— 
trying to make up with energy and ingenuity 
that which the war conditions make almost 
impossible. All our efforts are directed at 
maintaining your goodwill—and your cus- 


tomers’ goodwill. 


Above all, we value your friendship—as you 
do your customers’ friendship. Between us 
we will strive to preserve, yes, increase that 
friendship. You, with your patience and 
understanding. We, by employing every and 
all means to make the merchandise you need. 


Guide System & Supply Co. 


335 Canal Street ° 


Manufacturers of TRANSFILE FILES 


It’s this way 


New York 13, N. Y. 
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ANNOUNCE LARGER N. Y. EVERSHARP QUARTERS 

With an eye toward greatly expanded post-war busi- 
ness in both domestic and foreign markets, Eversharp, 
Inc., manufacturers of quality fountain pens and 
mechanical pencils, opened new sales and service 
offices in New York City on April 25, it has been 
announced by Larry Robbins, vice-president and gen- 
eral sales manager. 

The new and larger Eversharp offices are in the 
Empire State building. Raymond Loewy, internation- 

















LARRY ROBBINS 


ally famous industrial designer, supervised the plan- 
ning, construction and furnishings. 

Other phases of Eversharp’s expansion program are 
the opening of new manufacturing plants in Denver, 
Colo., and White Plains, N. Y. 

The purpose of these new facilities, it is understood, 
is to place the company in readiness for post-war 
deliveries the moment restrictions on manpower and 
materials are lifted. 

Consumer demand is building up to unprecedented 
proportions, says Mr. Robbins, through the force of 
an advertising program which this year will exceed 
2% million dollars, embracing two major evening 
radio programs, and a full schedule of advertising 
in leading magazines and newspapers. 

At the present time, by far the greatest part of 
Eversharp production is going to the armed forces, 
Mr. Robbins reports. As a result, no orders are being 
taken from the trade during the second quarter of 
this year. 

However, all orders that were taken during the first 
quarter will be filled to the full extent of their dollar 
value, and it is hoped that by the third quarter civil- 
ian orders and shipments can be handled on a basis 


comparable to the third quarter of last year. 
; allie 


E. W. HALLER OPENS STORE AT WHEELING 


E. W. Haller announces the opening of a modern 
office supply and equipment store, the Wheeling Office 
Supply Company, on April 30 at Wheeling, W. Va. Mr. 
Haller had been with the F. S. Webster Company, 
Cambridge, Mass., for the past 13 years, covering the 
states of Ohio, West Virginia and part of Kentucky. 
Prior to that time he worked as a salesman for a 
Wheeling stationer. 

The new store has 4,400 square feet of floor space. 
Decorative scheme is two-tone pastel green and the 
lighting is flourescent throughout. Store manager is 
Mrs. Wilda Bryant, who has had 10 years of experience 
in the stationery business. 

ee 
BETHEL COMPANY NOW IN NEW LOCATION 

Bethel Manufacturing Company, manufacturing 
rollers for various office machines, is now located in 
new factory and sales quarters at 3144 South Ashland 
Avenue, Chicago. George Miller reports that synthetic 
rubber used in the making of these rollers is coming 
through in slightly increased quantities and that as 
a result the company has been able to expedite deliv- 
eries to the trade. 
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“ } PAPER PRODUCTS CO., INC 
409-11-13 PEARL STREET, NEW YORK 7, N. y. 


fh broke down the barriers 
to “women in business” 


Amid the gravest masculine doubts and a 
general lifting of eyebrows, the business 
offices of the late 1870's were first opened 
to young ladies. 

Necessity dictated this radical innovation. 
For businessmen were buying a strange 
device, a “type-writer”, newly put on the 
market by E. Remington & Sons. This ma- 
chine so speeded the exchange of letters 
and reports that soon there were not suf- 
ficient men available to cope with the 
activity it created. 

The typewriter was the tool with which 
women first pried open the doors of bus- 
iness. They used it well: it helped them 
grow indispensable in offices. 


Today millions of women type on Reming- 
tons. A lucky few hundred thousand —in 
the Armed Forces, war plants, essential 
industries — type on the Model Seventeen, 
the machine which has performed so bril- 
liantly in this war. 

More Remingtons have been bought than 
any other make...and that’s your surest 
guarantee that Remington Rand’s “type- 
writer of tomorrow”, with a new and 
smoother touch, a new and swifter action, 


is well worth waiting for! 


THE FIRST NAME IN TYPEWRITERS [Mill 
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DIRECTOR OF ROYAL’S BRITISH ORGANIZATION 
RECENT VISITOR AT NEW YORK HOME OFFICES 


Among the important topics of conversation during 
the visit of Howard Schofield, managing director of 
Royal Typewriters (Visible Writing Machine Company, 
Ltd.) of Great Britain, at the Royal Typewriter Com- 
pany’s New York offices early in April were a sum- 
marization of developments since his last visit to 














— -& 
HOWARD SCHOFIELD 








these shores in 1940, the present status of the com- 
pany’s affairs in England and a projection of plans 
and policies for the post-war era. 

Mr. Schofield also emphasized the tenacity of the 
people generally, and related how his company’s and 
the dealers’ personnel had carried on their daily 
business in spite of blitzes, robot bombs and the 
other wartime obstacles. All were eager, he added, 
to return to a semblance of normalcy in transactions 
anticipated after V-E day. 

Possessor of an excellent sales and management 


record, Mr. Schofield served as sales manager under | 


Walter Morgan, succeeded A. W. Thomas in the prov- 
inces, and again succeeded him as British managing 
director following the latter’s demise in 1940. Mr. 
Schofield’s interesting commentary on wartime busi- 
ness difficulties, “The Caravan Moves On,” appeared 


| 


in the British trade publication, Office Equipment 


Industry, in October, 1942. 
————— 
THE MODERN STATIONER REACHES 25TH YEAR 


The Modern Stationer observed its twenty-fifth year | 


of publication with an anniversary number published 
March 15. A cutout cover done in silver provided the 
motif for the interesting edition in which the editors 
said, ‘We have woven some reminiscences of the past 
and some objective views of the future. If there is 
a greater emphasis on the future rather than the past, 
let it signify not only the innate spirit of this publi- 
cation but its unfailing confidence in the continued 
expansion of the stationery industry.” One of the 
interesting articles highlighting the past is “I Remem- 
ber When,” written by Paul J. Wielandy, Blackwell- 
Wielandy Company, St. Louis, Mo. Wood-cut, type 
drawings epitomize the excursion down memory lane. 
“This is How it All Started” tells the origins of such 
office appliances as erasers, pen points, fountain pens 
and blotting paper. 


o—= el 
KRIL-OFFICE PRODUCTS EXPANDS DEPARTMENT 
The office furniture department of Kril-Office Prod- 


ucts, organized a little over two years, although L. I. | 


Kriloff, owner, has been in the business for 25 years. 
is now entirely complete. Enjoying a national mail 
order business and showing constant growth each 
month, the Kril-Office Products management found 
it necessary to extend the office furniture department 
to the point where it has a floor sample display show- 





| 
| 
| 
| 
| 


} 
| 


ing practically everything used in the line. Extensive 
post-war plans are being made for printing a complete | 


novel magazine-type catalog on office supplies and for 
installing of office furniture suites. 
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SPEEDY DISTRIBUTION 
of wartime mail is 
greatly facilitated in 
many an office with the 
USPM Letter Opener 
—the machine that 
opens from 100 to 500 
letters per minute! Gives every department an early start on 
the day’s business. Speeds up the entire organization. 


AND MAXIMUM POST- 
AGE SAVINGS are ef- 
fected through the use 
of USPM Mailroom 
Scales which accurately 
and automatically 
weigh and indicate the 
exact postage required. 
Many mailrooms make 
postage dollars count 
by using postal and parcel post scales on outgoing mail. 





CENTRALIZED CONTROL 
of mailings from all de- 
partments—witha U.S. 
Postal Meter — also 
helps busy offices cope 
with the flood of war- 
time correspondence. 
This machine seals, im- 
prints correct postage, 
postmarks, counts, 
stacks in one operation. 

Here are some of the machines you should have in your mod- 
ernized mailroom. Plan now to have them when they are again 
available. 

Metered Mail Systems . . . Postal and Parcel Post Scales 


... Letter Openers. .. Envelope Sealers. . .Multipost Stamp 
Affixers ...Mailroom Equipment. (Many units available.) 


| os Our Plants A and B proudly fly the Army-Navy “‘E”’ 


OMMERCIAL 


Branches ond Agencies 
in Principal Cities 


U.S. POSTAL METER 
DIVISION 


Rochester 2, New York 


NTROLS 


CORPORATION 
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Holding true to a long— 


established IDEAL of 
SUPER -QUALITY 


SUPER-PERFORMANCE! 


GRAND 
PRIZE 


TYPEWRITER 














RIBBONS 
and 
CARBON 
, - “FE R 


Every inch of “Grand Prize’’ Typewriter Ribbon 
every sheet of “Grand Prize’ Carbon Paper— 
assures the same fine, satisfying standard of 
work. For Today as yesterday, “Grand Prize” 
products are made to an exacting ideal. 
Over 50%, of Grand Prize’ production goes 


to help speed the work of Victory. 


* 


Time to Buy More War Bonds 





PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 
1451 Harrison Street San Francisco 3, Calif. 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 





This writer had the rare opportunity at Charlottes- 
ville, Va., of again interviewing the dean of active 
stationers, J. B. Jarman, now 91 years of age. I found 


| Mr. Jarman working at his store in Charlottesville, 





seat of the University of Virginia. To me he is a link 
between the present and that glamorous past of the 
old book store where a former president, Thomas 
Jefferson, purchased many volumes. 

” ~ * 

W. B. Smethie, for many years an Underwood Cor- 
poration city salesman in Richmond, has just been en- 
gaged as city salesman for Remington Rand at Nor- 
folk, Va., to assist Paul Burroughs. 

* a ea 

O. R. Humphreys, for many years a rural salesman 
of office supplies in the historic ‘Northern Neck” of 
Virginia, is now a residential purveyor of these com- 
modities at Staunton. He also handles rentals and does 
repairs. 

Joseph H. Chiott, 62, connected with Underwood 
Corporation for nearly a half-century, died last month. 
His experience in typewriter repairs had few parallels 
in the state. 

* ot * 

The many friends of Emmett Avery are pleased to 
learn that his oldest son, an officer with the Army Air 
Forces, has been located inside the Allied lines. A 
prisoner of war, he had long been reported as missing 
in action. 

* + * 

O. L. Thompson has written your correspondent that 
he is now located in business at 2118 Abercorn Street, 
Savannah, Ga. He was associated with the American 
Typewriter Exchange at Richmond, Va. 

* * * 

As an old residenter of Philadelphia, representing 
A. B. Dick Company, the writer recalls the A. Pom- 
erantz & Company stationery house as one of the 
leading ones in the nation. We wish to congratulate 
Mr. and Mrs. Pomerantz on the birth of a child. 

+ * ~ 

J. F. Howison, whose ancestors on his father’s side 
were mostly naval officers, takes pride in the fact that 
his only nephew, Robert C. Howison, has been ad- 
vanced to the rank of a full commander in the U. S. 
Navy. A grandson, Jack Metcalf, is an officer in the 
Marines. 

* * * 

James P. Ward advises all interested dealers to get 
their names on the mailing list for the ‘Supplies Re- 
porter” issued by the U. S. Treasury at Washington. 

oa * + 


The old residence-office building on Seventh Street 
in Richmond, Va., which was occupied for 50 years by 
N. W. Bowe & Sons, realtors, is being prepared for a 
new stationery house. This will be opened and op- 
erated soon by Aubrey Ellett. 

oo * a 

Salesman Sam Wood of Remington Rand, Inc., at 
Richmond, now in the adding and calculator machines 
division, is back ‘‘on the firing line.” Breaking his foot 
accidentally, he is forced to use a cane and still wears 
a cast and brace. 

a oo * 

Morton Marks of Richmond, who has one of the 
largest stocks of used and reconditioned office furni- 
ture in the South, reports having received 24 new flat | 
top desks in April. 

* * * 

Emmett Avery, genial representative in Virginia for 
the Marchant Calculating Machine Company, has had 
many years of experience as a qualified accountant 
and enjoys an extensive membership in the various 
associations. 

1945 
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Our Boys 


Life goes on in America very much as it always has. 
Warm lights gleam from bright windows on dark days and 
in the evening. We eat hot, hearty meals and sleep snugly 
in soft, comfortable beds. We chat with friends, play cards; 
see shows; and spend our money on necessities and luxuries, 
secure in the knowledge that our enemies cannot invade 
our shores. 


Our boys have made this security possible . . . millions 
of them marching against our foes; sailing against them, 
flying against them. 


Our boys. We think of them often. We read and hear 
about them every day ... how they joke and laugh. . 
sing and whistle . . . and how they fight. 


Let us salute these boys of ours. Let us make the going 
easier for them by giving them all the cooperation we can. 
Let us be as tireless at our tasks as they are loyal to theirs. 
With them, hourly, let us see this thing through. Letus put 
our backs into the job! We owe these boys all we’ve got 
with a lot more added. We are safe because of them. Such 
is the quality of the debt we owe them we can never repay 
. .. for “‘greater love hath no man than that he lay down 
his life for another.’’ 

Diehlcrafter 
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The House for Special Guides and Folders 





Sey — 
Sf ite ‘ 
Metal Tabbed 


Pressboard 
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Indexes and 
Blank Guides 





They'll thank you for furnishing guides thal 
“stand the gaff.” Any dize. 
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Good Service on Special Guides and Folders 
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Cell-U-Seal 


Indexed Guides—Letter, Cap, Invoice 
and in Card sizes, are the kind your 
customers will like. Cell-U-Seal is a 
transparent material applied to indexed 
guides that protects, strengthens and 
keeps clean entire upper part of guide. 
Lower priced than Celluloid—just a 
little more expensive than plain tabs. 


I keep six honest serving men 
(They taught me all I know) : 
Their names are What and Why and When r 
And How and Why and Who. 


Kipling 
eee 
@ 
MONROE AS MICHIGAN 
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NEw YORK CHICAGO Boston 
The Weis Manufacturing Co., Inc: Associated Stationers Adams; Cushing & Foster 
64-56: Franklin Street Supply Company Incorporated 


OKLAHOMA CrTy: - OMAHA: .- -ForT Worth: Carpenter Paper Company 
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Monroe Accounting Machine 2 


CALCULATING LISTING ACCOUNTING: MACHINES 


MODERN DESIGN 
Meow nna Listing and Accounting machines are worthy 


companions of Monroe Calculating machines, whose ex- 
cellence of construction and dependability have made them 
standard equipment in offices throughout the world. 


One outstanding characteristic of Monroe Accounting and 
, Listing machines is their modern design. They combine time- 
ste tried engineering superiority with new structural and operating 
Monroe Adding-Listing Machine | advantages. In their design, out-moded precedent was cast aside; 
209-11 092 streamlining to meet the demands of today was the objective. 
Hence these unique machines blaze new trails in making ac- 

counting procedures simpler, faster, more foolproof. 

All of this has an important meaning to your business. Let a 
representative from our nearest branch explain why—and ac- 
quaint you with Monroe features . . . advantages .. . low cost 
of upkeep. 

Every payroll department should have a copy of the Monroe 
Simplified Payroll Plan. Write to Monroe Calculating Machine 
Company, Inc., Orange, New Jersey. 


Monroe Adding-Calculator AA-1 Monroe owned Sales, Installation and Maintenance service in all principal cities. 
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This FREE 
SALES MATERIAL 
SELLS 
Victor Book Visible 
for Dealers 


ee Set Sete how semptatiin 1 





the ete the 18 stars 


Here are only two of the ways you see facts — 
Signal your ledger Keep stock in balance a4 a 
~ See overdues quickly With Victor Signal Control: 


coins tare sresomnnnciontemtrtaeinettaai _ ss caterers 











GET THs | 
DISPLAY SET /CCL 
With your Book Visible orders 


Envelope Enclosures for statements 
and sales letters. 


Catalog Folders for sales people 
and special mailings. 


Window Display Set of three show 0 Today for 
cards and six price cards printed in voce cite: aie tee 
bright colors. This proven sales- business for you. Every- 
builder was announced last year, and one is a prospect for Book 
dealers report it multiplied Victor Visible—the faster way 











Book Visible sales many times. of record-keeping. 






















CTOR SAFE & EQUIPMENT CO., INC. |Z@>, 


NAWANDA, NEW YORK 
MOY AY SY MMQY ON WY Sa WY 
QY KK . QQAG \ MAG MY \\ QQ QQ 
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‘Another Great BQ 
for Sheaffer's World Parade 


LOU BREESE AND THE SHEAFFER PENMEN 


PLUS MORE 4- 

COLOR MAGAZINE 
AND NEWSPAPER 
ADS THAN ANY INK! 


Premium-position, full-color, pages in more 
than 100 broad-coverage Sunday news- 
papers and 68 national magazines. More 
than a billion eye impressions in 1945. 


ORDER SHEAFFER'S EYE-BUY LEAD 
CASE— Geta complete Sheaffer lead de- 
partment with all sizes, colors and grades— 
grit-free, original Fineline leads developed 
for Sheaffer by Jos. Dixon Crucible Co. 





@ SHEAFFER'S 
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Lou Breese is now conducting the SHEAFFER PENMEN 
Orchestra every Sunday, 3:00 to 3:30 P.M., EWT, over the 
entire NBC network, coast to coast. 

Lou Breese brings to Sheaffer's World Parade a back- 
ground of success in musical and “name band” circles— 
trumpet soloist at the elite Kit Kat Club, London, England; 
7 years as conductor for Paramount Theatres; 7 years as 
orchestra conductor and master of ceremonies at the Chez 
Paree, Chicago; currently musical director of the Chicago 
Theatre. 

Appearing on the same weekly Sheaffer’s World Parade 
with Lou Breese are Max Hill, news commentator—also guest 
commentators—a combination that makes this program one 
of the top daytime Sunday radio shows! 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 


Sell SKRIP in the 
Famous Top-WELL Bottle! 


SKRIP makes all pens write bet- 
ter, last longer, stay out of the 
repair shop. Sell Washable 
SKRIP for home and school use 
— Permanent SKRIP for records 
that must be preserved. 


SUCCESSOR TO 
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1,000,000° 


WOODEN FILING CABINETS WILL BE 
REPLACED BY AMERICAN INDUSTRY 
WHEN PEACE COMES... 


Sleekmarter 


FILING EQUIPMENT WILL BE READY 
TO DO THE JOB. 





*Your guess is as good as ours. 


pert Steel Sales Corporation 


300 EAST 145TH STREET *© NEW YORK 51, N. Y. 
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FOR TOMORROW'S DEMANDS 


BLUEPRINT YOUR PROSPECTS 


Many firms are now planning their post-war 
catalogs, sales manuals and price lists. 


Such plans call for flexibility that will provide 
for quick changes in design and construction 
of products, price and merchandising trends. 
Loose Leaf Sales Equipment is the answer. 


In Loose Leaf Sales Equipment #% and 
m=xf-Pcn Lines are pre-eminent. The broadest 
range of Loose Leaf mechanisms featuring con- 
venience of operation and durability are com- 
bined with cover designs of a richness that gives 
prestige regardless of budget limitations. 


Re-conversion to peace will open this profit- 
able field to you. The Catalog Division of Wilson 
Jones Co. is prepared to help you. 

rs 
Now is the time to make known to your 
prospects your capacity to fill their Loose Leaf 
catalog needs. co 





>>») WILSON JONES CO. <<< 


ELIZABETH CHICAGO NEW YORK 
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The way office girls feel at the end 
of a hard day is important to the 
wise employer. If they’re unduly 
tired, the day’s work has not been 
done with top efficiency—nor will 
tomorrow’s. 


Poor posture contributes heavily 
to office fatigue. Correct posture 
comes naturally with Harter Steel 
Posture Chairs. They provide the 
restful support and proper weight 
distribution essential to seated com- 
fort. Every Harter Posture Chair 
features both back and seat adjust- 
ments which are made quickly and 
easily to the individual require- 
ments of each worker. 


As soon as restrictions are lifted, 
Harter will resume the manufac- 
ture of Steel Posture Chairs for all 
office employees. A few exclusive 
dealerships for our Posture Line are 


available now, as well as franchises BUY MORE WAR BONDS Hf 


for Harter Executive Chairs. 


Write today for full details about 


tomorrow’s grand sales opportun- 

ities. Dept.O, Harter Corporation, tal (Q) Dp |B) 

Sturgis, Michigan. rT ri nh Nn 
STEEL POSTURE CHAIRS 
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COMING LEOPULD DESKS 
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ui 
| Offices of Excel Auto Radiator Co. Installed by Horders Inc., Chicago 


| 
Process Welded Plywood 


H : Q h | y H eet R es : stant |: the years of production-for-war, Leopold craftsmen and de- 


; signers have been busily engaged in developing ncw techniques of con- 





Modern in Design struction; perfecting new, exclusive designs. War-born qualities of greater 


| . ; ite utility and service have been incorporated into Leopold's future plans. 
| Firmly Resistant to Bruising 
| These new, smartly designed Leopold desks and office furniture 
Rounded Protective Corners await only the return to normal peacetime production. They will delight 
. : i both buyer and salesman according to Leopold’s long-established repu- 
Clear Mirror Grain Finishes 6 my eee. “P 
tation for unsurpassed crcellence in handcrafting fine woods into articles 


om es Consumer Convenience of beauty and utility. 


| 
| THE LEOPOLD COMPANY - Burlington, Iowa 
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ASE AURORA FILES ARE 








The appearance of an A-S-E Aurora File always stops a customer. He appreci- 
ates the lustrous, enamel finish—the handsomely designed hardware. Not only 
that, but there’s something rugged about the appearance of A-S-E Files—a 
strong, substantial appearance that promises long years of trouble-free service. 


>—/ 


It’s more than a promise—it’s a fact. Look an A-S-E File over closely and you'll 
see it’s built of rugged, heavyweight steel. Close examination will reveal other 
sales-building features, too—such as the smooth-action drawers that coast 
freely and silently. Customers like the fine locking mechanism, too. . . the 
trouble-free follower, which is easily manipulated with one hand. And don’t 
forget the extra filing capacity—26'%" clear filing space. 

So it’s no problem to figure out why A-S-E Aurora will mean quick turnover, 
steady and big profits. A-S-E Files will be sales-winners from start to finish. They 
will be easy to sell—hard to sell against! Write today for complete information. 


ALL-STEEL-EQUIP Company, Inc. 


600 Cleveland Avenue, Aurora, Illinois ‘ 
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We even surprised ourselves... 


AICO 


DESK PAD SHIPMENTS 


Because of the great demand, we 
aimed at keeping our AICO Desk 
Pad production at maximum level 
in 1944. It is amazing even to us 
that we were able to do as well as 


/ 


the records show to keep our cus- 
tomers supplied. For take a look 


at our man-power picture: 


UU 
\\\ 


here’s why it was amazing?! 


ioaa Feeney) — AICO'S 


SHRINKING MANPOWER 


1944 FSEEEEEKAREREES ERAN 1 | with substantial ls labor we increased po 


duction more than 150% over 1943. This 
1945 FEREFERR ERERE PER speaks volumes for AICO manufacturing effi- 
ciency! But take a look at our material situ- 


ation: 























Material?—another headache! 


AIcO 


19 
4S OOOSSSSSSSSSOM ye sk PAD MATERIAL 
1944 GESOECREEREY INVENTORY 


1945 Sioerary We were fortunate in our policy of maintaining a substantial 


y 
material inventory at all times. Under today's conditions, this 
inventory cannot be maintained—and it has been dwindling 
rapidly as our production soare 


We kept you “well padded” in 1944— 


and we will do our best in 1945. But, if shipments do not live up to 
formance—it will be because of the situations graphically illustrated 
will or effort on the part of the AICO organization. We will do our best 


GJ. AIGNER COMPANY 


503 SOUTH JEFFERSON STREET - CHICAGO 7, ILLINOIS 
World’s Leading Manufacturers of Indexes and Index Tabbings 





expectations or past AICO per- 
above—not through any lack of 
| 
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PHOTO BY AIR TECHNICAL SERVICE COMMAND 


| a war-time simile, Stein Bros. factory is a ‘‘tool kit’’—out of 


which emerge instruments of war. And so it will remain until conditions 
permit us to make—with skills acquired through the experience of 


war work—the quality products our Stebco Dealers find so profitable. 


eS 


© 


— 


STEIN BROS. Gilg) wre. CO., INC. 
231 SOUTH GREEN STREET * CHICAGO 7, ILLINOIS 


Fin EE BREE EF C£CASE S Aw wD PORTEZEFOEE OS SENCE O18 
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23 STOCK SIZES 


Due to the shortage of corrugated fibre-board the 
sale of Liberty Boxes, for the time being, must be 
confined to War Plants, Government Offices and 
Industries essential to the war effort. Reasonably 
prompt shipment can be made direct to any firms in 
the above catagories. Send your orders to us: 
1. Giving your customer’s name, address and order 
number. 2. Include a brief statement regarding his 
percentage of war work. 3. Instruct us to make ship- 
ment direct and advise whether it should be made 
Prepaid or Collect. We will invoice you and place 
your name on all shipping labels. 
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Here g, Howell Co- 1 American 


$336 SOUTH CLARK STREET 
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STORAGE BOXES | 





BANKERS BOX COMPANY 
Estaldished 1918 


CHICAGO 4, TLLENOTIS 

















OUT OF EVERY 





éstertrvok FOUNTAIN PENS 


ARE TAKEN BY ARMY AND 
NAVY PRIORITY ORDERS 












Two out of every three ESTERBROOK 
Fountain Pens are being shipped to 
our fighting men and women. 

When your customers know this they 
will understand if you are out of 


ESTERBROOK Fountain Pens. 


THE ESTERBROOK PEN CO. 
Camden, N. J. 
Canadian Representatives: 


The Brown Bros., Ltd., Toronto 


NUMBERED POINTS 


éstertivok 


.» RENEW-POINT FOUNTAIN PEN.. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 


( 





April 1, a BIG “red letter” day in this industry— 
several of our “boys” reached manhood and three 
firms have every reason to be heartily congratulated. 

Celebrating his FORTIETH year with Schooley Prtg. 
& Staty. Co., Kansas City, Mo., is that grand gentle- 
man, Joseph D. Landes. Starting with Mr. Schooley as 
a boy, Joe has risen to the position of secretary of the 
firm, and manager and buyer of stationery. 

Celebrating his THIRTIETH year in business is R. D. 
(Bob) Latsch, who, with his brother, Jerry, now op- 
erate one of the country’s finest, most modern and 
efficient stationery and office furniture stores in Lin- 
coln, Nebr. “Bob” has been a leader in this industry 
since his early days, being a former governor of the 
Eighth Region, member of many important commit- 
tees in local, district and national stationery circles, 
and now president of National Stationers Association. 

Then comes our good friend, Al Hansen, with 
TWENTY-FIVE years with the firm of Brown & Saen- 
ger of Sioux Falls, S. Dak. Al, while not located in the 
Eighth Region, does border on it, and has many 
friends located and traveling here. His many years 
have brought him success in his business and a posi- 
tion of highest regard and respect in his community. 

Our sincere and hearty congratulations to each of 
these gentlemen. May we have them with us in our 
daily work for many more happy anniversaries. 

s a s 

Another celebrant is our old friend and brother 
traveler, Fred Schaefer, the Sanford Ink executive, 
who, in March, reached that birthday anniversary that 
many men of older years envy—although his actions 
and appearance surely do not reflect it. Inasmuch as 
Fred is quite proud of his age, we shall let him tell 
you the surprise. Incidentally, Fred spent several days 





confined to his hotel room in Kansas City in March, catic 

suffering from a severe cold, which we hope he has 

since left behind him. POS 
* * * 


Mr and Mrs. Jack (Little Buster) Ellis of the F. S. © all v. 
Webster Company Ellisses, spent several days visiting 
relatives and friends in St. Louis and fattening up on Supf 
several juicy Missouri steaks. 


* * * 

Ed Schelpman, Elkins-Swyers Company, and Mrs. T 
Schelpman with George Wilkerson, Smead Manufac- comp 
turing Company, and Mrs. Wilkerson, all of Spring- 
field, Mo., toured to Kansas City late in March to —pa 


attend the showing there of the Icecapades and to 
permit the ladies to spend a “bit” of their husbands’ EQU 
hard-earned cash for Easter garments. Charlie Hick, 

Art Metal ambassador, entertained the couples at din- — hysj; 
ner at the Ad Club before the show. 
ales alr ( 

Flight Officer Art Pfister ‘hopped’ into Kansas City 4 
for an evening’s layover en route from his home in 
Hudson, Wis., where he spent a week’s leave, to his D¢ 
base in Dallas. He was met at the airport by Dan 
MacDougall, the Wilkersons, Vivian Fairow and your 
correspondent. Miss Fairow is second in command at h 
the Geo. E. Baird organization of Kansas City. the | 

* a * 

John C. Krueger, district manager of F. S. Webster 
Company, with headquartres in Chicago, visited his 
Kansas City dealers in March and conferred with his 
local representative, Jack Ellis. 

. a 


* * 


for j 





Bill Cromwell, Eaton Paper representative, and 
Stratton Terstegge of Crayola fame were seen “cover- 
ing’ St. Joseph, Mo., together recently. Stratton was 
supplying the materials with which to scribble on Bill’s 
papers. They say they waxed well on this trip. 

* * * 


The Elms Hotel at Excelsior Springs, Mo., recently” 
played host to that very attractive couple, Mr. and 
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You can write THREE prescriptions to 






VERYWHERE business operation is now 
E DEMANDING the ultimate in simplif- 
cation! Alert dealers are supplying it now through 
POSTINDEX, the fastest and most complete of 
all visual record systems, and in modern WABASH 
Supplies for streamlined Vertical Filing! 

These dealers are in best position to secure the 
complete office equipment market in their territory 
ART METAL STEEL OFFICE 
EQUIPMENT! They’ve proved they can simplify 


—postwar with 
business operation efficiently, successfully—they’ve 
already created order from confusion! 

Don’t miss this BIG opportunity! Write today 


for information on agency franchise for each of 


the Big Three—ART METAL STEEL OFFICE 


m cure Office Contusi 





EQUIPMENT, POSTINDEX VISIBLE RECORDS, 
WABASH FILING SUPPLIES! Address Agency 
Division, Art Metal Construction Company, 


Jamestown, New York. 


in Business Week and 


American Business! 


N € rs 4 . 4 Cc 
es 


. 


Metal] Products. 














ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES 
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2 Proved Profit Makers y= 


Ready to work for YOU. j 



















A FORM FOR EVERY EMPLOYEE—EVERY EMPLOYER A PROSPECT 


1945 W-2 (withholding Tax) 


Tremendous market! Sales resistance — nil! Scientifically de- 
signed; Government approved; carbon interleaved; single sets 
or strips of 6, one imprinted with employer's name and address 
collated with State forms if desired .... an exclusive feature! 





80,000,000 needed in 1945—Sell your share! 





Send for prices, discounts and Federal requirements. 
Examination of this perfect Redifixt W-2 Form will 
speedily convince you of its efficiency, universal sal- 
ability and profit-building value. 


PART ONE —--s. wt —— G  aenwes 
Oro 4 is 














: Se incredibly 
YU) LDIAr : F 4 5 T 
. ER ~ FINDS CORRECT TAX lV 
IN ONE 
| SIMPLE OPERATION Ev 
as for - / ee e Boon to paymasters! 94% of 
"\OVEE etek cine 009°C" |  w3 all tax computations right be- a 
Yi fore operator's eyes (the rest asl 
on reverse side). Regardless be 
of number of exemptions, just 
move wage dial to stated est 
wage and correct Withholding 
Tax sits there smiling at you! nai 
Sturdy, handsome, easy to he: 
work, E-Z Dial saves time, 
money, temper. No one who the 
has tried it would be without po: 
it. Supplied with daily, weekly, 
bi-weekly or semi-monthly ure 
charts. the 
SOLVES THE HARASSED PAYMASTER’S MOST AGGRAVATING PROBLEM Sars 
Insures Accuracy : Expedites Payroll Detail aid 
& & 
Consolidated Business Systems Inc. | 
30 Vesey Street, Department 27 New York 7, N. Y. 
Write for sample of new open faced Window Envelopes specially built to take W-2 form 
| Al 
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“1M GETTING AN 


A SHIPMENT ” 


Every mail brings us hundreds of in- 
quiries from busy people. We are 
asked where Autopoint Pencils can 
be obtained? This widespread inter- 
est is two-fold: 1. they have read our 
national advertising; 2. they have 
heard friends and associates express 
the utmost satisfaction which Auto- 
point Pencils always give them. Nat- 
urally, your customers are among 
those who are waiting to buy. The 


AUTOPOINT, TOO, WHEN 
MY DEALER RECEIVES 


Many are waiting for AUTOPOINTS 


"MY AUTOPOINT 
WRITES AS GOOD 

AS IT DID 
10 YEARS AGO" 


special features that distinguish Auto- 
point, including the famed and ex- 
clusive Grip-Tite tip, assure an ever 
expanding demand. 

Autopoint’s production facilities, as 
you know, have long been devoted 
to war work. Uncle Sam’s Armed 
Forces come first. When Victory is 
won, there will again be Autopoint 
Pencils. And there'll be plenty of cus- 
tomers waiting for them. 


BUY THAT WAR BOND—NOW! 


itopouu 
THE B BETTER PENCIL 


REG. TRADE MARK 


AUTOPOINT COMPANY e¢ 1801 FOSTER AVENUE, CHICAGO 40, ILLINOIS 
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QUICK DELIVERY 
ON 


VISIBLE BOOKS 


Our inventory of Visible Book 
Equipment is now complete—and 
we can make immediate delivery. 
It includes Automatic Shift and 
Non-Shift Books in several grades, 
sizes and capacities. Also a full 
range of stock forms. No other 
line offers such a wide assortment 
to choose from. 


The demand for Visible Record 
Books és definitely on the up-grade. 
They have proven their value in 
war industries—for Inventory and 
Stock Control, Cost and Produc- 
tion, Sales and Distribution, Per- 
sonnel, Pay Roll, ete. 


Dealers handling the Cesco line 
of Visible Equipment have a dis- 
tinct advantage—they can furnish 
equipment suitable for most every 
requirement—from the small mer- 
chant to the largest business organ- 
ization. 


AGENCIES AVAILABLE 


Established dealers are invited to cor- 
respond with us—perhaps your territory 
may be available. We also market an 
up-to-date line of standard Loose Leaf 
numbers. 


huh 


The C.E. SHEPPARD CO., 


44-Ol 21%! Street, - LONG ISLAND CITY, N.Y. 





Mrs. Arthur J. Walker of Minneapolis, who spent an 
enjoyable week taking advantage of the many features 
offered there. Art spent a day in Kansas City in the 
interests of his firm, Farnham Stationery & School 
Supply Company, of which he is president. 

cd * ” 

Paul Buckwalter and Walter Kane, National Blank 
Book representatives, spent a few days calling together 
on the trade in these parts late in March. 

on a a 


Our counter-spy reports that “Heine” Sengbusch, 
that elusive inkstand salesman, was caught easing 
from store to store in Wichita, Kans., recently, and in 
St. Louis just previously. He surely gets around quietly. 


Austin Waterbury, The Carter’s Ink Company, has 
been promoted to district manager, so the word comes, 
in charge of representatives in several midwest terri- 
tories. Congratulations, Austin. 


oa 1% 





FAMILIAR FIGURES. IN KANSAS CITY STATIONERY 
CIRCLES.—Flashing his 24-hour smile is Roy S. More- 
land, vice-president of Schooley Prtg. & Stationery Co., 
and lieutenant governor of NSA’s District No. 8. In the 
group at the right, Cliff W. Talty, manager of Gallup 
Map & Staty. Co., and one of his salesmen, Harry Mid- 
dlesworth. face the lens with Dan MacDougall (right), 
peripatetic emissary of the Stationers Loose Leaf Co. 


* * * 


Herb Beckman was reported confined to his hotel 
room in Kansas City for several days, suffering with a 
severe cold. Herb is the well-known Boorum & Pease 
representative in these parts. 

* * ok 

Illness also struck Cliff Talty, manager of Gallup 
Map & Stationery Company, Kansas City, recently, 
confining him to his home for ten days. He is now 
reported back at his desk and well on the way to 
complete recovery. It looks like one had better beware 
of Kansas City during March. 


* * * 


J. E. (Jerry) Latsch, Latsch Bros., Lincoln, Nebr., 
was healthy enough to cover a lot of ground in the 
west Missouri metropolis in March, spending several 
days there on business for his firm. Roy Moreland of 
Schooley’s, among others, reported a very pleasant 
and interesting visit with Jerry during his stay. 

oa ~ * 

Newel Auger, president of Wallace Pencil Company, 
spent several weeks of March and April visiting his 
representative and dealers on the West Coast. (Taking 
orders or cancellations, Newel?) 

” *” ok 

Wish Louie Brown, the E. Faber executive, would let 
us know where to look for his Oklahoma tourist, Bill 
Pickering, these days. Guess we better get out the old 
surrey and drive down to that Davis, Okla., ranch and 
dig him out. 

* * * 

Glimpses: Carl Schutz, Eagle Pencil, in his shirt 
Sleeves checking a dealer’s stock. . . . Ruedy Johnson, 
Omaha Stationery Company, holding a traveler’s club 
meeting at his desk. ... J. L. Wren, Oklahoma City, 
sneaking competitive desks in and out of his back 
door. .. . Leonard Wilcox, Hutchinson, Kans., stretch- 
1945 
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QUALITY is synonymous with 
SPEED-O-PRINT 


You are assured of quality if you choose 
Speed-O-Print duplicators and duplicating 
supplies. And that’s because they conform to 


the rigid specifications that quality stands for 
... the faithful and relentless adherence 

to this threesome: topnotch materials, 
workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability 

to progressively serve. 





SPEED-0-PRINT CORPORATION | 
161 E. GRAND AVE., CHICAGO 11, ILL. 





OF 





1,000,000" 


WOODEN CARD CABINETS WILL BE 
REPLACED BY AMERICAN INDUSTRY 
WHEN PEACE COMES... 


Sleemarter 


CARD CABINETS WILL BE READY TO 
DO THE JOB! 





*Your guess is as good as ours. 


pet Stel Sales Corporation 


300 EAST 145TH STREET »* NEW YORK 51, N. Y. 
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THESE ITEMS ? 


For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 


tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


\' a: oe ee” 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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ing his limbs strutting Baltimore Avenue, Kansas City, 
from one end to the other... . Bob Valleau, Milwaukee 
Chair Company, valiantly passing all doorways be- 
tween Eleventh and Twelfth Streets, in Kansas City. 
. . . Hartley Comfort, president of Comfort Prtg. & 
Staty. Co., St. Louis, cutting the grass on his new 30- 
acre estate, in St. Louis County. ... “Binks” Wein- 
gaertner, Belleville, Ill., supervising the work of his 
brother club members preparing the club grounds for 
summer activities. ... Walter Guy, Arkansas Printing 
& Lithographing Company, Little Rock, making half- 
dollar bets with one-half of a dollar bill. 


oe * ak 
Miss Nanette MacDougall entertained her parents, 
Mr. and Mrs. Dan A. MacDougall, and her sister, 
Donna Lee, of Kansas City, at Jacksonville, Ill., where 


| she is attending college. The occasion was “Dad’s Day” 


on the campus. 
* * * 

Louis Blair of S. G. Adams Company, St. Louis, with 
three business friends to complete a foursome, sky- 
toured to Gulfport and Biloxi the last of March for 
two weeks of golf and swimming. En route home, Lou 
detoured to New Orleans to visit friends, and to 
sample some of the famous solid and liquid refresh- 
ments for which that city is famous. 

* ob * 

Gerry Manning of Joplin Printing Company, Joplin, 
Mo., and Frank McClure of Inland Printing Company, 
Springfield, Mo., must be hiding out together. Haven’t 
seen or heard of them since their candidate for gov- 
ernor lost the election. 

* * * 

J. D. “Dick” Hennessy, sales manager for Standard 
Printing Company, Hannibal, Mo., is another of those 
poor fellows whose customers seem to want only what 
can’t be had. Dick does a good job of running a lot 
of those critical items up an alley where he can cap- 
ture them, however. 

oe * * 

’Tis sure good to see our old friend, Joe Nacy, back 
on the job at Midland Stationery Store, Jefferson City, 
Mo., after a long absence, during which time he was 
located in Washington, D. C., in Government work. 
Welcome back home, Joe. 

* * * 

Milt Navrat of Hutch-Line, stationers and office out- 
fitters of Hutchinson, Kans., still finds ample time 
these busy days to puff regularly on those big black 
cigars. They are the one critical item Milt can still 
find some salesmen carrying. 

* * * 

Word from Hasings, Nebr., verifies previous an- 
nouncements that Clarence Hyde, Hastings Typewriter 
Company, really has a beautiful new store there. Clar- 
ence recently invited S 2/c Ray L. Zehr, formerly of 
Jacquin & Company, Peoria, Ill., now at the Navy 
ammunition plant at Hastings, to lunch with him at 
the Lions Club. 

eB 
“MUZAK” INSTALLED IN POMERANTZ STORE 


“Music while you wait” is the new feature of A. Pom- 


erantz & Company store at Philadelphia, Pa. Follow- — 


ing installation of the system, called “Muzak,” Richard 
Pomerantz declared, “We have found its fine music 
to be very satisfactory in its psychological effect. One 
of our customers stated that he did not mind waiting 
to be waited upon. It is also very pleasing to the em- 
ployees and the cost is so nominal that we would 
recommend it for other retail establishments.” 
a 
A.C. KIENLY RESIGNS FROM ROYAL 


Royal Typewriter Company has announced to its 
organization, with regret, the resignation of Andrew 


ea RIPEN: 


C. Kienly as sales manager of the portable division. | 


Mr. Kienly is returning to California, where he lived 
for many years, and has become affiliated with a 
large West Coast distributing firm in an executive 
capacity. 
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R. C. Allen No. 1055 


Ace Statement Machine 
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would LIKE ALL R. C. ALLEN BUSINESS MACHINES, the “‘Ace’”’ Statement Machine is exceptional 
in looks and performance. It incorporates every factor for safe and accurate operation, plus such 
Allen specialties as visible dials, automatic clear signal and fast keyboard. The “‘Ace”’ 
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“aed R.C.Allen Business Machines 


A ALLEN CALCULATOR 
ecutive 


i 
can be used for i 
; 
i 


,», INCORPORATED 
678 FRONT AVE.,N.W. GRAND RAPIDS 4, MICHIGAN 
Makers of World Renowned Business Machines 


— 
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When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 


ond Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated 





ache... 


TODAY... A SCHOOLBOY 
TOMORROW... A BUSINESS EXECUTIVE 


America's hope for the future rests on Jack and millions of school boys of his type. The Jack who sits 
behind a school desk today will in a few short years be the business executive making far reaching de- 
cisions . . . coping with serious problems at his INDIANA DESK. Part of America's greatness is due to 
its ceaseless growth and change. We believe that Jack, the symbol of tomorrow's executive, will have 
new business needs in the bright new world ahead. It's a wise company that keeps pace with the 
times. We offer this sincere pledge . . . Indiana Desks will measure up to tomorrow's business de- | 
mands as they have met the requirements of the office today. 


INDIANA DESK CO. 


JASPER, INDIANA 
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PORTABLE DESK FILE 


A combination letter file with safety personal com- 
partment. Offers a means to keep private papers 
really private. Can be moved from place to place 
and because of reversible follow block can be used 
on either side of desk. Both upper and lower com- 
partments are fitted with locks and keys for privacy. 
Lower compartment is entirely concealed from 


view when used up against end of desk. 


Made of high quality pressed wood. Olive green 


finish. Brushed brass handles at each end. Guide —_— orn ee 
. omse Commertnn 

rod operates in a depressed groove designed for $ 12%" x" x 
: ° , : ’ 29.00 Upper Compartment 
eyeletted operation. Height 30” 1234” x 10l/9” x 24” 


WOOD CARD CABINETS 


These desirable cabinets are designed for card 
records and other forms. 





Finished in a beautiful shade of olive green. 
Sturdily built of a high grade plywood. 
Equipped with brass plate cardholder, drawer 
pull and compressor. 


ONE DRAWER UNITS 








No. For Depth Capacity Price 
83G 3x5 cards 18” 1800 cards $5.00 
84G 4x6 cards 18” 1800 cards 5.75 
: 85G 5x8 cards 18” 1800 cards 6.50 
oO sits 
g de- TWO DRAWER UNITS 
ue to 8326 3x5 cards 18” 3600 cards $7.75 
have 8426 4x6 cards 18” 3600 cards 9.00 
, the 852G 5x8 cards 18” 3600 cards 10.75 
; de- 








COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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NATIUNAL 


JESAs 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 





—— 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A survey conducted among the retail stationer and 
business equipment firms in this city shows that these 
establishments rounded out the first quarter of the 
current year with a slight increase in sales over the 
same period for 1944. In the typewriter division, sales 
have, of course, been determined by rationing, but 
sales of replacement parts and the bulk of service has 
been good. Continued good business is predicted in 
these departments until production on new machines 
is resumed. 

* * x 

Speaking of rationing, a report on the allottment 
of typewriters for the second quarter for this area, 
comprising 40 counties, shows a sharp reduction in the 
number of machines allotted. 

During the first quarter, a total of 174 machines 
were rationed, as follows: L. C. Smith, 48; Royal, 35; 
Remington, 61; Electromatics, 13; Underwood, 15; and 
Woodstock, 2. 

For the second quarter, this number has been re- 
duced to 38—25 Remingtons and 13 L. C. Smiths. 

* a * 


Frank C. Hall, popular manager of the local branch 
of Underwood Corporation, is ready to admit that in 
these days it frequently costs a lot of money to render 
a little service. And, to illustrate his point, he reports 
that on a recent order for four ribbons, time and car- 
fare totaled $6.20, while the order brought in a gross 
revenue of $3.50. 

Mr. Hall has been named a member of a committee 
appointed to raise $300,000 for construction of a scien- 
tific building at St. Mary’s University here. 

And Ross Maddox, Jr., son of the service manager 
of this branch, has returned to his post as an aviation 
cadet in the U. S. Navy, following a month’s furlough 
spent with his parents. 

* +. * 

Mrs. Lessi Cassidy, who has been head of the social 
stationery department at Paul Anderson Company, has 
resigned to accept a position with a firm in New York. 
She has been succeeded by Mrs. Bertha Freeman. 

Mrs. Phyllis Robinson has joined the sales staff of 
this firm and has been assigned to commercial sales. 

Mrs. Terry Conner, in charge of engineering sup- 
plies for this firm, has done a good job in the promo- 
tion of her merchandise. Her stocks are well arranged, 
the displays are effectively presented, and she has 
enjoyed a good increase in sales. Her lines consist of 
drafting and engineering instruments and supplies. 

Mrs. G. S. Thorne has returned to her home after 
spending four weeks in a local hospital, where she 
underwent a serious operation. 

* * * 


G. C. Zimmerman, who has built up a good business 
in typewriter repairs and overhauls, has found it a 
good policy to confine a majority of his activities to 
the Milam Building, wherein his offices are located. 
This 22-story building houses a large number of offices 
from which Zimmerman draws a good trade. 

* cs * 

Miss Laura O. Yniques has joined this organization 

as secretary to Mr. Zimmerman. 
a * * 

Miss Janis Greisler and Wilbur J. Matthews have 
joined the staff of The Clegg Company, being em- 
ployed in commercial stationery sales. 

This firm has materially increased its sale of greet- 
ing cards by grouping them in assorted lots and offer- 
ing the group at a popular price. 

One box contains 16 cards of which eight are birth- 
day; five are “get well’; one is sympathy; one, con- 
gratulations, and one, baby congratulations. This box 
retails at $1.25. 

A second box contains 14 cards—six birthday; three 
“get well’; one, sympathy; one, congratulations; two, 
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= Prevail at Your Place 
ger 
7 Are unfilled orders piling up? Bookkeeping away be- 
hind? Billing delayed? All because of help shortages? If 
frantic appeals to your employment office or agency have 
vow: failed, it’s not their fault. It could be you're calling the 
wk. wrong man! 
Many persons faced with this same problem have 
' = helped solve it by giving the Buyer his inning. If you 
ap- can’t get more help you must get more work from the help 
no- you have. This you cannot do if faulty posture is sap- 
ping the energy and initiative your seated workers need. 
of Not even normal effort-output can be expected so long 
. as your employees are forced to sit all day on chairs 
mae that cramp their muscles, curve their spines, and fray 
their nerves, leaving them too fatigued to care whether 
school keeps or not! 
‘- Correct energy-cOmserving posture is the answer to 
"a fullest efficiency — accuracy and maximum work-output 
ed. on the part of your seated employees. It is this all im- 
ces portant answer which Cramer Posture Chairs provide. 
WRITE FOR ILLUSTRATED LITERATURE 
ion (Some metal models are again available; and several 
choice dealer opportunities are now open) 
ave 
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Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 
New York 7 — San Francisco 5 
1905 Commerce St., PRINCIPAL CITIES 11 Prior St., 
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baby congratulations, and one, friendship. It sells 
for $1.19. 
. * * 

Members of the Maverick-Clarke Boosters Club held 
a dance at Knights of Columbus Hall on the night of 
April 28, with a full attendance enjoying a most de- 
lightful evening. J. O. Martyn, salesman, is president 
of the club. 

On the morning of March 29 a meeting of these 
members was held in the store, at which time Dr. John 
W. Davis, nationally-known orator, gave a short talk, 
followed by an announcement by President R. C. Hill 
on the Maverick-Clarke profit-sharing retirement 
plan. 

* * * 

Carl Morris of the service department of Marchant 
Calculating Machine Company at Kansas City, has 
returned to his home following a monh at the local 
branch. Tom Burkholder is local agent. 

* * * 

Three men have finished their training at the local 
branch of Monroe Calculating Machine Company, Inc., 
and have been transferred to other posts. J. E. 
Weathered has been assigned to Oakland, Calif., while 
J. H. Irby and Walter W. Hemmings have gone to New 
Orleans. 

A. B. Newton is in charge of the San Antonio branch. 

. * * 


Mrs. Amy Williams, of the city supply sales staff of 
Royal Typewriter Company, has returned to her duties 
following an absence of several weeks caused by an 
operation. Mrs. Williams is well known and well liked 
among the trade and her return is a welcome event. 


* * * 


Southern Sales and Service have mapped out pre- 
liminary plans for expansion. They have acquired the 
store space immediately adjacent to their present 
location and are planning on expansion. Subject to 
approval of the owner, plans call for a remodeling and 
improvement program that will provide a modern 
sales and service store of which any firm might well 
be proud. 

* * * 

Mrs. M. R. Allen, wife of the owner of Central Type- 
writer Company, has shown her own initiative by de- 
signing a rubber stamp for use on post cards to notify 
renters of typewriters when their rent is due. Needless 
to state, this little plan has saved much work. 


9 iE 


HILL SHEAFFER WORLD PARADE COMMENTATOR 


The W. A. Sheaffer Pen Company, sponsor of the 
Sheaffer’s World Parade, broadcast each Sunday from 
3:00 to 3:30 p.m. E.W.T., over the entire NBC system 
from coast to coast, has secured Max Hill as featured 
commentator. Each Sunday Mr. Hill has a guest 
commentator. 

Mr. Hill is one war correspondent who speaks with 
first-hand knowledge of front-line war. He arrived 
in Tokyo in December, 1940, as head of the Associated 
Press bureau there. The day after the Jap attack on 
Pearl Harbor he was arrested by the Japanese Imperial 
Government for filing stories “detrimental to Japanese 
diplomacy,” and was thrown into a Jap prison, where 
he remained until June, 1942. Mr. Hill was then put 
aboard the exchange ship “Asama Maru,” later being 
transferred to the “Gripsholm” for his voyage to the 
United States. 


f 
F 


: 
As a direct result of his eventful voyage, Mr. Hill | 


authored the book, Exchange Ship. 


Back on U. S. soil, he joined the National Broadcast- | 


ing Company and immediately embarked for the 
Mediterranean war theater in December, 1943. 

Already well established as one of the favorite 
Sunday programs, Sheaffer’s World Parade is bound 
to increase in nation-wide popularity with the addition 
of Max Hill to its list of stars, including Lou Breese 
and the Sheaffer Penmen orchestra. 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples. 


2-n 
wy 
(f° 





MODEL B-100 STAPLING PLIER $5.25 
For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 


corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-3,. 





MODEL S-100 STAPLING PLIER $4.75 
A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage 
but can be used for any stapling operation within its capac- 


ity. Clog-proof so that it will give constant production. 
Use NEVA-CLOG A-1000 or L-1000 Staples. 
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Something 
TO 


Remember 


B, far the greater part of Neva- 
Clog machines produced since July I, 
1941, have been drafted for the war 
effort, all classified I-A. 


They have been doing a wonderful 
job on the production front, and after 
the war is over many of the new uses 
developed will result in additional 


profitable business for you. 


When peacetime business is the 


order of the day. 


NEVA-CLOG STAPLING PLIERS 


yi 


lhe Machine of a 


Thousand Uses” 


will be back on peacetime jobs 


"Fastening Things Together" 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 





Catal uwAgE Fibrcau 


BA SKET KNO WN TO A CONT nian 


Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 
218 Greenwich St. New York 8, N. Y 





HAZEL RESUMES MANUFACTURE OF BINDERS 


Ernest Hazel, Jr., comes back to his first love, the 
Hazel county record binder, after many months away 
from the manufacturing field. He is now manufac- 
turing his county record binders in a new plant in 
St. Louis, Mo. 

Mr. Hazel spent over ten years traveling the South 
and Midwest introducing the Hazel binders to the 
counties and county supply dealers, during which time 





his products gained an enviable reputation and may 
be found in many courthouses through the central 
states. 

Starting business in 1916 with his father, Ernest 
Hazel, Sr., in Atchison, Kans., this long association 
was interrupted when Ernest, Jr., enlisted in April, 
1917, for service in the First World War. Returning 
to that business following his discharge he spent 
several years calling exclusively with county officials 
of Kansas, where he made many friends and enjoyed 
fine returns for his efforts. He and his father re- 
mained business associates until January, 1944, when 
they both retired from the old firm. 

Mr. Hazel is now located at his factory, 216 South 
Seventh Boulevard, St. Louis, Mo., where he is devot- 
ing his entire time to manufacturing and marketing 
the new Hazel automatic-locking and_ short-pull 


county record binders. 
———— 9. 


SAN FRANCISCO FIRM BUYS BUILDING 


Stevenson & Son, San Francisco, Calif., one of the 
largest office furniture firms in the city, has recently 
purchased the six-story building at 601 Mission Street. 
This company, owned by D. K.:Stevenson and actively 
managed by Marshall Ball, distributes nationally- 
known lines of office furniture in its territory and 
at present occupies the ground floor and two upper 
floors of the building just purchased. According to | 
Mr. Ball, extensive improvements are planned for the 
post-war period. i 


SON SUCCEEDS FATHER ON ROYAL BOARD 

T. Reed Vreeland, international banker and youngest 
son of the late Herbert Harold Vreeland, has been 
elected a director of Royal Typewriter Company, Inc., 
announces president E. C. Faustmann. 

The new director, now 46, was for six years a di- 
rector of Visible Writing Machine Company, Ltd., 
British subsidiary of Royal Typewriter, while repre- 
senting a New York banking firm in London. 

——- oe ; 
FORT WAYNE FIRM INCORPORATES 

The Business Equipment Company, Inc., Fort Wayne, | 
Ind., has filed articles of incorporation in the Allen 
County recorder’s office. Arden G. Ober of Indianapolis | 
was named the resident agent. He and Emma Ober | 
and Alberta B. Crail, also of Indianapolis, are the | 
incorporators. The capitalization comprises 1,000 
shares of common stock of no par value-——AK 

eee 
PETER PAUL FIRM TO NEW QUARTERS 

Peter Paul Mechanical Service announces removal to | 
a new home at 750 Centre Street, Jamaica Plain 30, © 
Mass. In the enlarged quarters is offered a complete | 
office supply service in addition to regular mainten- | 
ance and repair service on typewriters and adding | 
machines. 


— 








2 
LEON I. WALLING ELECTED FIRM SECRETARY 


Leon I. Walling, proprietor of the Dearborn Type- 
writer and Adding Machine Sales Service, Dearborn, 
Mich., has been appointed secretary of the Office Ma- 
chine Dealers Service, Inc., with headquarters in De- 
troit. Mr. Walling is also the regional governor of the 
National Office Machine Dealers Association and di- 
rects their activities throughout Michigan and all of 
Canada. The newly-formed Office Machine Dealers 
Service will wholesale office equipment to dealers 
throughout the Central West. 
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OAKVILLE COMPANY 
DIVISION 





REG. V.S.PAT.OFF 


Oakville continues its practice of propor- 
tional allocation based on 1940 shipments. 
We all look forward to the day when loyal 
Oakville dealers will be able to fill all 
demands for the famous Yellow Box Line 
of fastening devices — Pins, Clips, Fasten- 


ers, Thumb Tacks and related items. 





The Home of The Famous Yellow Box Line 


OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury 86, Connecticut 


NEW YORK « CHICAGO « SAN FRANCISCO In Canada: BROWN BROS., LTD., TORONTO 2 
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LEE TRENHOLM NAMED APRA OFFICIAL 
Headquarters of the American Public Relations As- 


sociation at Washington, D. C., announces that Lee 
Trenholm, director of public relations division, Under- 
4a UR TH wood Elliott Fisher, Ltd., Toronto, Canada, has been 
named by its board of governors as Canadian vice- 


president of the APRA. 

ANNIVERSARY Mr. Trenholm has, since 1938, been in charge of all 
publicity, advertising and public and employee rela- 

tions for Underwood Elliott Fisher in Toronto. At one 


Y E A R time he was the youngest newspaper correspondent at- 
tached to the congressional press gallery in Washing- 
ton, D. C. He spent eight years on some of the leading 























newspapers in the United States as reporter, cor- 
YOU BET! respondent and city editor. For ten years he operated 
his own public relations firm in New York City. In 
WE ARE PROUD OF THOSE 50 YEARS OF 1943, he was elected president of the Advertising and 
MAKING CARBON PAPERS AND TYPE- Sales Club of Toronto and was re-elected to the same 
WRITER RIBBONS WE HAVE SOLD YOU. position in 1944, the first president of the club in ten 
' years and the third in its entire history to be named to 
ENUFF SAID! succeed himself. 
iii a ; 
‘ia PUBLISH HANDY WAGE-SALARY CONTROL GUIDE | 
| AMERICAN ace « The Bureau of National Affairs, Inc., Washington, | 
ee | D. C., announces publication of “Wartime Wage Con- | 
f a trol and Dispute Settlement,” 567 pages, available at 
ARBON PAPED $6.75 a copy. The Bureau may be addressed at 24th 


and N Streets, N. W., Washington 7, D. C. 
Here, for the first time, all regulations relating to 
wage-salary stabilization have been collected into a 























|| Attra | || single volume for convenient reference use. Prepared 
|| ——=} | | by the editorial staff of the Bureau of National Affairs, 
a | Inc., the book is designed for use as a desk manual 
aaa for the checking of wage and salary plans and policies 
" " " " " in the formation stage. As an extra feature, WLB rules 
DREAM U. S. AMERICAN ACE and procedures for the settlement of wartime disputes 
Three carbon paper names that are making dealers’ are included. 
sales soar! All three grades feature the elimination of ARNG bere Cer 
curl, smear and treeing, due to the advanced formulation NATHAN FRANKLIN SELLS MILWAUKEE FIRM 
processes developed by our laboratories. Nathan Franklin, who has been owner of the Office 
lf you are a sales-conscious dealer learn more about Furniture Company, Inc., at Milwaukee, Wis., for the 
"U.S." Carbon Papers. Just write on your business letter- past 18 years, announces that on March 19 he sold his 
head for free samples and prices . . . prices that allow business to Louis S. Temkin, Lee F. Temkin and Simon 
a dealer to make real profits. Klinger, who will continue operations under the same 
name. Mr. Franklin is retiring from the furniture 
business and moving to California. In active charge 
FLAT @IRON of the new firm will be Louis S. Temkin, who has been 
in business in Milwaukee for the past 25 years. Al- 


PROCESSED 


CARBON PAPER though not a furniture man, he has had many years 
a of business experience and has developed a large | 


Milwaukee following. 
en 


Gr CINCINNATI FIRM CHANGES LOCATION 
tes William B. Hall, shop and office equipment company 
at Cincinnati, Ohio, announces change in office loca- 


tion from the high water district to higher ground 
at 214 East Eighth Street, second floor. Here, Mr. 
Hall will continue to act as distributor for Vogel- 














B. S. TYPEWRITER RIBBON MPG. CB. Peterson Company checkroom equipment, Schwab | 

ra coma safes and vault doors, Lyon and Toledo shop and | 

factory equipment and various other lines. ' 

That new curl-proof carbon paper sensation, Flat Iron ee 

by name, has certainly made a hit .. . and no wonder MASHEK APPOINTS PACIFIC COAST SALESMEN 
- it's a permanently flat sheet that wears /ike iron! R. W. Heck, sales manager of The Frank Mashek 
Flat Iron is an item you will take pride in selling, Mr. Company, Chicago, announces the appointment of 
Dealer, and one that will show real profits! Just clip this Herbert I. Henry as Mashek representative in the 
advertisement to your letterhead and we will send free Pacific Coast area. Mr. Henry, who is well known to 
samples and prices. No obligation, of course. dealers in the 11 states of his territory, maintains 


headquarters at 742 South Hill Street, Los Angeles, 


. ‘ Calif. 
ay . oo = 


U. S. Typewriter ae? TIGER CENTURY DESK COMPANY LAUNCHES CAMPAIGN 


Century Desk Company, New York City, has under- 

| taken its largest newspaper advertising campaign to 

publicize its refinishing and re-upholstering services. 

_ Schedules call for insertions in two morning and one 

| evening paper. The account is handled by the Moss & 
Arnold Company. 


Filbert at Tenth St. © A BD: ' Philadelphia, Pa. 
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MILTON BERLE IN “LET YOURSELF Go” 
EVERY WEDNESDAY NIGHT 
one radi 


e you even 


No other peo manufacturers giv 
this big-time calibre. Yet EVERSHARP gives you 
build postw4t sales for you! 
spot ANNOUNCEMENTS _— REACHING 
— EVERY WEEK! 


Wo LEAD 
MILLIONS OF LISTENERS Twic 


So... AMERICA W 
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NS OF AVERSHAR 
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EYES ARE ON 
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~BILLFORM “Processed” 
CARBON PAPERS 


Curl Resistant 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 
carbon will curl. It’s easy to handle, easy 
to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE e BROOKLYN 16, N. Y. 
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BUDDY POPPY SALE HELD BY V.F.W. IN MAY 


Again during the week of Memorial Day in May, 
the Veterans of Foreign Wars of the United States 
will conduct their annual national sale of “Buddy” 
poppies made by disabled and needy ex-service men 
to raise funds for relief work. 

Selected as the official Buddy Poppy Girl for posters 
is Jean Clair Sullivan, the daughter of Colonel Alex- 
ander C. Sullivan, U.S.A., retired, and Mrs. Claire 
Cardon Sullivan. She has seven cousins in the service, 
five in the Army and two in the Navy. Miss Sullivan 





OFFICIAL V.F.W. BUDDY POPPY POSTER 


now is a Warner Brothers star and was married early 
in 1945 to Lt. Joe E. Grenzeback. 

A portion of the proceeds from the poppy sales is 
dedicated each year to the V.F.W. National Home for 
Widows and Orphans of Ex-Service Men. At the 
present time a 24-bed nursery building is under con- 
struction at the Home in anticipation of the demand 
to care for smaller children, and further construction 
of buildings is projected. The basic purpose of the 
Home, according to V.F.W. officials, is to give as 
many orphans of veterans as possible the opportunity 
of enjoying those privileges to which every American 


boy and girl is entitled. 
© ete 


HOOKS RETURNS TO MOORE PUSH-PIN 
Herbert C. Hooks has resumed his duties as sales 
manager of the Moore Push-Pin Company, Philadel- 
phia, Pa., after a brief sojourn in another field of 
endeavor. 








WEDDINGS. 


REGAN—SHANKLAND 


Charles Myron Regan, former governor of District 
7, National Stationers Association, is receiving the 
congratulations of his friends following his marriage 
to Margaret Fernie Shankland. The wedding was an 
event of Saturday, April 7, at South St. Paul, Minn., 
where Mr. Regan is associated with the Globe Pub- 
lishing Company, Inc. 





* * * 


T. H. Wenstrom, secretary of the Copy Right Manu- 
facturing Co., New York, N. Y., and Senta Stierstorfer 
were married early in April. The happy couple spent 
their honeymoon at Miami Beach, Fla., where they 
occupied the bridal suite in the South Seas hotel. 
Mr. and Mrs. Wenstrom will make their home in Jack- 
son Heights, New York. 
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os FOR EVERY RECORD—A WAY TO KEEP IT! —_ 

ore: GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 

BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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LONG RANGE MANUFACTURING VISION 


Now, more than ever before, long range manu- 
facturing vision is proving as important in 
maintaining today’s capricious markets as it 
has been in supporting our nation’s military 
accomplishments. That is why the long estab- 
lished M&V policy of producing finer inked 
ribbons and carbon papers has enabled its 


dealer organization to hold old customers and 
> 


obtain new ones in these trying times. Dealers 
everywhere, know from past experience that 
customers who have used M&V products will 
steadfastly continue to do so. They have 
learned to appreciate their unmatched excel- 
lence, for even these days M&V inked rib- 
bons and carbon papers are still manufactured 


up to a standard and not down to a price! 





MITTAG AND 


ESTABLISHED 


PAPERS & 


112 


INKED RIBBONS 


VOLGER, INC. 


1881 
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The Height of Comfort Desk 


CREATED BY 








Measure 


Your Desk 


SHAW-WALKER’S 


» | New Low Desk 


The very first time you sit down at this desk you'll be amazed at 
the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 
day, alert and at ease . . . turning out more work than ever before. 


Created by Shaw-Walker and first introduced in 1938, the 
29-inch natural working height was nationalized as standard in 
1941.—The New Low Desk, is only one of the 8000 office necessities 
that will again be available after victory. All carry the famous 
“Built Like a Skyscraper” trade-mark. 


GHAW-WALKER 


MUSKEGON, MICHIGAN 





SHAW-WALKER 








NEW LOW DESK, STANDARD MODEL 





NEW LOW DESK, ISLAND BASE MODEL 




















LARGEST EXCLUSIVE M 





AKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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N OW MORE THAN EVER 


EXPERIENCE COUNTS | 


Making chairs a few years ago was a cinch. With plenty of help 





available and the right kind of materials always in abundance, 





accepted methods of chair making could be employed with fair 
success by most any factory. But even then chair making experience 
was the priceless factor which spelled the difference between the 


mediocre and the preeminent. 


Today, more than ever, experience really counts. With shortages in 


all categories and restrictions of every kind, chair making experience 





is vital. Knowing what can and what cannot be done—when and 


when not to do it—and what to use and how to use it—that is 


“know how.” 


It is because we at HIGH POINT “know how” to make chairs 


that we are able to maintain our confidence in our line. This confidence 





we share with you and you with your customers. 


HIGH POINT BENDING & CHAIR CO. SILER CITY, N. C. 
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Quality ts riever avian. 


DESKS OR IN GOL Civ. 


With the arrival of spring, some fancies turn to love . . . others turn to golf. 
For this is the time of year when golf enthusiasts remove golf equipment from 
the dark recesses of winter hideaways and gleefully contemplate breaking 
course records. To those who take their golf seriously, the caliber of their golf 
clubs cannot be overestimated. Experts demand the best in equipment . . 

matched clubs with the right balance, the correct weight, and everything else 
that makes for top-flight performance. It is an obvious fact that every expert is 
discriminating in his choice of working tools. In his own realm, the successful 
business man desires the finest office equipment. IMPERIAL DESKS are designed 
for these particular business men. Even during this war period, we have main- 
tained a high standard of quality, but it has only been accomplished through 
conscious, painstaking effort. It is undeniably true . . . Quality is Never Acci- 


dental . . . IMPERIAL DESKS prove that fact. 
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EVANSVILLE 7, INOIAMS 


member WOOD office furniture institute 








or the same beautiful cushion 


with SHREDDED FOAM 
RUBBER 


No. 600—Leatherette and Fibre-X, With Border, $5 00 
Executive Type Only . . . Lists at 2 


The fastest-selling chair cushions ever to hit the trade! Chair 
Cushions that have good-looks, greater comfort, longer-lasting 
durability. 
Executive Type: 
No. 500—Leatherette and Fibre-X, Spring Unit, 
$9.00 


With Border .. . Lists at 
No. 100—Leatherette and Fibre-X, Cotton- 
Filled . . . Lists at $3.00 
Lists at . cb $2.00 
No. 300—Leatherette and Fibre-X, Knife Edge, 
Lists at rz $2.50 


Secretarial Type: 
No. 400—Fabric and Fibre-X, Knife Edge, 
No. 200—Leatherette and Fibre-X, Cotton-Filled, 

With Border . . . Lists at $3.00 


USUAL DEALER DISCOUNTS 


Immediate Delivery. All Prices F.O.B. Factory 
Enter Your Order Today. 


CENTURY LEATHER FURNITURE CO. 


213 Greene St. 
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New York 12,N. Y. 


For Our Country 








* GOLD STARS « 


in the Industry’s Service Flag 











Pvt. Lindley Bronson, 28, son of Col. and Mrs. Ben- 
nett Bronson, Waterbury, Conn., was killed in action 
in Germany on March 14, the War Department has 
informed his wife, Mrs. Margaret Bronson, of Water- 
town, Conn. 

Father of three children, Pvt. Bronson resigned as 
production line head of the Oakville Company, division 
of the Scovill Manufacturing Company, to join his 
father, brother and sister in the armed forces. He 
enlisted in the U. S. Army last June and went over- 
seas with an infantry unit in January, 1945. Born in 
Waterbury, Pvt. Bronson was a graduate of St. Paul’s 
School and studied later at Yale—(New York Times). 


American Writing Machine Stores division of Rem- 
ington Rand Inc. announces the death of Jack Dun- 
chock, who was killed in the recent action in Germany. 
He started with the organization as a mechanic in 
Detroit on March 16, 1937, and left to join the U. S. 
Army on March 1, 1942. 





Industry Members Missing in Action 











Lt. Bernard “Bob” Day, 20-year-old pilot with the 
U. S. 15th Air Force in Italy, has been reported miss- 
ing in action, announces his father, Capt. Bernard L. 
Day. Bob had only recently cheered the hearts of his 
co-workers at the University Book Store on University 
Way, Seattle, Wash., when he was awarded the Air 
Medal. He was a student at the University of Wash- 
ington while associated with the bookstore and before 
joining the Air Forces.—CML 





Industry Members Now Serving With the 
Armed Forces in the United States 











H. C. McPike, Sr., vice-president and general man- 
ager, Weis Manufacturing Company, Monroe, Mich., 
and Mrs. McPike have two sons with the armed forces. 
Lt. Harold Curtis McPike is with the AAF and Cpl. 
John McPike is now at Alexandria, La., with a B-17 
crew awaiting overseas assignment. 

Lt. McPike attended the University of Michigan, 
graduating in 1943. He enlisted in the AAF while in 
school for a service call in November, 1943. He was 
placed in charge of the maintenance of fighter planes 
at Venice, Fla., with the Third Air Command. Cpl. 
McPike enlisted in the Army Reserve while at Michi- 
gan State College and was called for basic training 
in April, 1943. He graduated in radio at Sioux Falls, 
S. Dak., September 23, 1944, and as radio operator, 
mechanic and gunner December 3, 1944, at Yuma, Ariz. 
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good ways 
to speed up work in the office 





























All these Bates office helps have been tested in years of use. Production of munitions, radar, 


gun sights, etc., have made it necessary to temporarily suspend the manufacture of one 


or two items; and curtail others. But what family has not got some absent ones these days? 


Bates 
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quality products 


The Bates Mfg. Co., Orange N.J. * N.Y. Office, 30 Vesey St. 











In Kentucky there is a story they tell with considerable relish. 
A Southern Colonel went into a restaurant and ordered lobster 
and when it was served, he noticed that it had only one claw. 

“What happened to the othah claw?” he inquired. 

“He lost it in a fight with another lobster,” replied the waiter. 

“Suh, bring me the winnah!” indignantly demanded the 
Colonel. 

There’s a moral to that story for you. In the postwar battle 
of competition, you won’t want a line of chairs which has, 
figuratively speaking, “lost one claw.” You will want Gunlocke 
Chairs. 

Gunlocke has always built chairs that build profits for vou. 
They will continue to do so. 


“That is why when you sell Gunlocke, you sell the “winners.” 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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It wouldn’t be modest 
for us to say 











what it will say for 


itself on your desk 


WOODSTOCK TYPEWRITER CO. 


WOODSTOCK, ILLINOIS 
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| GENERALS 7.4 
CARBO-WELD PENCILS 


The pencils with sales and eye appeal 


Sales appeal because their strong, long last- 
ing leads make them economical to use, re- 
sulting in repeat orders. Eye appeal because 
| they are attractively styled. Semi-Hex office 
/ pencil now a better value with lavender band 


a metal tips. 
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67-73 FLEET STREET (+) JERSEY CITY 6,N.J 
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Office Appliances 
INFORMATION SERVICE 


Ww 





UNDER THE EMERGENCY 








(Continued from page 36) 


NEED RECORDS ON SURPLUS GOODS SALES 

Retailers are required to keep their customary rec- 
ords and all other resellers must keep specified records 
on any sales they make of Government surplus prop- 
erty for which ceiling prices have been established in 
special orders, the Office of Price Administration an- 
nounces. 

These requirements, which became effective April 5, 
are similar to recordkeeping provisions in OPA price 
ceiling regulations. Heretofore, no recordkeeping was 
required in many special orders setting ceilings on 
different items of Government surplus property sold 
for civilian use. 

The recordkeeping is required for compliance pur- 
poses. OPA points out that when no records of sales 
and price are available for inspection it is more diffi- 
cult for OPA to check transactions for the purpose of 
determining if the ceiling has been exceeded. 

The specific records required to be kept by resellers 
other than retailers are date of sale, name and address 
of buyer, description of commodity, quantity of sale, 
and price charged. 

On resales of Government surplus property for which 
ceilings are not established by special orders, the exist- 
ing regulations providing the applicable ceiling prices 
contain their own recordkeeping provisions. 


o 


HAND CREAM INCLUDED IN TAXABLE ITEMS 

The latest bulletin of The Carter’s Ink Company 
talks about the tax on toilet preparations under which 
office cream, such as Carter’s hand cream, is included. 
Sec. 320.50 states that the tax is attached to the ar- 
ticles specifically enumerated in section 2402 “and 
similar articles commonly or commercially known as 
toilet articles, which are used or applied, or intended 
to be used or applied, for toilet purposes.” 

Exclusion from the list of an article otherwise within 
the scope of the articles enumerated will not operate 
to exclude such article from the taxable class. 

icsieiaailliaaal 


STACK COMPANY NOW IN NEW QUARTERS 

The Stack Typewriter & Supply Company has been 
located since March 26 at 633 West Washington Boule- 
vard, Chicago, moving from 159 West Wacker Drive. 
The former location was occupied for 18 years. 

Thomas J. Stack points out that the new corner 
location provides more adequate facilities, including 
a loading and unloading platform. 

At the new location, the Stack company has aug- 
mented its business to include upholstering of business 
furniture. There is a brisk demand for this type of 
service, says Mr. Stack. 

a 
MEMPHIS FIRM OPENS NEW DEPARTMENT 

Cooper Typewriter Company, Memphis, Tenn., an- 
nounces the opening of a new department, specializing 
in exclusive office furniture, desks, files, costumers, 
tables, wood chairs, book cases, and posture chairs. 
As a typewriter firm, Cooper’s had been active several 
years at the same location—CG 
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This COMER” 


and going stronger 
EVERY DAY! 


Dian 


SPIRITCARB 


(also made for Gelatin process] 







| nothing static about 
the success of IMPERIAL Spiritcarb 
—that’s the wonderful part of it. 
It keeps climbing! 


Because the public is eager for 
a duplicating carbon that out- 
distances the field, produces 
MORE COPIES—as many as 500 
brilliant, sharply delineated re- 
productions—cleaner, easier to 
handle. 


Do you want a quick door-opener, a long profit- 
producer? 


IMPERIAL Spiritcarb is the answer. 
Do you want a rich stake in postwar business? 
IMPERIAL Spiritcarb is the answer. 


So grab on to the tail of this comet. Become the 
distributor in your town for the PEERLESS-IMPERIAL 
line of quality ribbons and carbons. Experience a 
friendly and warm business relationship. Just write 
“I'm interested in handling PEERLESS-IMPERIAL 
products’’—and we will do the rest. 


PEERLESS -IMPERIAL CO., INC. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington &. 
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Eight hours of productive work. That’s 
what time cards indicate. It’s the kind 
of service good employees try to give. 
But they know, even if the boss does not, 
that time clocks lie. 


A time clock, you see, doesn’t record wasted time. 


And in many a business today, employees are 
forced to waste time because they are using in- 
efficient forms—forms that fail in their primary 
function of getting the right information to the right 
people in the fastest possible way. It’s easy to over- 
look that function because forms are so often 
regarded as “mere routine.” 
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Uarco has devoted more than 50 years of thought 
and effort to the job of making forms work faster. 
We've devised ingenious ways of combining paper 
and carbons to save from 17% to 78% of form- 
handling time. We’ve invented entirely new forms 
to cut down the time-lag in every business oper- 
ation where forms are used. 


Perhaps the Uarco Representative can suggest 
forms that will help your employees to give you 
more of their productive time. A consultation costs 
nothing—and may save you hundreds of dollars. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland ¢« Offices in All Principal Cities 


e 
We call this form the Uarco E-Z-Out. Up to 6 copies with 
pencil... up to 17 copies with typewriter. Then snap! Out 
pop the forms ready for instant distribution ... singly or all 
at once. Here’s a real time-saver when records must be 
written at odd moments, or when later entries are necessary. 
But remember, no matter what type of records you keep, 
Uarco has a form which may save you time and money! 





SINGLE SET CONTINUOUS-STRIP FORMS FOR ~ z 
FORMS HANDWRITTEN TYPEWRITTEN + BUSINESS MACHINE RECORDS 
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MAY HAVE ALL THE 
FOUNTAIN PENS THEY NEED 


We are making every effort to allot pens to customers 
now on our books as fairly and equitably as we can. 
The needs of the armed forces come first, naturally, but 
just as soon asitis possible, we shall increase the num- 
ber of Wearever pens available for civilian needs. 
David Kahn Inc., North Bergen, New Jersey. 






BY AMERICA’S LARGEST 
FOUNTAIN PEN MANUFACTURER 


= = | 


























FOUNTAIN PENS * MECHANICAL PENCILS + REFILL LEADS 
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NEW ENGLAND 
FILING 
a EQUIPMENT 
IN WOOD 





Lad 


| 






| 





PO OF Let 


FILING CABINETS 


2, 3, 4 and 5 drawers, Letter and Legal “3 We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects’ drawings and spe- il 


green or walnut finish. cifications. 


Hooddadqdg 


Cabinet making is our business—before the war—now 

and after the war. All our furniture is made right here 

in our own shops under our own control by cabinet 

makers who have made custom built furniture for 

years and years. We use the same fine cabinet mak- 

ing standards for our present line of filing equipment. 
Write for our catalog. 


l 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET « NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28°D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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FRIDEN FULLY AUTOMATIC CALCULATOR 


just TOUCH 
ONE KFY 








.... after setting the factors in the Keyboard and the Multiplier... 
just touch ONE Key and presto the Carriage is automatically posi- 
tioned, the Dials automatically cleared, the Calculator automatically 
counts and shifts until the problem has been completed; then finally 
both Keyboards are automatically cleared preparing the machine for 
any subsequent calculation. This is Fridén Fully Automatic Multipli- 
cation...and the Calculator, not the Operator does the work. Telephone 
or write your local Fridén Representative for complete information 
regarding these Calculators which are AVAILABLE, when applications 
for deliveries have been approved by the War Production Board. 


Fridén Mechanical and Instructional Service is available in approximately 250 
Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO.,INC. 
HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S. A. » SALES AND SERVICE THROUGHOUT THE WORLD 
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PERFORMANCE 


that will AMAZE you! 


—The promise of New 


REX-0-graph 


FLUID TYPE DUPLICATORS 


Now Being Readied 
for Postwar Production 


Totally new and advanced conceptions of perform- 
ance, speed, convenience, and beauty of appear- 
ance! All these are features to look forward to in 
the post war models of the widely popular "REX-O- 
Graph" Fluid Type Duplicator. . . 


For the future, as well as at present, the ''REX-O- 
Graph" Duplicator, together with famous "Two- 
Part, End Fold" Processed Master Sets and Sup- 
plies, offer the perfect combination for better, more 
efficient systems work. 


INVESTIGATE the profit possibilities for 
you in featuring 'REX-O-GRAPH" Fluid 


Type Duplicators and Supplies. Write for 
complete information. 


“MF” Model, with “Quick-Change” 
Master Clamp, currently available 


REX-O- graph, Inc. 


3729 North Palmer St. 
Milwaukee 12, Wisconsin 


Manufacturers of Superior Fluid Type Duplicators and Supplies 





NEWS NOTES FROM NSA DISTRICT NO. 7 
Merrill D. Hasty, Correspondent 


The Brown & Saenger Company, Sioux Falls, S. Dak., 
has a long table in a conveniently located room, known | 
as Hanson’s Waldorf-Astoria Cafeteria, where em- 
ployees and travelers, or order-takers, are invited to a 
steaming cup of finely brewed coffee. Al says its al- 


| ways open to travelers who can really ship an order 
| the same year it is taken. 


* * * 


Gentlemen, please sit up and take notice. Al Han- 
son, general manager of the Brown & Saenger Com- 
pany, just celebrated his twenty-fifth anniversary. 
One just wonders how long a fellow can stand us 
travelers, with our smiling faces, calling on him year 
after year. You know, Al, it’s not always the best 
products that you bought that were the hottest—it’s 


| the one that didn’t sell that you got burned on. We, 
| the Northwest Travelers wish to congratulate you on 


your twenty-fifth anniversary. May you and your 
family enjoy a couple more. 
* * * 

C. D. Milles of Devils Lake, N. Dak., passed away re- 
cently. Mr. Milles was a fine business man and like- 
able gentleman, one of the old-timers in our industry. 
His son, Charlie Milles, will carry on the business. He 
has been a very active partner for several years. 

* * * 


Bob Gaffaney of the Office Specialty Company, Far- 


go, N. Dak., has been in service for some time. He is 


back in the States now, after a setback in the Pacific. 
* a o 

At the state basketball tournament in Bismarck, 

N. Dak., Harry Woodmansee got so excited during the 

Bismarck-Wahpeton game that he lost his gold tooth. 


| The game had to be held up while Harry’s tooth was 


recovered from the court. 
* * * 


We have wondered where Jack Ruhe of Watertown, 


' s. Dak., has been since he joined the service. Well, 
| Jack’s in the Navy and has been in the South Pacific 
| for the last six months. 


* * * 


Harold Jackson has joined the staff of L. G. Pratt 


| Company, Fargo, N. Dak., as manager. He ought to 
make things break for Mr. Pratt, as he formerly was in 


the match business. 
a + a 


A. M. Pierson of the United States Post Office at 
Fargo, N. Dak., bought the business of Geving Com- 
pany, Minot, N. Dak., on April 1. Mr. Geving will 
operate a coast-to-coast hardware store in Minot. 

* x * 

Chet Faudsker, formerly of Bismarck Tribune Com- 

pany, is now with S. J. Bina Company in the new type- 


writer department. 
* * * 


Twin City stationers and local Northwest Travelers 
held a miniature regional meeting at the St. Paul 
Hotel Saturday afternoon and evening of March 24. 
Even though it was just a local meeting, many good 


| points were touched on and covered. The evening ban- 


quet, although stag, was very well attended and en- 
joyed by all. Tables were reset after the banquet for 
bridge and other games. Those present were Governor 
of NSA District No. 7 Lyle D. Espe of the Midwest 
Press & Supply Company, Sioux Falls, S. Dak., and 
Chairman Floyd Kongsvik, Phil Ackerman, G. C. 
Cronin, Al Nordstrom, Sterley Jerue, Ed Hansen, Bob 
Davies, Charley Regan, John Boemer, Fred Foster, John 
Endert, Herb Fall, Joe Langlais, O. J. Bertelson, Art 
Grayston, Mike Mickelson, Wally Margulas, Gus Trapp, 
Roy Clarke, Larry Ackert, Geo Gustafson, Ken Hender- 
son, Fred Luley, Jim O’Brien, Claude Fleet, Jack Berry, 
Frank Statt, Earl Vanda, and Walter Hubbs. 


* * * 
Warren L. Carlson of the American Lead Pencil Com- 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 
dealers. 

So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 





PRONTO 
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ACE PILOT 


Consumer acceptance of a product is its most valuable asset. 
Since inception those at Ace have fully realized this fact. As a 
result they have built stapling machines and equipment which 
has always met the most exacting requirements. When Ace 
places its name on a stapling machine it carries a lifetime 
guarantee of satisfactory service. 





SOLD THROUGH DEALERS EXCLUSIVELY 
ACE CLIPPER 





ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO 
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PosTwAkR PLANS 


are 


PrROKIT PLANS 





—with ACCO! 


@ There’s good, sound sense behind 
present plans for future business that 


include the Acco line. 


@ Acco steel fasteners, for example. 
will offer outstanding advantages and 
opportunities for greater sales, 
greater volume, greater profits. Thou- 
sands of businesses which used them 
will be eager to get them when they 
are available. New thousands, seek- 
ing post-war efficiency, will make 


them a “standard practice”. 


@® Meanwhile. begin building busi- 
ness and recognition for the ACCO 
name and quality with Acco products 
now available. Capitalize on the 
dealer policy—the reputation—the 
easy-to-sell superiority that assures 
consistent business improvement. The 


deco way will always pay! 


ACCoO 


PRODUCTS, INC. 
39th Avenue and 24th Street 
LONG ISLAND CITY. N. Y. 
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pany was in Madison recently. He feels fit as a fiddle 
and is back in his old stride of calling on the trade. 
Warren, as you know, underwent an operation re- 
cently. He is very grateful for all the letters and 
cards and flowers he received from his many dealer 
and traveler friends while recuperating. 

Two old-timers in the carbon and ribbon business, 
Martin Forshew and Roy Clarke (I shouldn’t say “old- 
timers,” they are still spry; one even sits down in the 
blind to hunt ducks), met at Pierre, S. Dak., recently. 
Martin still enjoys selling the Webster line locally, 
while Roy enjoys selling it to his many dealer friends. 
Martin’s son, Jim Forshew, is still very active in the 
Air Forces. 

Arnold Swartz, the original owner and general man- 
ager of the Swartz Office Supply Company, La Crosse, 
Wis., wishes to thank his many friends for the fine 
letters and cards he received. Arnold’s publicity con- 
cerning a stroke made him sound like he was a re- 
tired gentleman, but it’s just the contrary. He is as 
full of pep as ever, thanks to a youthful figure. Arnold 
still loves to fish and will match anybody’s catch. 

* * % 

Hang onto your hats and watch the ducks and 
pheasants fly, or should I say drop, when Milwaukee 
meets Minneapolis at Aberdeen, S. Dak. Eddie Kusch- 
bert of the Kuschbert Office Supply, Milwaukee, Wis., 
Roy Clarke of F. S. Webster Company, and Fred Green 
of the News Printing Company, Aberdeen, S. Dak., are 
laying their plans to return with their limits. The 


Northwest Travelers’ treasurer will take all the bets. 
nm La 


DIEBOLD ELECTS DIRECTORS AND OFFICERS 

Stockholders of Diebold, Incorporated, convening at 
Canton, Ohio, on April 2 for the eighty-sixth annual 
meeting of that groun, elected a nine-member board 
of directors to intensify Diebold’s war work and step 
up plans for post-war activities and employment. 

Seven members of the board of directors were re- 
elected. Of the new members, one, J. Brenner Root, 
is a leading Canton banker and the other, Orville H. 
Foster, Jr., is a Detroit industrialist. The seven other 
men elected to the board are: Lloyd O. Birchard, 

















A. W. JACKSON 


Cleveland; George H. Bockius, Canton; Louis V. 
Bockius, Canton; William C. Knorr, Cleveland; Eliot 
Ness, Cleveland; Loren E. Souers, Canton, and Henry 
C. Weible, Canton. 

At a meeting of the new board of directors imme- 
diately following the stockholders’ session, the follow- 
ing officers were named: Eliot Ness, chairman of the 
board of directors; George H. Bockius, president and 
general manager; A. W. Jackson, vice-president in 
charge of sales; Lyman H. Clark, vice-president in 
charge of industrial relations; John P. Paca, vice-pres- 
ident in charge of product engineering; John H. Raber, 
vice-president in charge of factory operations; and 
Harry C. Weible, secretary and treasurer. 
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Smoking would like 


What a beating those “makings” 
take! It’s really no “pipe.” It’s never 
exactly a cigarette, either. And 
Homer, here, has everything—rice 
ger tobacco, and two sets of nim- 
le digits to do the work. He has 
everything—everything but know- 
how. But then, what’s the odds? 
Maybe tomorrow or next day he'll be 
lucky enough to snap up a pack of 
‘eeady-mmalien:” 

In other things, lack of skill can 
have dire consequences. Take the 
Norden Bombsights we make for the 
Army, for example. An error of an 
infinitesimal fraction of an inch any- 
where in this instrument can cause 
a bomb-load to miss the target by 
several hundred yards. In this case, 
crude construction comes high. It 
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means a mission wasted—and lives 
of crewmen risked in vain. 

That’s sobering, and Victor peo- 
ple take it seriously. It gives them 
the patience to keep everlastingly at 
it, to take endless pains in meeting 
every minute specification detail. 
That same thought instills habits of 
cleanliness by which they voluntarily 
watch little things like clean hands, 
dust-free shoes and clothing. It re- 
minds them of the need for accuracy 
as they routinely use precision gauges 
from which dimen- 
sions of one-quarter 
of ten-millionths of 
an inch can be read. 

Patience, cleanliness, 
and accuracy are re- 


quired to build the 


1945 


Dou 4 Wiss the screen version 


of “Winged Victory” presented by 
20th Century-Fox, in association with 
the Army Air Forces. 


to quit Homer! 


Norden Bombsight, and Victor 
craftsmen have what it takes. You 
can look for that combination of 
qualities, too, inevery postwar Victor 
Adding Machine. For they’ll be built 
under the same roof that housed the 
Norden Bombsight... by the same 
craftsmen... using the same preci- 
sion know-how. 

You'll have no difficulty deciding 
on what’s best for your peacetime 
adding machine dollar. Actually, that 
will be a “pipe.” 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch, 


STILL WORKING WITH RIGHT ANSWERS 
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ACLESoURIES... 


Available for Second Quarter Shipment 


| 
| 
‘ 
' 





Walnut finish only. 
List Price $5.50 


Packed 6 to a crate 








No. 200 


32 x 17 x “46” top—Heavy leg. 
Stationery drawer, dictation slide 
Oak, Maple, Walnut or Mahogany finish 

No. 300 List Price $12.00 

29" high._134” ne Shipped K. D. 

Oak, Maple, Mahogany 
or Walnut finish — 
List Price $8.40 * Made of Oak, or available lumber + 

Packed 6 to a carton. _ iatbicees 


MICHIGAN DESK COMPANY 


rar? FOR O92 GRAND RAPIDS 1, MICHIGAN 





Packed 6 to a crate. 
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No. 600 


The Standard of Value 
Then and Now 


Comparison of the business situation of four 
years ago—May °41—with the present month, 
presents a sharp contrast in the relation of 
supply and demand. Returning to that level 
in deliveries. variety of designs, etc. will re- 


quire time and effort. 


Throughout the cycle of sales and production 
problems, our best effort is directed to main- 
taining a dependable standard of value as ex- 
pressed in our slogan—“The Right Chair at the 
Right Price.” The Jasper Chair Co. 600 illus- 


trated here is fitted to present day conditions 


AAS PER 


JASPER 


JASPER CHAIR CO. 


The Right Chair at the Right Price 





No. 601 


and requirements. It will give a lifetime of 
comfortable seating comparable to executive 


chairs built for the general office before the war. 


Details of resuming manufacture of other num- 
bers are in hand awaiting release of ma- 
terials and return of men in service. For the 
present, we are engaging production difficulties 
to the best of our present resources. We ap- 
preciate the patience and co-operation of our 
good dealers and friends and request that they 
show all applicable priorities and end uses on 


their orders. 


CHAIR CO. 


INDIANA 





REPRESENTATIVES: 
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Geo. A. Litchfield, Sales Mer. S. H. MacDonald, (West) 


James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) Seattle, Wash. 
327 Sunset Drive, North 6708 Glenwood Ave., Chicago 
St. Petersburg, Florida (Phone ROGers Park 3644) R. J. Freeman, (Eastern) 


105 Orpheum Bldg. 


383 Madison Ave. 
New York, N. Y. 
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AMERICA'S 


FASTEST SELLING 


DRAWING INSTRUMENTS 


Set No. 814 





Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and _ tension- 
adjustable head. Bow Divider, 334” center wheel adjustenent. Bow 
Pencil, 3°34” center wheel aaainenh, Bow Pen, 3°%4” center 
wheel adjustment. Ruling Pen, 5%”, octagon shape carbon steel 
with hand finished point. Screw Driver. Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains; Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 3°4”, Bow Pen 
3%4”. Serew Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 51%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 334”, Bow Pen 
334”, Serew Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 





Additional Discounts On Volume Orders Over $1,000 Net 


One of America’s foremost suppliers of material j 


The Department Stone of fat M Materials 
ARTHUR BROWN & BRO. 


67 West 44th St., New York 18, N. Y. 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 44) 


It was pointed out that there is an urgent need for 
about 150,000 recreation kits for service men overseas. 

Guest speaker of the evening was Frank Hemingway, 
industry relations director of the American Forest 
P:oducts Industries, Inc., Washington, D. C. He took as 
his topic, “A Big Job for America, Growing More 
Trees.” He informed his listeners that their goal was 
to develop a better appreciation of wood as a material, 
along with the promotion of an educational program 
for the preservation and development of wood as 
one of America’s great natural resources. As Mr. 
Hemingway put it, the only natural resource that is 
renewable, in fact, is wood. He pointed out, “You 
must cut down trees to grow trees,” and said that 
the greatest amount of wood comes from sections of 
the country where trees are treated as a crop. 

American Forest Products Industries issue what is 
known as a working kit, consisting of a number of 
booklets giving information on the growth and pres- 
ervation of timber trees in the United States. Hem- 
ingway informed his audience that these booklets are 
furnished without charge to those who ask for them. 

Two moving pictures were shown depicting refores- 
tation and titled, “Timber to Tokyo” and “Trees for 
Tomorrow.” They showed the care and preservation 
of forests and reviewed the uses of wood and wood 
products in all rhases of war work, as well as civilian 
usage. On exhibition was a portable display created 
by M. O. Chenoweth of the American Forest Products 
Industries, Inc., New York office, containing four 
panels of wood samples, ranging from a nut and bolt 
turned out of compregnated wood to a plastic made 
directly from sawdust. 

<2. 


N. Y. OFFICE MACHINE MEN HOLD APRIL MEET 

The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held in 
the North Ballroom of the Hotel New Yorker on Tues- 
day evening, April 10, with an attendance of over 60 
members. President Irving R. Ritchie, Addressing Ma- 
chine & Equipment Company, in opening the meeting 
announced that all were invited to attend the second 
Annual Spring Frolic of the Penn-Jersey Office Ma- 
chine Dealers Association. It is to be held on Thursday 
evening, April 26, at Weber’s Hof Brau, located at 
Central Airport Circle, Camden, N. J. 

He then introduced the following guests: Mr. and 
Mrs. Clarence Bills, Bills Typewriter Sales & Service 
Company, Washington, D. C.; Harry H. Saunders, New 
England Typewriter Company, Boston, Mass., president 
of the New England Office Machine Dealers Associa- 
tion; James Hackney, general sales manager, portable 
typewriters, Remington Rand, Inc.; Wm. Turquand, 
sales manager. portable typewriters, Underwood Cor- 
poration, and James Hall, Allen Calculators, Inc. 

Paul Gross, Mailers Service & Equipment Company, 
chairman of the membership committee, reported an 
increase of two new members, making a total of 171. 
James T. Lafferty, Underwood Corporation, reporting 
for the publicity committee, said that many names 
and addresses of men and women in the armed forces 
had been received and urged that more be sent in as 
soon as possible, so that they could be informed of 
the activities of the association. 

President Ritchie announced that a very favorable 
response to the veterans’ employment questionnaire 
recently sent out to members of the association had 
been received. He urged all those who were interested 
to fill out their questionnaires and send them in at 
once, so that men could be supplied as soon as possible. 

Counsel Charles F. Krause gave his audience high 
lights on the rental rates for both commercial and 
non-commercial rentals of typewriters, and defined 
the reguiations covering both office and dwelling 
rentals. In his talk he covered such topics as the 
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Just when the butcher will return a smile of satisfaction at this order we 
don’t know. 


We do know, however, that when he is able to fill these orders we will, most likely, 
be serving you in our usual prewar style with Steel Empire Files, Steel Stylemaster 
Desks, and a complete line of Steel Office Equipment. 

Like most steel equipment manufacturers now engaged 100% in building 


| war equipment, we have developed new methods and processes that will 
aid tremendously when the time comes to reconvert to our standard lines. 


% WN A = There is no question as to our first duty to our government and we know 
wd by your letters how much you are with us. 


Your customers know by their daily experience in trying to buy items 
made of critical materials that they must be patient. The same is true 
with steel office equipment. 

We all look to the successful conclusion of the war. You will be informed 
when the signal for conversion comes, and we will be ready to support 
the ““Y and E” Franchise vigorously. 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN'0FRBE MFG.(O. 


1015 JAY STREET, ROCHESTER 3, NEW YORK 
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FOR THE FUTURE... 


Wells Office Furniture Company is a young. vigorous and aggressive 
company whose outlook is directed towards a bright tomorrow. We 


know that complete VICTORY is only a matter of a relatively short 


time ... so we're laying plans NOW for the future. As the wise old 
owl would say. “Keep Wells in your post-war plans for good.” 


FURNITURE COMPANY 








725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL. 
TEL HAR 1100 
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by featuring America's most progressive and 


AA modern line of ruling and computing devices. 


-| G-THRU DRAWING INSTRUMENTS 


Stencils 





Triangles 
Protractors 
Rulers 
Slide Rules 
Compass Charts 
Dotter Devices 
Navigational 
Plotters 
and 


Computers 





Write for our 


Left — 
complete catalogue 


A Typical 
Counter Display 





Always a new item! 




























Here are two of the latest: 
Seucusut secucuct cusueuat secucust ceseuuct esuucu couceuet cone 
~_“SPEE-D DOTTER” 
‘Te AGRABHOOAAEABEEHOHOORHEAEOOONRBRBEON0NNS- 
| ned fan 














SPEE-DOTTER—Draws accurately spaced dotted lines in 


_ C-THRU POCKET SLIDE RULE—A precision made in- 
strument. 
an instant. A drafting room must. Sizes 8" and 12" 50c 


:. | 
RULERS + TRIANGLES + NAVIGATIONAL INSTRUMENTS * STENCILS * PROTRACTORS + OTHER DEVICES 
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QUALITY 














... for SERVICE 
... for ECONOMY 
... for QUALITY 


Due to wartime manufacturing difficul- 
ties service to our customers has not exem- 
plified the standards we strive to maintain. 

We ask your continued indulgence in 
the present day situation and assure you 
we are doing our utmost to meet your 
demands. 

The high quality of our merchandise has 
not been altered—nor has our desire to 
serve you. We assure you of our sincere 
appreciation for your cooperation. 


Here's hoping for an early Victory! 


Established 1921 


[. L. BARKLEY & CO. 


Manufacturers of Kiling Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 
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reconditioning and overhauling of machines, again 
cautioning dealers to comply with the OPA rulings, 
particularly stressing that all invoices be stamped 
with OPA regulations and that all rental machines be 
tagged. 

Mr. Krause then introduced the guest speaker of the 
evening, Ellis G. Bishop, in charge of business ma- 
chines, Consumers’ Durable Goods Branch, Office of 
Price Administration, Washington, D. C. Mr. Bishop 
gave a very interesting and instructive talk on price 
regulations with reference to used business machines 
generally, and pleaded for co-operation in adherence 
to the policy and program of the OPA. Immediately 
following Mr. Bishop’s talk, a question-and-answer 
forum was held for the discussion of many trouble- 


some problems. 
o~—— 9 


RALPH W. GRAHAM ADDRESSES STATIONERS 


The Stationers’ Guild of America entertained at 
dinner its members from New York and metropolitan 
district at the Murray Hill Hotel on April 11. There 
were 30 present. An instructive talk with demonstra- 
tions was given by Ralph W. Graham, eastern sales 
manager of Columbia Ribbon & Carbon Manufacturing 
Company, on the merits and sales possibilities of Guild 


| | carbons and ribbons. 


—————— 


OBSERVE ALFRED PRESTON’S ANNIVERSARY 


Twenty-five years of service with Utica Office Supply 
Company, Inc., was celebrated with a silver anniver- 


| sary banquet for Alfred G. Preston, president and 
| treasurer, at Brassel’s restaurant in Utica, N. Y., on 


February 16. 
Personnel participating included Mrs. Preston, vice- 


| president and secretary of the firm, and employees 
| Samuel J. DeFazio, John F. Kennedy, Ellen Y. Blair, 


Fred L. Grant, Bart G. Boehlert, Margaret W. Boehlert, 
Mildred D. Timmerman, Katherine A. LaFortez, Rita 
D. Reynolds, Evelyne M. Moorehead, Anna D. Brad- 
bury, Samuel C. Warner, Frank Meehan, Roger L. 
Williams, Alfred White, and Chester Marino. 

Alfred Gale Preston was born in Buffalo, N. Y., 
July 15, 1893, and started his business career by carry- 
ing the proverbial morning paper route and working 
as errand boy for a haberdashery. After leaving high 
school, his first job was as clerk in a canning factory. 
From there he joined Kit Carson’s Wild West Show 
as publicity agent. 

Military service then beckoned for the youth and he 
joined Troop H, ist New York Cavalry, going to the 
Mexican Border. When World War I broke out, he 
again enlisted in the cavalry and while at Spartans- 
burg, S. C., the unit was transferred to Co. D., 102nd 
Ammunition Train, and was included in the 27th 
Division of the A.E.F. He served overseas for about 
18 months along the Verdun sector. 

On returning to the United States, he became as- 
sociated with John C. Moore Corporation, Rochester, 
N. Y., manufacturer of loose leaf binders and forms. 
On February 16, 1920, he went to Utica and joined the 
Utica Office Supply Company, Inc., as a salesman. He 
was elected vice-president of the company in March, 
1922, and president in December, 1930. 

Mr. Preston is active in Utica civic and veterans’ 
affairs. He married E. Louise Ammann on July l, 
1922. They have three children, including a son in 


the service. 
ae 


KENNEDY JOINS CONSOLIDATED OFFICE SUPPLY 


On April 18 Al Kennedy joined the staff of the Con- 
solidated Office Supply Company, Chicago, as general 
sales manager. For the past 24 years Mr. Kennedy 
has been connected with the sales department of 
Horder’s, Inc. His first duty in the new connection 
will be to build up and develop a sales organization 
adequate to handle the expansion program planned 
by the executives of Consolidated. 
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Invincible will 










be postwar file 
headquarters! 


You'll find extra sales punch in 
the new features, added values, 
hard-hitting, sales- producing 
merchandising plans we have 
all set for you in the postwar 
period. Get the facts and you'll 
agree “Invincible is the File to 


sell in the future.” That's the tip 
for you from File Headquarters. 


INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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After studying the reports 
which we receive each month 


from our Members, I was 
pleased to find that the in- 
flationary tendency which 
was so apparent in January 
and February has almost 
completely disappeared and 
March “Orders Received” 
were more in line with the 
actual demand. I believe I 
am justified in assuming 
that a large part of the 
orders during January and 
February 1945 were the re- 
sult of inflation or some 
other artificial reason, for it 
hardly seems reasonable that 
the volume of orders in these 
two months should be consid- 
erably greater than at any 
time either before or after 
Pearl Harbor. 


Our Members appreciate 
your wide-spread and whole- 
hearted response and co-op- 
eration with my request in 
our March News and Views. 
The volume of March orders 
is direct evidence of your 
willingness to follow the sug- 
gestions which I outlined. 





There has been very little 
change in production volume 
during the past twelve 
months and current ship- 
ments compare favorably 
with the average for this 
period. I have just com- 
pleted a visit to our Mem- 
bers’ factories to assist them 
with problems which are 
hampering production. They 
are all concerned with the 
same question—‘“How can 
we step up shipments to our 
Dealers?” The causes for 
limited production are the 
same in all cases. 


I found that manpower is 
the one factor which is con- 
trolling production, regard- 
less of whether the plant is 
located in the North, East, 
South or West, or whether it 
is in a large city or a small 
town. There was no indica- 
tion of any improvement un- 
til sometime after V-E day. 


The supply of available 
lumber is still extremely lim- 
ited, and frequently lower 
grades must be accepted. 
The Armed Services are re- 





leasing only that material 
which is not suited to their 
need and it is apparent that 
controls will be continued 
until Army and Navy re- 
quirements are met. 


Another recent handicap 
has been the shortage of 
freight cars because of “em- 
bargos” or for other un- 
avoidable reasons. This ap- 
pears to be only a temporary 
and spasmodic condition and 
eventually Members have 
been able to get cars released 
even though delays frequent- 
ly result. 


Thus, we can see little or 
no hope of increased ship- 
ments until after the close of 
the European War, but the 
stable rate of our production 
during the past twelve 
months convinces us that we 
will be able to maintain our 
present production until con- 
trols are relaxed. 


Secretary 
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WASHINGTON 5, D. C. 
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I rather suspect that most of 
you men in the office furni- 
ture field know Corry-James- 
town for what it was prewar. 
A medium size manufacturer 
marketing a high quality line 
under the brand Steel-Age. 
You perhaps do not know 
what we have been doing in 
the way of war work and 
I am not going to wave 
the flag. 
More important, because it can mean a great deal 
to you postwar, is the effect of this war work on 
our coming peacetime Steel-Age line. 
We've learned plenty, enlarged our plants, mod- 
ernized our processes. All of this will be reflected 
in the new Steel-Age Office Furniture now being 
developed for production just as soon as materials 
are released. 
It will be finer quality office furniture than we 
ever built before. It will have increased eye- 
appeal to help sell it—far more utility value to 
keep it sold. 
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I am going to take the liberty from time to time 
of addressing additional brief messages to you 
regarding the Steel-Age line. I earnestly hope 
you will read them because I honestly believe 
that, when it comes, the new Steel-Age Office 
Furniture, as we plan to advertise and merchan- 
dise it, will offer you a mighty fine opportunity 
to make some real money. 


DAVID A. HILLSTROM, President 
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From Private First Class to Corporal is a great 
big step in the life of G. |. Joe. It's a thrilling ex- 
perience because promotion doesn't usually come 
in a hurry. Time, diligent effort and plenty of 
patience go into earning that extra stripe. Even 
though sewing may not come easy to a hard 
boiled soldier, the thrill of promotion makes the 
task welcome. It's worth working and waiting for. 
We'd like to furnish our trade with all the 





JACKSON DESKS they need and without delay. 
We know that our dealers and our customers are 
anxiously waiting for these essential office tools. 
So . . . we again ask your sympathetic under- 
standing and suggest that you borrow a lesson 
from our boys in uniform. Remember . . . when 
you do receive your JACKSON DESKS, you'll 
be proud of them. They're definitely worth wait- 
ing for. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


OFFICE APPLIANCES, May, 1945 














He 


wil 
ing 
wil 


ima 


‘Per 
aft 
cisi 
anc 
acc 
“SP 
per 


the 


tha 





NOW...THE FIEST STAPLES ER PRODUCED 


No. 4 GENUINE 100% ROUND WIRE 





SAORI 
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Here are staples that set a new standard 





















in quality and efficiency. Your customers 
will prefer them . . . Nation-wide advertis- 
ing is already building up a demand that 
| will make them the leading staples in the 


imarket. 


Perfected by SPEED’S Engineering Staff - 
after years of development, they are pre 
cision-made and uniform both in quality % 
and count. Every staple on a. strip is in q 
ccurate alignment... These GENUINE 4 

ge ome P ADVERTISED NATIONALLY to reach 850,000 Key 
SPEED STAPLES achieve better, smoot Business Men and Millions of Potential Users 
penetration. AND, being ROUND W 
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that collects on ordinary staples an: 





is a common cause of clogging. 
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SPEED PRODUCTS COMPANY ; as NORTHERN soul 
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1" CUSHIONS (as shown at left) 
De luxe line (50% genuine flaked foam 
rubber and 50% cotton felt) | 

— #62 Steno size, list each ecccccc-.c8 $2.70 


#64 Executive size, list each.............. 3.20 


Cotton line (same as above, filled with 
all cotton felt) 

#42 Steno size, list each.................... $1.70 
#44 Executive size, list each.............. 2.00 


o 


All cushions. are made with fibre matting (on one side) and 


gabardine (on the other) and are available in brown or green. 







~ De luxe Line (50°, genuine flaked foam 
|. rubber and 50%, cotton felt) 


2 #45 Steno size, list each................... $4.50 


Be #46 Executive size, list each............ 5.00 
“ —s «5 , 





Pr ae = 





eq hire 
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haste vteewetesreees 





yrices subject 
‘ade discounts. 


FAIR FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Office furniture dealers in the Los Angeles area, gen- 
erally speaking, are very optimistic for the future in 
spite of the fact that stocks are low right now. 

The decision of a typewriter company dealing in 
rebuilt typewriters to put in a second store very soon 
in one of the best locations in the city, a store which 
is expected to be only one of many such stores, shows 
that typewriter men are alert to opportunities. 

* a * 

John K. Milne, adding machine salesman for Under- 
wood in the Los Angeles office from 1938 to 1944, and 
prior to that a typewriter salesman in the Chicago of- 
fice for five years, died March 20 in Los Angeles after 
a long illness. 

* uk * 

Edward P. Baldwin, Underwood salesman since 1927, 
died suddenly of a heart attack recently while mowing 
his lawn in Bellflower, Calif. Mr. Baldwin was born in 
1900 at Danville, Ill. He was a graduate of the Univer- 
sity of California at Berkeley, and for a uumber of 
years was with the Burroughs Adding Machine Com- 
pany. The first year that he was with Underwood he 
sold bookkeeping machines, but following the merger 
of the Elliott Fisher Company and the Underwood 
Typewriter Company in 1932 he sold the complete line. 

a * ~ 


Gus Trefzger (mistakenly given as Robert Trefzger 
in the last issue of this magazine) of the Crown Type- 
writer Company in Pasadena, reports that his son, 
Bob, now with Patton’s Third Army, has received three 
promotions in one month, rising from private, first 
class, to staff sergeant. He also has been given a trip 
to Paris. Bob is only 20 years old. Gustave Edward, 
a younger son, has just been sworn into the Navy and 
was to leave for boot camp in April. 

ok * * 

Joe Hedeen, former salesman for the Friden Calcu- 
lator Sales Agency, 328 West Ninth Street, Los Angeles, 
now an ensign in the Navy, called at the office while 
home on a recent furlough. 

* * oo 

The Marchant Calculating Machine Company, Inc., 
804 South Spring Street, is now remodeling and re- 
tooling its service department. The front offices also 
were recently done over. 

* * * 

L. E. Walrath, manager of Vroman’s Office Equip- 
ment Store, 695 East Colorado Street, Pasadena, is 
slated to go to Arizona soon for a month’s rest. 

* * * 

Roy C. Anderson, 841 South Spring Street, who has 
been in business about 20 years, states that he recently 
had the best month in the whole history of his store. 
He is proprietor of the Anderson Typewriter Company. 

* * * 


The California Typewriter Exchange, formerly lo- 
cated at 317 South Spring Street and later temporarily 
on West Second Street, Los Angeles, is now nicely 
located in the Arcade Building, 541 South Spring 
Street. 

* * * 

Winder’s Platen Service Company recently moved 
from the Lissner Building, 524 South Spring Street, 
to the H. W. Hellman Building, 354 South Spring 
Street. Jack Winder is proprietor. 

* * * 

Sam Rothman of the Commercial Typewriter Com- 

pany, 752 South Spring Street, reports that his son, 
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Columbia fol- 
lows a War 
program, to 


contribute to 







Speedy Victory. 





Columbia will follow a Peace program, in 
providing Dealers everywhere with STEEL 
OFFICE EQUIPMENT 
Again our Superb Quality and Unfailing 
Service will place Columbia Dealers in the 








forefront. 







Perhaps you intend to expand, re-equip, 
open a new department, or establish a 
new store. Let Columbia help you. 







COLUMBIA STEEL EQUIPMENT CO. 
LINCOLN-LIBERTY BUILDING 


PHILADELPHIA 7, PA. 
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PREFERRED for Executive 
Office Chair Design 






The New 
Indiana 
Chair Co. 
Bank of 
England 


By giving this chair especial emphasis in our production 
program, we make available the design we believe is 
most in demand. While our rate of manufacture is re- 
stricted by lack of manpower and materials and must be 
apportioned according to priority and past record of sales 
as shown on our books, we expect to extend operations to 
cover the needs of all our friends as soon as the essentials 
are available. 

In addition to furnishing all steel swivels on our new 
chairs, we are making shipments to replace wood swivels 
of chairs now in use. Orders are being filed for attention 
in order of receipt. 


NEW INDIANA CHAIR CO. 
JASPER 
INDIANA 





Priority is just as important as ever 
please show all that is available, on 
every order. 
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Robert, soundman, third class, who has been in over- 
seas service, Atlantic theater, for two and one-half 
years, is home on furlough at this writing. 

E. H. Bosworth, formerly outside salesman for the 
Stationery and Office Supply Company, 334 South 
Spring Street, was home on furlough in April visiting 
his parents in Los Angeles. 

as x co 

W. E. Montgomery, widely known in typewriter cir- 
cles throughout the Southwest and formerly manager 
of the Los Angeles branch of the American Writing 
Machine Company, and who for the past two years 
has been with the Los Angeles Port of Embarkation 
at Wilmington, is now office manager for the Allen 
Wales Adding Machine Company, 305 South Spring 
Street. 

*” * * 

Frank Ybana, owner of the National Office Furni- 
ture Company, 218 South Spring Street, left on a trip 
east April 10 with the intention of looking over the 
office furniture market. 

* a 

The Coast Stationery Company, 241 South Spring 
Street, formerly owned by J. Markowitz, is now owned 
by Al Thau and Paul Suddleson. Mr. Thau is manager. 

* * * 

The Columbia Sales Book Company, 313 South 
Spring Street, A. C. Hauser, manager, has added two 
new lines—the General Pencil Company products and 
Bandes cabinets. 

a oo BS 

Louis Gold of the Gold Desk and Safe Company, 
953-957 South Spring Street, Los Angeles, states that 
his dollar volume of business has increased in spite 
of the fact that his stock is small. 

* * * 

D. C. Walker, manager of the Los Angeles branch 
of Remington Rand, Inc., reports that his son, Gordon, 
is now overseas in Guam, and has been promoted to 
the rank of first lieutenant. He is flying a B-29. 

Business, says Mr. Walker, is splendid. The best 
three months in the sales system division recorded in 
Los Angeles have just been completed. 

The new general sales manager of the sales systems 
division, T. J. Morton, was a recent visitor in Los 
Angeles, coming from Buffalo and covering all Pacific 
Coast offices and branches. 

* * * 

T. F. Peirce of the Pacific Desk Company has re- 
cently returned from a trip to San Francisco and vi- 
cinity, where he visited his daughter, Mrs. W. S. Scar- 
borough. Mrs. Scarborough lives on a ranch at Cor- 
coran, Calif. 

Bg Kk * 

The American Writing Machine store at 531 South 
Spring Street, Los Angeles, is being discontinued. M. 
D. Hathaway, who has been manager for some years, 
will become manager of the typewriter supply division 
of Remington Rand, Inc., at the main office, West 
Seventh and South Olive Streets, on June 1. 

* a * 

The Angelus Typewriter Company, with an eye on 
its post-war plans, will, in the next few months, open 
a new store in the location (531 South Spring Street) 
being vacated by the American Writing Machine Com- 
pany. The company will stock a complete line of 
typewriters and adding machines. The store will be 
called the West Side Branch of Angelus Typewriter 
Company. 

G. B. Griffith, formerly in the service department of 
Remington Rand, Inc., is now in the service depart- 
ment of the Allen Wales Adding Machine Company. 

* * * 


Fred J. Summer of Summer and Son, Los Angeles, 
has returned from a business trip that took him to the 
Chicago and Michigan plants of the stationery firms 
he represents. 
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Hon. Harry 8. Truman 
The White House 
Washington, D. C. 


Mr. President: The employees of this 
company have asked us to communicate to 
you their and our pledge of loyal support. 
We know how overwhelming is your per- 
sonal grief, which is shared by the nation, 
in the loss of our inspired late leader with 
whom you so closely worked. We have 
every confidence that you will advance and 
achieve the high objectives at home and 
abroad which the Great Architect of the 
universe has surely set forth as the destiny 


of these United States. 


MARKWELL MFG. CO., INC. 
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...of course...but we're still on the job! 


Part of America’s industrial capacity has been used to directly produce the combat weapons of war. 
Countless other manufacturers like Myrtle Desk have made efficient office administration possible. 
Yes . . . we’ve had to surmount hurdles in order to turn out those much sought after MYRTLE 
DESKS. Despite the labor and material shortage, we’re still mighty proud of the job we've done. 
We can assure the trade that here in High Point, we’re in there “pitching” every minute . . . turn- 


ing out MYRTLE DESKS. 


MYRTLE DESK COMPANY 


member WOOD office furniture institute 


HIGH POINT NORTH CAROLINA 
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Journey's end for filing supply dealers . . . it's 
IMPERIAL METHODS of course. If you're 
seeking the best filing supply line for the tougher 
selling ahead, your search ends here. IMPERIAL 
filing supplies are "tops"... cost no more... 
yet offer those plus features which make the 
dealer's selling job easier. Yes...an alliance 
with IMPERIAL is the blue print for your future 
success. 


Imp eri 


May, 


’ OO 4:24 


1945 
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“The World's Fastest Visible Record-Keeping System” 


for machine or hand posting offers 


unlimited opportunities 


for 


Independent Distributors 


in these territories 


Ree 


CHARLOTTE 
JACKSONVILLE RICHMOND 
CHARLESTON ERIE 
ALTOONA SCRANTON 
OKLAHOMA CITY GREEN BAY 
OMAHA WICHITA 





SALES POSITIONS OPEN IN ALL KEY CITIES 





ViSIrecord is the only truly visible vertical 
record-keeping system providing visibility at 
a glance to thousands of records. 


QUALIFICATIONS REQUIRED 


Must be a student 
Should be a top-flight salesman 


Must be able to handle difficult jobs, with the 
spotlight of the public on him at all times 


4 544 


Should have a professional skill defined as 
the ability to plan and organize his territory 


For details on an exclusive franchise write 


VISIBLE INDEX CORPORATION 


535 Fifth Ave., New York 17, N. Y. 
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VISIBLE INDEX CORPORATION DISTRIBUTION 


ORGANIZATION EXTENDED TO INCLUDE MEXICO 

A Mexican sales affiliate—VISIrecords de Mexico, 
S. A—has been added to the long list of distributing 
offices established by the Visible Index Corporation, 
535 Fifth Avenue, New York 17, N. Y. 

Prior to 1944, VISIrecord was handled through out- 
standing distributing organizations. Early in 1944 
however, wartime conditions made it necessary for 
the company to establish its own distribution organi- 
zation. That program is now nearing completion, and 
today the company has exclusive distributor offices 
in 51 principal cities, chiefly in the area east of the 
Mississippi. West of the states of North and South 
Dakota, Nebraska, Kansas, Oklahoma and Texas, the 
distribution of VISIrecord is through the various sales 
offices of the Charles R. Hadley Company, covering 
20 cities. 

Another recent development was the introduction 
of VISIrecord into the Canadian market, where the 
company was awarded the family allowance record 
for one and one-half million families who will receive 
monthly allotments. This is claimed to be the largest 
visible installation in the Dominion of Canada. 

Visible Index Corporation executives have also stated 
that many important Army and Navy war records are 
being VISIrecorded, and that a number: of leading 
industrial concerns engaged in war production are 
making daily use of VISIrecord installations. 

Gross Sales of the corporation for 1945 have already 


been reported nearly double those for 1943 and 1944. 
tet Eias 


TELL STORY OF UNDERWOOD WAR PRODUCTION 


Stockholders of Underwood Elliott Fisher Company 
(now Underwood Corporation) are told the story of 
the organization’s contribution to the war effort in 
a booklet, “Enlisted for Victory.” 

President Philip W. Wagoner writes the stockholders, 
“The management feels that your company is making 
an important and substantial contribution to the war 
effort, and that you as a stockholder of the company 
might wish to have a booklet telling something of this 
war work, which you could keep as a permanent 
record.” 

In the booklet is related how Underwood stopped all 
typewriter production and sharply curtailed adding 
and accounting machine output to build carbines, 
airplane instruments, gun parts, ammunition com- 
ponents, fuses and primers. It has produced in the 
U.S. .30 caliber M-1 carbine an outstanding weapon of 
this war. 

It was this far-flung war production which won a 
second renewal to the Army-Navy “E” award. 

—_——__ eo — 9 

ROCK-A-FILE SPRING PROMOTION LAUNCHED 

Rockwell-Barnes Company, Chicago, has launched 
a hard-hitting spring consumer campaign via maga- 
zines to promote Rock-a-File index card files. The 
copy theme stresses Rock-a-File’s greater convenience 
and space-saving features. 

Both single and twin Rock-a-File card file models 
are featured in the advertisements. These state that 
models are available for immediate delivery in genuine 
walnut or standard green finish in the three popular 
card sizes. 

Dealer helps include a striking eye-catching orange 
and black display, direct mail envelope stuffers and 
mats for local newspaper ads. 


B. L. BEELER JOINS ASSOCIATED STATIONERS 


A. R. Skibbe, vice-president in charge of sales for 
Associated Stationers Supply Company, Chicago, an- 
nounces that B. L. Beeler has recently joined his sales 
staff. Mr. Beeler was associated for many years with 
the J. L. Hanson Company of Chicago, making a host 
of friends through his contacts. His territory will 
include the states of Indiana and Michigan. For the 
time being, Mrs. Beeler and young daughter will 
continue to reside in Chicago. 
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FELDCO Loose Leaf CORP. 


NEW YORK + 25 CENTRAL PARK WEST - 
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PHONE CO-5-0282 « 


1945 


PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO - 





16 W. ILLINOIS STREET 
oiler. \clema lemma ai, [elk 


PHONE DOUGLAS 8563 
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60,000,000" 


JOBS* IS AMERICAN INDUSTRY'S 
POST WAR GOAL ... 


Sleekmaster 


WILL PLAY ITS PART IN FURNISH- 
ING A COMPLETE LINE OF OFFICE 
EQUIPMENT NEEDED FOR THAT JOB 





*And its share of the jobs, too! 


pert Steel Sales Corporation 
300 EAST 145TH STREET © NEW YORK 5Il, N. Y. 
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Typically 


yp * erican: 


Perhaps the most famous home in America 
stands on the banks of the Potomac River. 
Here George Washington spent a great 
many years of his life and to this hallowed 
spot, flock thousands of visitors eager to 
become imbued with some of the glory of 
America's past. Mount Vernon . . . cen- 
turies old, symbolizes a sturdiness and 
strength so Typically American. These are 
qualities that have fortified America .. . 
that have permitted us to overcome all ob- 
stacles the years have brought. We like to 
think of JASPER DESKS as possessing some 
of those attributes that are so closely asso- 
ciated with American traditions. For almost 
70 years, we have consciously built into 
Jasper Desks, the utility, the sturdiness and 
simplicity of beauty that contribute towards 
many years of enjoyable use. Serving 
American business with the right kind of 
office desks is a responsibility that we don't 
treat lightly. We will constantly endeavor 
to maintain and improve our product in a 


way that is "Typically American.” 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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for the 
Telephone 
Switchboard 
Operator 






1 —Fully adjustable without the use 
of tools. 

2 —Seat heights range from 18" to 32”. 

3 —Big, comfortable seats 151/, inches 
deep, 1634, inches wide, full sad- 
dle. 

4.—Real support from a form fitting 
back 8 inches high, 13 inches wide. 

5 — Brown, olive green, maroon, black 
or French grey enamels. 

6—Genuine or imitation leather in 
contrasting colors. 

7 —Shipments now being made. 


STURGIS POSTURE CHAIR CO. 


STURGIS MICHIGAN 
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FACTS ano FANCIES 


By McGillicudy 


By the time you read this, there’s a very good 
chance that the Allied Armies will have 
achieved final victory in Europe. We sincerely 
hope so. But that won’t mean the war is over 
—there’s still a big job to do in the Pacific. This 
is no time to relax, ease up on the job, or stop 
buying War Bonds. We can’t “shoot the works” 
in celebrating until we’re sure the shooting at 
American boys has stopped . . . for good! 


The top critical item right now is lumber. Paper 
ranks at the top, too, because it takes wood pulp 
to make paper. When you sell envelopes to 
customers (Quality Park envelopes, naturally), 
remind them of the paper shortage and the necessity 
for saving every scrap of waste paper. 


Tell them that 100 pounds of scrap paper 
turned in will make 200 containers for blood 
plasma; or 1470 boxes for emergency lifeboat 
rations; or 650 cartons for Army K rations; or 
1150 fifty calibre bullet cartons; or 20 pro- 
tective fins for 250 pound bombs. This war 
isn’t being fought with cold steel alone—paper 
is vitally important! 


And all that, of course, is one very good reason 
why you may not be getting as many Quality Park 
envelopes as you'd like to have. You are, how- 
ever, getting your full share of what is available 
for civilian use. We're kind of particular about 
seeing that all dealers get a square deal. 


By the way, along with making all the Quality 
Park quality envelopes we can under present 
conditions (such as Leatheroid, Champion Clasp, 
Blue Line Air Mail, Banker’s Flap, Air Way 
Express, etc.) we’re doing a bit of postwar 
planning, too. You can depend upon Quality 
Park to be ready when the time comes! 


Help make the 7th War Loan Drive a 
Victory Drive...Buy More War Bonds! 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 


Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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“TREASURGAR " 


DYOVO NS!) ts 


TTORBURUORURUORUM 


DONS 


E 
“FIRE PROTECTION. 
5 PLUS 


"The TREASURGARD : 





E 

‘ Gives You These Features ‘ 

E SMNA One Hour Label : 

E Electrowelded Body ’ 

iS Monolithic Safe Insulation \ 

is Heat Seal on Door k 

EK Combination Lock i 

‘ Positive Door Stop k 

Ee | 
& RETAIL $30 PRICE 
3 F.0.B. HAMILTON, OHIO ie 
Ki “ORDER NOW” : 

ES TO ASSURE FAVORABLE DELIVERY § 

E ; sa 
EB | 
EK BRANCHES IN WASHINGTON): 
ES) NEW YORK BOSTON g 
5 CHICAGO HOUSTON g 


- HERRING-HALL-MARVIN 
| SAFE COMPANY — 


5 HAMILTON, OHIO : 


MATAR RR PORN PR PRP PR PRAIA PAAR 


 sneneneneranenanenenerenananarenananenaranars: 
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EXTRA PROFITS for the TRADE 


DEALERS . . . put Copyinx Cleansing Cream on 
your counter today. Enjoy Plus Profits and capture 
customer good will. This outstanding Copybrite Prod- 
uct removes Hectograph ink stains without injury to 
the skin, leaving the hands clean, soft and attractive. 


Write for FREE SAMPLE and complete details. a 








\. 


ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 
RECORD CARBONS Writing Plates Copyinx Cleansing 





& RIBBONS Styli Cream 
Typewriter Carbons Lettering Guides sees 
Pencil Carbons Shading Screens 
: Copyscopes GELATIN SUPPLIES 
Inked Ribbons ore 
Stencil File Folders Gelatin Roll 
es 8s Type & Platen Cleaner {White page 
STENCIL SUPPLIES sss (Fibre or Cloth) 
Stencils . . . Blue Gelatin Films 
White . . . Yellow FLUID DUPLICATOR Hecto Ribbons 


Heavy or Light Coated DIRECT PROCESS Hecto Carbon 
Stencilrite Sheets SUPPLIES Copyinx Cleansing 


(Film Stencils) Alco Carbons Cream 


Stencil Typing Plates Alco Units Original Master Paper 
Stencil Ink Alco Ribbons Fastbrite (Coated) 
Correctiof# Fluid Alco Fluid Copy Paper 
Stencilrun Papers (for Alco Original Papers Recordrun Papers 


Alco Run Papers (Maximum Run) 


Reproducing Copies) 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘So It Right with Copy brite’ 
Send for FREE SAMPLE today! 





r— 
| Please send me sample of Copyinx Cleansing Cream and 
literature. 

| 

| NAME : 
| ADDRESS 
| city | 
oe cece aoe sees sins ire sete es mds Sl cape sed es Sols Sea a a 
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HAVE ALREADY USED THE 
RUBBER TYP E No. 1509 (illustrated) 
@ Capacity, 5 lbs. by 
14 ounces. Computes 
postage for air mail, 
with a mail and 
merchandise up to 4 
the Ibs. Easy to use, simply 
GROOVE place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
Z > i rm weight and amount of 
Since its introduction a few years ago, the type postage required. 
with the groove" has convinced half-a-million per- Accurate and durable. 
sons that IT IS EASY to make an emergency rubber List $7.75 
stamp in a jiffy. The Vari-Line Printing Kit con- SPECIFICATIONS 
tains this kind of type, along with other exclusive Dial: 614” diameter, glass 
f covered, Red and black 
eatures. figures on white, red for 
This Kit is one of the popular —” ae Tee 
items in the Superior line of Platform: 514” square. 
ADTTINT : : Dimensions: 612” x 614” 
VARI-LINE marking equipment sold through se Bee PARCEL POST SCALE 
a stationers. Packing: One to a carton, No. 1515 
©. Weight packed 6 Ibs, s Comegiy 50 Ibs. by 1 
cunce, mputes ST 
THE SUPERIOR TYPE COMPANY See your supply house, for poe me ap eo 90 
Main Office Ibs. for all postal zones. 
1800 W. Larchmont Ave. Dial 8” diameter. Plat- 
Chicago 13, Ill. form 7” square. Overall 
2 dimensions 8” x 7142” x 









10”, Weight packed 9 Ibs. 
List $9.50 






Branch Warehouse 
268 Market St., San Francisco 11, Cal. 
Eastern Distributor 


R. A. STEWART & CO., 80 Duane St. 
New York 7, N. Y. 





i $25 North Ada Street, Chicago 22 


’ Illinois 































—— When Victory Comes 
DUPLICATOR The Famous Four 


PRESTO Profit Makers 


will be at your service 
— BETTER THAN EVER 


1.— PRESTO Stapler 


INK 





2. — PRESTO Staples 





A superior ink 


constantly improved World's Fastest Selling Desk 















for 32 long years. Stapler in Pre-War Record. / ts “53 
Nace 
Made in four grades to fit ‘every ci ig r 
purse and purpose—and guaranteed ad. Sturdil eon of = 
to satisfy your customers’ demands ' 7 h colorful olaitle and 


hardened steel. 


for dependable, trouble free stencil 


duplicating. 





SELL SHALLCROSS INKS 
for repeat orders. Write, 
today, for descriptive ma- 
terial and prices. 





4.— PRESTO 
Personal Paper Punch 












Sells itself — with attractive 


counter card. 


Metal Specialties Mfg. Co. 


3200 Carroll Avenue Chicago 24, Illinois 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbon-s-Stencils-Papers 
FORTY EIGHTH and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA. 
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Stationers! lig In On A 
M\ LIVE WIRE 
M\\_ LINES 

















the EAGLE-A line is a complete line of 
uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


“The COMPLETE Line 


BONDS ONION SKINS 
MIMEOGRAPH 





MANIFOLD 


“PRINTED COPY” MANUSCRIPT COVERS 
BRIEF FOLDERS 
PLAIN AND LEGAL RULED | 


EAGLE-A 











HOLYOKE, MASSACHUSETTS 


T emis 


| BRIGHT 





put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


>] === eh SS =L—SS=_— LS>_— SS —_— SS SS] 


Wartime regulations have imposed severe restrictions on our out- | 


127-133 BLEECKER ST. 
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CARBON PAPERS 
| TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for | 
DEALERS “> STATIONERS | 


Complete details on request 


ALLEN & COMPANY | 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 






















Gewire 
Desk Fey 


practical, 
amazingly durable, these 
handsome trays are made 
of a beautifully grained 
plastic material that com- 
bines extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 


No. 912—Letter Size No. 915—tLegal Size 
(10%x12%2"x 2%", inside) | (10% x 15” x 23%”, inside) 
_...List $1.50 Ea. | _...List $1.75 Ea. 


SERVICE PRODUCTS CO. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 


See That 
CORNER 
Molded plastic 
Corner (Patented) 
binds tray together 
with vise-like grip. 


Distinctive, 
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PROPER ANALYSIS OF OPERATIONS ESSENTIAL 
TO SOUND BUSINESS GROWTH 


Sh of the expenses of operation. 
(‘Fi Tw, Y For example, an arbitrary amount of your salary is 
Ss our payment for management effort and you earn the bal- 


Jypewriler Needs ‘ 


ance by making personal sales. Let’s say one-fourth 
of your salary is for management. By the same token, 
the majority of your employees defray their salary 
charge by producing sales. In an arbitrary manner, 
we can say that one-fourth of the wages are in the 
interest of servicing machines or maintaining records 
for the salesman. The itemized percentages would be 
adjusted by the above figures and the balance of the 
charges (rent, advertising, etc.) would remain constant. 











Gross Margin ai .... 42.8% 
Salesman Commission sais BOLO 
Net Margin waueee 22.80% 
This net would be applied to the new operating ex- 
penses. 
Ideal Revised 
Operation Adjustment Ratio 
we Salaries 10.2% 25% 2.55% 
T ; | U l Ki Wages 12.5% 25% 3.13% 
Occupancy . 3.71% 3.70% 
Bluebonnet rip e p eep it Advertising 1.2% 1.20% 
Big Double-size Bottles with Handy Applicators All other - 8.4% 8.40% 
Take care of your typewriter! It is a: Total 36.00% 18.98% 
almost impossible to replace it. . . : Ss 5 Finally, the profit of the sale by a 20 per cent com- 
repairs may take many weeks. ’ mission man, following these arbitrary adjustments, 
; : : would be in the neighborhood of 3.82 per cent (22.8 per 
You will enjoy using BLUEBONNET products. . . cent — 18.98 per cent). This figure you will note is 
They are safe . . . non-explosive and pleasantly below the 6.8 per cent ideal profit; however, there may 
ted be a variation between the margin on the machines 
SCOMTSS. sold by a commission man and the overall margin 
figure. Furthermore, the sale of a machine at a small 
TYPE CLEANER profit is the initiation of a flow of business from the 
. profitable and automatic supply requirements. 
Quick and easy to use . . . The actual profit from this commission salesman’s 
leaves type keen and clean. sales would also depend upon the validity of my as- 


sumption that 25 per cent of the total salary and wage 
figure goes toward the direction and servicing of the 
salesman’s operation. 





Figuring Cost of Location 


TYPEWRITER OIL 


Special precision machine 
lubricant. Positively will not 
stick or gum. You will note 
the smooth, speedy action 
BLUEBONNET Oil produces. 


Now we can investigate our location expense or oc- 
cupancy cost. The merit of various types of locations 
will not be weighed; however, it can be said that rental 
costs should be retained within 3.7 per cent of sales 
volume. To use the example of the $90,000 volume 
referred to above, this operation could afford up to 
$330 per month on its location. 





PLATEN RENEWER The occupancy cost includes heating, lighting, build- 

Simply rub it on. Almost ing service or taxes, insurance, depreciation, building 
: cnet repairs and mortgage interest. It is actually rental 

magically restores gripping plus incidentals to ownership or lease. 

surface to rollers. Reduces The next item is advertising at 1.2 per cent. This 


is subject to considerable variation on the basis of 
geographical location. On the basis of a $90,000 volume, 
it would stand $1,080 worth of newspaper, direct mail, 
radio advertising, and so forth, or in the neighborhood 
of $90 per month. 

The next classification ‘all other expense” will vary 
in the type and amount of the items making it up. 
The important consideration here is that these small 
expenses are dangerous and should be closely watched 
as a class to see that they stay within 8.4 per cent 
of net sales. For example, it would be paramount 


ridging, slipping or sticking. 





EVERY TYPIST SHOULD 
HAVE A BLUEBONNET KIT. 


NOW MORE THAN EVER 
TYPEWRITERS NEED 
SPECIAL CARE! 





oer : sonamseprtesdlinada that a $90,000 volume retailer should maintain his 
eee bec Rat 9 0d New York telephone, delivery, taxes, dues and subscriptions, sta- 
ee ee -*utiaa tionery, postage, depreciation (furniture and fixtures), 


Fort Worth, Texas 


Pacific Coast Rep. Earle P. Hambly & Associates, Los Angeles, California 


bad debts, and so on, within $7,560 or at a level less 
than $650 per month. 

Products of System Service Company, Paterson, N. J. All of these items combined give a 36.0 per cent op- 
erating expense. Resorting again to the $90,000 volume, 
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THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 





EQUAL TO PRE-WAR QUALITY 


You, MR. DEALER, like many other dealers, will want to SELL 
and RECOMMEND NORTA, the ORIGINAL PLASTIC TYPE 
CLEANER. 


A pick up item; just stand the attractive display container on 
your counter and watch them go. A clean product to handle be- 
cause NORTA does a cleaning job clean; that’s why it finds a 
ready saie wherever offered. 


Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 


EXCELLENT VALUE e FAST SELLER 


Order Today—Reorder Tomorrow 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., NEW YORK 18, N. Y. 

















New plastic heads... 
uniform colors. . . light- 
er weight. Needle sharp 
points. RIGHT through- 


out. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 
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SORRY™.. . 
No Typewriters yet! 


BUT «4 


We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . .. 
Carbon Papers 
Typewriter Ribbons 
yao lob bale mm \/Cocolebbel- mm attolerey ers 
| sTole) 4 '<-1-) ob bse Ms \/ Co Cod eb bel MB atte) oles et) 


HEADQUARTERS ... 
Royal Typewriter Parts for Dealers 


NOW i . 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
Clb beet -ce BM deco (Sobel elo) to Ml ol-Meadestlode)(- 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 














ALL METAL 'TECHNYSCOPE 





THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 

The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 
Flexible Writing Plate and Four Manuals sien mae 
of Rockies) 


TECHNYGRAPH CO. TECHNY, ILL. 
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INVESTIGATE THE MERITS OF 




















ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 











AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE riboons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on. silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper” 
oA effe 


pr omg tie 








asy to sell 


. the patented surface of 
EATON’S 
CORRASABLE BOND 
means errors can be erased without 

a trace. 


Typists who use 
EATON’S 
CORRASABLE BOND 
once insist upon using it always. 
i 
gATON 


*ryPEWRITER™ 


*  papERS * 
USA 


& 
“RKs Hie 


EATON PAPER CORP. PITTSFIELD, MASS. 


Fine papers for business and social use 











1888 Factory, Rochester 8, N. Y. 1945 
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TOUGH LEAD 


MOON 


Standard in large corporations— 
where they know how to buy. 


PENCILS 


THEY RESIST HEAT 


WILL NOT BECOME 


SOFT AND SOIL HANDS 
J. S. STAEDTLER, INC. 


53-55 Worth St., New York 13, N. 
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Built-in QUALITY- 
-Always, with 
MEILINK SAFES 


Built-in quality is proven 
again and again in actual 
fires— Meilink Safes do pro- 
tect their contents. The all- 
welded, reinforced steel 
frame—the proven Thermo- 
cell insulation which does not 
deteriorate with age—the 
careful workmanship—every- 
thing that makes Meilink Safe 
a better safe to sell. 


e Every Meilink 
Safe—large or 
small—has this 
Built-in Quality 
and structural 
strength. 


ERCULE: 


MEILINK STEEL YARESee. 


CHICAGO TOLEDO, OHIO NEW YORK 
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it is found that $32,400 can be turned back in expenses, 
and if we have a cost of goods figure of 57.2 per cent 
then our profit (6.8 per cent) amounts to $6,120. 


You must realize that all of these percentage figures 
rely upon each other; that is to say, it would radically 
change the picture if the cost of the goods disposed 
of should be considerably higher than the stated 57.2 
per cent because each percentage here would be a 
decrease in profit. A used machine operation, for ex- 
ample, would have a low cost of goods sold and a high 
margin, and a different set or ratios would have to 
be used for comparison. 

A gross margin of 42.8 per cent ties in with the cost 
of sales (57.2 per cent) to make 100 per cent or the 
full sales volume. This 42.8 per cent is achieved as an 
average made up of many items over 45 per cent as 
well as numerous items under 40 per cent. As a gen- 
eral rule, I believe you can assume that office machines 
will tend to pull down the margin whereas the all- 
important supplies will tend toward a higher margin. 
It offers a base figure to shoot at in stabilizing your 
operation. 


Rate of Turnover Is Important 


The next item concerns a merchandising angle of 
importance—turnover. I believe that a business should 
charge itself with an interest cost on the inventory 
of wholly-owned merchandise as well as any cost of 
financing goods not owned. Attention would be con- 
stantly directed to the movement of the stock by this 
device. Liquidity is a direct benefit from proper turn- 
over, and stock control is the essence of a well-operated 
business. 

On the basis of the figures, a $90,000 sales volume 
would imply a cost value of $51,480 (57.2 per cent cost 
of sales) and at 3.3 times turnover, it would show an 
average inventory of $15,600 at cost. It must be borne 
in mind that this figure is merchandise investment 
and has no relation to furniture and fixtures of the 
store. 

Just to comment on a point which is actually not a 
part of this analysis, the relationship between the 
inventory investment at cost ($15,600) and the profit 
($6,120) in our example of $90,000 volume, indicates 
that earnings on the stock investment are at the rate 
of 39.23 per cent. 

Your year-end audits and 1944 statements came out 
of your books in the recent past, and they offer a fine 
chance for a comparison between your actual and this 
ideal set of figures. Compute these 12 percentage 
problems from your own figures and you will be initi- 
ating one of the most progressive steps in your busi- 
ness career. 

This rule of operation can be used to measure the 
excellence and soundness of your activity if you care 
to use it. So also can numerous other sources of val- 
uable information be put to profitable advantage. 
Without thinking twice you invariably have your 
automobile radiator checked each winter. Doesn’t the 
size of your business investment encourage a periodic 
checkup? 


Knowledge of Operation Helps Cut Distribution Costs 


It is the function of marketing to use all available 
sources of business facts for better operation. Better 
operation will in turn bring about a more efficient 
business, and efficiency means savings. 

That seems to partially answer the question which 
so many are asking on the subject of high distribution 
costs. The function of a marketing department in our 
company, for example, is to take mistakes out of dis- 
tribution and assist those who distribute for us in the 
same vein. 

We are attempting to find out where we can sell 
the most with the minimum waste and cost, and in 
turn where you can direct your efforts to the best 
mutual advantage. 

There are numerous agencies, services and associa- 
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Post-war dream products 
will have to wait a while--- 





but post-war, Oxford PENDAFLEX’ 





CAN GO IN THEIR FILES AT ONCE! 


GOING TO BUY A POST-WAR CAR SOON? 
You'll get a 1942 model. 


A REFRIGERATOR? 


It will be new, but little different in design from 
the pre-war model. 


Yes, it will take time to gear up industry to the 
wonders we have been promised. 

But in filing, once the paper shortage eases, your 
customers can have—PENDAFLEX! 


Pendaflex, one of the few radical improvements 
that they won’t have to wait for. 

Pendaflex, designed to revolutionize filing prac- 
tice, and doing it today in war plants throughout 
the country, where speed, accuracy, and efficiency 
are essential. 

Doing it tomorrow for every industry. Pendaflex 
is already designed. Already proven. Waiting only 
tor more materials and labor to spread into every 
office in the land, to the lasting benefit of business, 
and to the Pendaflex dealer’s prestige and profit. 


PENDAFLEX*--- the filing folder that HANGS! 


*Reg. 1 S. Pat. Off 





Oxford FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn 6, N. Y. 


125 South 8th St., St. Louis 2, Mo. 
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READY MADE BANK RECORDS 


IN STOCK FOR 


IMMEDIATE SHIPMENT 


ON APPROVAL 


BOND REGISTER 
COLLATERAL LEDGER 
DAILY STATEMENT 


LIABILITY LEDGER 
RECONCILEMENT 
GENERAL LEDGER 





EXPENSE RECORD 


DISCOUNT REGISTER 
GENERAL JOURNAL 
DRAFT REGISTER 
MATURITY TICKLER 
OVERDRAFT REGISTER 
COIN WRAPPERS 
PASS BOOKS 


LOOSE LEAF MINUTE BOOK 
TELLERS CASH 
CERTIFICATE OF DEPOSIT 
COLLECTION REGISTER 
MACHINE LEDGER SHEETS 
INCOME RECORD 
STOCKHOLDERS LEDGER OUTFIT 
MONEY ORDER REGISTER 
Specify whether Bound or Loose Leaf preferred. 
$5.00 SAMPLE BOOK SUBMITTED ON APPROVAL FOR 10 
DAYS. NO INDIVIDUAL SAMPLES SUBMITTED 
Let us serve you on your SPECIAL 
Bound and Loose Leaf Records. 


SALESMEN and DEALERS 
WANTED 


FRED PROCTER COMPANY 


MANUFACTURERS 
BOUND BOOKS—LOOSE LEAF—STATIONERY—PRINTING 
324 EAST NINTH ST. CINCINNATI 2, OHIO 




















CARBON PAPERS 


relate) 
TYPEWRITER RIBBONS 








your customers 
on the 
WRITE path 


It’s the easy way to satisfy them, keep them, 
and bring them back to YOU. The famous 
WRITE Carbon Paper makes extra copies . . . 
the popular WRITE Typewriter Ribbons pro- 
vide extra legibility—and all that means more 
friends, more business, more profits for YOU. 
For steady, worthwhile REPEAT BUSI- 
NESS—stock, display and push WRITE 
products. Send TODAY for samples and 
discounts! 













Immediate Deliveries—No Delays! 


ngton Avenue 


420 Le “. YX. 


New York 17, 


FACTORY: Bridgeport, Conn. 




















DRAWING AND TRACING PAPERS. 


PENCIL POINTERS 
y 





CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Precise DEVELOPMENTS CO. 


28 N. Loomis St., Chicago 7, Ill. * 
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Othello 


QUALITY PENCILS 
for EVERY need 


e School, office, indelible, hectograph, 





bridge pencils . . . all of the finest ma- 
terials and workmanship. Feature this 
line prominently . . . an old stand-by for 
dealers interested in building good will 


along with volume and profit! 


Write for our latest catalogue 


Meer DeneilCo Te 


221-225 Fourth Ave., New York City 3, N. Y. 











VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


RITE-LINE 


Reg. U. S. Pat. OR. 


COPYHOLDER 
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FINGER-TIP FACT CONTROL 


Instant access to needed data instead of a frenzied attempt 
to “dig out’’ rush information becomes easily possible with 
Cook’s Steel File Signals. Attached to card and ledger 
records of Stock, Production, Purchasing, etc., they group 
important facts under readily usable headings. Accurate 











reports can then be made out quickly by minor S 
clerks—expediting a department's work and 
saving the valuable time of key men. 


Card of samples on request. 


COOK’S 
STEEL 


FILE SIGNALS 
Make Files “Talk” 














The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 
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TuBULAR Coin WRAPPERS 


Stationers! It's your Line—Exclusively! 


4/ 


Rw 








"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 
Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 
Bags Sorti Trays 
ags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 


Coin Wrappers 
Bill Straps 

Coin Bags 

Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depositor 
Linen Shipping 








THE C. L. DOWNEY CO. 
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A NEW & TIMELY DESIGN 
IN THE JUSTRITE LINE OF 


ar Bond Jackets 


Iwo Jima 
Flag 
Raising 






Official 
Symbol 

7th War 
Loan Drive 


‘Keeping up with the Times” is the Justrite aim in pro- 
ducing Envelope Specialties. And in keeping with this 
policy, the Justrite Folks present the No. 2-BP War Bond 
Jacket featuring a delicate crayon sketch of the now 
famous Flag Raising on Iwo Jima by our Marine landing 
forces. 


Chosen by the U. S. Treasury Department as a symbol of 
the 7th War Loan Drive, the Iwo Jima illustration makes 
a splendid frontespiece for a War Bond container. Used 
by Advertisers for many years now, the Justrite Line of 
War Bond Jackets also carry the Advertiser’s Name and 
advertising message, plus space for the listing of War 
Bonds on the back panel. 


Let us send you this new Bond Jacket, together with a 
complete sample set of the five other Bond Containers 
that have long been favorites with Adver- 
tisers. Samples are complete with a price list. 
To show this line is to sell it—it is com- 
plete and covers the needs of your every 
customer. 





dates 
COM PANY 


bil 


LINE 


SAINT PAUL 


CHICAGO 
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tions who are in a position to supply facts and figures 
of the same general application as those which I have 
used as the vehicle of this discussion. Your trade 
association can assist you by initiating studies on 
things of interest to you. 

The magazine in which this is printed is a source of 
information or direction which you may call upon for 
guidance in improving your business and strengthen- 
ing your operation. It seems imperative that every 
means of sharpening our tools of business should be 
used. Distribution can easily be held up as the scape- 
goat in an economy where production and distribution 
do not synchronize into a smooth operating team. 

Manufacturing as a class has been forced into a 
decade of advancement in methods, efficiency and ver- 
satility in a few short years of war. Distribution has 
been a casualty of war and a victim of protracted 
sellers’ market. 

As the distribution element, we must meet a serious 
challenge in carrying our share of the economy from 
a handicapped beginning of depleted personnel, soft 
muscles of easy sales, and the general opinion that 
we do not deserve the amount which it is costing 
to sell. 

The challenge can be met and a favorable decision 
can be forthcoming if we take advantage of every 
means in perfecting our operation. This discussion 
has been designed to make a small beginning toward 
this end. 





SERVING THEIR COUNTRY. — Forty 
men from the factory and office of 
Standard Duplicating Machines Corp.., 
Everett, Mass., are in the armed forces. 
The company also has 9 men serving 
their country part time, two of whom 
are shown looking at the honor roll. 
At the left is Chief Petty Officer E. R. 
Llewellyn, Coast Guard Temporary 
Reserve, and the company’s patent 
attorney. At the right is 2nd Lt. Gas- 
par Durante of the Civilian Air Patrol 
and foreman of Standard’s punch 
press department. At present, all 
Standard duplicators go to the Army 
and Navy and to vital war industries. 


ree 
FRIDEN NAMES CARL BORTZ AGENCY MANAGER 


Friden Calculating Machine Company, Inc., San 
Leandro, Calif., announces the appointment of Carl 
M. Bortz as agency manager of the Charleston, W. Va., 
territory. Mr. Bortz was welcomed home recently 
after four years’ service as a lieutenant-colonel in 
the Army. He served in two world wars, entering the 
Army at the age of 17 during the first world conflict. 
Joining the Pittsburgh branch of the Monroe organiza- 
tion in 1924, Mr. Bortz spent 18 years in the office 
machine field. Prior to World War II he made a 
successful venture into business for himself, handling 
used machines. 
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Volunteer Secretary—A com- 
pact personal file for im- 
portant receipts, war bonds, 
tax notices—a place for ad- 
dresses, phone numbers, ex- 
penses. Size about 10x!2x5". 
In black, blue, green or ma- 


roon, $1.95. 


Answering the call for 
gifts that are not only 
attractive, but useful, 
here are seven fast-sell- 
ing profit makers that 
should be in every gift 


depoitment. 


The Albums and Folding 
Frames appeal to every- 
body from Baby to 
Grandma, and the Vol- 
unteer Secretary is a real 
gem in these days of 
keeping track of taxes, 
receipts, war bonds and 


other important papers. 


Prices quoted are na- 
tionally advertised, sub- 


ject to usual discounts. 


PROMPT SHIPMENT 
Order Today 


Send for New Catalog, 
68 pages illustrating and 
describing the complete 
Amfile Line. 
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AMBERG FILE & INDEX COMPANY 














1945 


Quality Gifts and Filing Specialties for 75 Years 
1608 DUANE BLVD., KANKAKEE, ILL. 
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“FAVORITE” 
EXPANDING FILE 








75 YeEa¥&S of know-how goes into all our 
products. A high standard of quality, workman- 


ship and service that has been kept up to par 
through the years. Outstanding stationers know 
this to be true and stock Cooke & Cobb mer- 
chandise year after year. Quick turnover and 
good att = are the result. 


THE COOKE & COBB COMPANY 
Origin ators of Expa nding Sp ectaltres 


NEW YORK 11, N. Y. 


SALES 
Still 
Climbing 


Hundreds of complimentary letters 
could be quoted about Nev-R-Kurl 
Carbon Paper. But the best testimonial 
is the constantly increasing number of 
nation-wide users. The features, the 
quality, the day-in and day-out per- 
formance of Nev-R-Kurl, in 5 years have 
established it as the first choice carbon 
paper for buyer and dealer alike. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 








' 
57 NINTH AVE. 
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Gives 35 to 50% more copies per sheet 
by actual tests. 


Universal adaptation—same sheet 
works on standard or noiseless typewrit- 
ers, billing or bookkeeping machines. 


Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers , 
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Autocopy , 
CLEANSING 





Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 






Quick effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
. — gentle action, its pleasant 
f ne nd scent and the way it keeps 
uUlec | age hands soft and smooth with- 
teansene CRE out disturbing nail polish. It 
= has been tested, approved 
er and adopted for use by 
many large firms including 
Bethlehem Steel, Timken, 
R.C.A., Inland Steel, Crane 
Co. and Ryerson. 


‘4. ee sl 2" 


on 


6 o2. tubes 
VY, Ib. cans 
| Ib. cans 
5 Ib. cans 





TRIAL ORDER—Send your 
order for 12 tubes today. 
Price list and quantity dis- 
counts will be enclosed. 


TERRITORY AVAILABLE! 
DEALERS — WRITE FOR 
PROPOSITION 


Sn. 


466 West Superior Stree* Chicago 10, Ill. 














“I'll be glad when one 
can get some new 
Boston Pencil Sharpeners 
for our office.” 


Yes, from the office boy to the G. M., there 
will be great rejoicing when conditions permit 
full production of this convenient and essential 
In the meanwhile we continue to fill 


product. 
accordance with priority 


priority 


regulations. 


orders, in 








BOSTON 


PENCIL SHARPENERS 


C. HOWARD HUNT PEN CO. 
| CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTISTS’ PENS 
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Ful-Vue BOOK RACK 







OFFICE, HOME, 
HOSPITAL 


Retails 
$3.00 


List 


Walnut, 
Green and White HOLDS: 


Reg. dealer discount 


STENO BOOKS 
READING BOOK 
TABULATING SHEETS 
ADDRESSING LISTS 
DICTIONARIES 


DISPLAYS: 


SHEET MUSIC 
ARTISTS - DESIGNERS 


SIZES: 


7V/4"x12" 
10"x13" 











Special sizes to order. Folds 
flat when not in use. 


PEP PRODUCTS Co. = 
1776 Broadway 











New York 19, N. Y. 





BUILD GREATER SALES-THE FEDERAL WAY 


ENDURING QUALI 


For Office, Industry and Home! 
eee modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO. 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 
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FRITZ-CRHOSS 


Posture 
Chairs 


Eighteen years ‘’Know-How” in building the 


best in posture seating equipment. 








THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 










THE Blaisdell #622-T 
‘BIG BLACK” MARKING 
PENCIL 


TheBlaisdell #622-T “‘Big Black’’ 
MARKING PENCIL has a wide 
acceptance among editors, 
publishers, printers and office 
workers. 


The skillfully-compounded lead 
makes bold, attention-getting, 
pitch black markings. For fast 
To Sharpen turnover, quick profits — stock 
see eile cving Blaisdell #622-T ‘‘Big Black”’ 


PULL the paper i r 
*(U.S.Pat.No. 1,756,953) Marking Pencil. 


Blaisdell PAPER PENCILS 


REG. U. S. PAT. OFF, 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 
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BEHIND THESE DOORS... 


BOLENS Engineers Are 
Perfecting NEW and Improved 
Chair Action Controls for You! 


BEFORE WARTIME RESTRICTIONS prevented 
further production, Bolens Chair Action Controls were 
achieving widespread recognition among leading office 
chair manufacturers for proper design, quiet operation, 


trouble-free construction. 


Production restrictions have not stopped Bolens engi- 
neers and designers from planning even better, smoother 
functioning chair action controls. When these are ready 
for distribution, be sure to look for the Bolens Chair 


Controls on your new showings of quality office chairs. 





‘ BOLENS PRODUCTS Co. 


Division Automatic Products Co. 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 
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WELDON ROBERTS 


Weldon Roberts, pioneer in the manufacture of rub- 
ber erasers, died on Sunday morning, March 25, in the 
Hotel Woodstock, New York City, at the age of 177. 
Until the time of his death he served actively as presi- 
dent and chairman of the board of directors of the 
Weldon Roberts Rubber Company, Newark, N. J. 

An outstanding authority on rubber compounding, 
Mr. Roberts was responsible for the introduction of 
colored rubber erasers in America, and the reputation 
for quality and adaptability of the products which bear 
his name soon became known among office workers, 
school students, artists and professional people the 
world over. Some time later Mr. Roberts applied his 
exhaustive knowledge of rubber compounding to the 
manufacture of the Brightboy line of soft rubber 
bonded abrasives for metal finishing and these prod- 
ucts were instrumental in contributing outstanding 
time and labor savings in the manufacture of air- 
planes, engines, armament and numerous other pre- 
cision-made products and parts for the war effort. 

Mr. Roberts began his career as a young man with 
the C. Roberts Rubber Company, founded by his 
uncle in Newark. He first went to work on March 12, 
1888, the day of the great blizzard, and in commemora- 
tion of this event, when he later founded the company 
which was to bear his name, he began business on 
this anniversary date. He served as president of the 
C. Roberts Rubber Company from 1895 to 1910 and 
established his own business in 1912. 

Surviving are his widow, the former Harriet Hovey 
Carpenter; two sons, Dr. Christopher Roberts of the 
Foreign Economic Administration, Washington, D. C., 
and Garrett Roberts of Montclair, N. J., and two 


grandchildren. 
+ - 


LEWIS H. PERRY 

Lewis H. Perry, who at the time of his retirement 
in 1932 was export manager for American Writing 
Machine Company, died on March 12 at the age of 80. 
He was living at 3 Garfield Place, Upper Montclair, 
N. J., and is survived by his widow, Mrs. Harriet Holt 
Perry, and a daughter, Mrs. Cyril D. Arnold of Coral 
Gables, Fla. There are two grandchildren. 

Mr. Perry’s first connection in the typewiter busi- 
ness was with the Caligraph when it was made by the 
American Writing Machine Company. When the 
manufacture of the Caligraph was stopped, he came 
to the home office and served the company in various 
capacities. In 1911 he located in London and there 
organized and managed a rebuilding plant for Amer- 
ican Writing Machine Company. When this was turned 
over to Remington Typewriter Company, Mr. Perry 
returned to the United States to take up his duties at 
the home office in Newark as export manager, which 
position he held until he retired. During his many 
years in the industry Mr. Perry made many friends 
in the trade, both in the United States and abroad. 


- > 
HERBERT ALFRED GOULD 


Herbert Alfred Gould, Wilmette, Ill., manager of 
the library department of A. C. McClurg & Company, 
Chicago. and an emnvlovee for 57 vears. died April 9 
after a brief illness. He went to McClurg’s in the fall 
of 1876 and from 1908-1918 was a book buyer. Then 
he became manager of the retail store on Wabash 
Avenue. A one-time vice-president of the Chicago 
Library Club, he was active in the publishing of pro- 
motion and library work. He retired in 1933. 

+ - +} 
CLARENCE W. MABLEY 
Clarence W. Mabley, in the research department of 


the A. B. Dick Company, Chicago, for 12 years, died 
March 24. Funeral services were held March 27 at the 
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85,000,000° 


AMERICANS HOLD WAR BONDS 


Stecdlmadler 
BOND AND SECURITY BOXES STAND 


READY TO PROVIDE ITS SAFEKEEPING 
UNITS! 





* Official U. S. Treasury figures 


rout Steel Sales ane. 


_ 300 EAST 145TH STREET © NEW = am aN. Y. 
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CHAIRS 





FOLDING 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 


let Armchairs—ideal for class- 





rooms, cafeterias, etc. 


MANY STYLES: 


State whether or 
not priority rating 
is available. 





IMMEDIATE 
SHIPMENT 





Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 


Dept. No. 15-1 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 




















FILING 
FOLDERS 


WARSHA 

















ROLL LABELS = Yes, Mr. Dealer, these fine, sturdy 


GUIDES folders really do a good job and 
INDEX CARDS stand up well for all the tossing 
FOLDERS around they get nowadays. 
PROTEX You can recommend them with con- 
STICKONS fidence because they are made 
MENDING TAPE from sound paper stock on fully 
GUMMED automatic machinery, assuring dur- 
INDEX TABS _— ability and uniformity. 


SERVICE! VALUES! PROFITS! 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET BROOKLYN 1, N. Y. 

















MUTSCHLER BROTHERS C9) 
NAPPANWMEE + IND = fe - 








DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 





Stall Champion i 





Sinclair and Valentine (lo. 






DUPLICATING 
CLIMATE-PROOF 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy to read” gray-black tone. 





Sinclair and“Valentine Co. 
611 W. 129th Street Gro 


New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 
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"PERFECT" 
HAIR FILLED 
OFFICE CHAIR CUSHIONS 
AND STOOL PADS 
Fibre or Cloth Coverings 





Unavoidable delays due to wartime restrictions of materials 
and manpower shortage have slowed up our production. We 
are sincerely grateful for the patience you have shown and 
needless to say we will continue to do our best to fill your 
requirements in the shortest possible time. 


THE PERFECT RUBBER SEAT 
CusHion Co. 


1412 UNITY ST. PHILADELPHIA 24, PA. 
2 TSE IE RR 


Sell Today for 


PERMANENT 
INSTALLATIONS 


Prompt Delivery 


These modern presswood ward- 
robe racks are not temporary 
“war babies,’ but are built for 
permanent installations, incorpo- 
rate all of the patented PETER- 
SON efficiency features of: 
Spaced coat hangers, where 
wraps are kept dry, aired and 
“in press." Individual ventilated 
hat spaces, space-saving effi- jf 
ciency — accommodate 3 or 4 | 
persons per sq. ft. of floor space. 
And, where desired, built-in lock 
boxes, umbrella racks and over- 
shoe shelves. Sell this silent 
wood equipment today with con- 
fidence. Matching add-on units 
will be available in both wood 
and in steel over the years, in 
single and double faced cos- 
tumers, wardrobe racks, and 
locker units. 
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Write for catalog sheets and 
dealer proposition which assures 
a full margin on every sale. 


Write for Bulletin G-13 








~ VOGEL-PETERSON COMPANY 
“The Checkroom People’ 
624 So. Michigan Ave. Chicago 5, Ill. 
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Lasse 


ACTAUITY table with maximum rig 

30” cross-braced top with apron fr 
Piece appearance. Rounded corners as 
Concealed leg lock. Hardwood legs and 
...Blond shaded or walnut. Blue, Rus 
Fawn finished tops. Write for nev 











NORCOR MANUFACTURING CU. * GREEN BAY + WISCONSIN: 





POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 
30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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2 DOWN ... | to GO is a good old American 
sporting phrase that is right for this occasion. It 
means the jig is about up for the axis. Remember 

. when VICTORY makes it possible to turn out 
VAN DYKE FLUORESCENT without restrictions, 
you'll find VAN DYKE deserving of your utmost 
selling effort. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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| home, 2644 Lakeview Avenue, Chicago. Surviving are 
| the widow, Mabell, and three sons, Lt. John A. of the 
| U. S. Navy and formerly of the Chicago Daily News 
| staff, Lt. Robert W. of the Army Air Forces, and Ed- 
| ward H. of New York. 


+ - f 
JACK GRAM 
Jack Gram, president of the J. L. Hanson Company, 


| Chicago, died as a result of a heart attack early Fri- 
| day morning, April 20. The fatal attack was one of 
| several which afflicted Mr. Gram during the last few 


months of his life. He was in an oxygen tent in the 
hospital for some time but was returned to his home 
at his own insistence a few days before his death. 


_ He is survived by his widow, Elizabeth Gram. 


Mr. Gram first became associated with the station- 
ery industry many years ago as a manufacturers’ 
representative covering the Southern territory. He 
helped to establish the Southern Travelers Club and 
was active in its affairs until he moved to Chicago 
to take over the presidency of the J. L. Hanson Com- 
pany many years ago. As a traveler he represented a 
number of other firms in addition to the J. L. Hanson 
Company. He was widely Known to dealers in the coun- 
try and was aiways a welcome visitor on business 
trips he continued to take after becoming head of 
the Hanson organization. 

+ + 
ALLEN PERKINS COLE 

Allen Perkins Cole, since 1891 a well-known figure 
in the stationery trade of Boston, died March 20 in 
his home city of Malden, Mass. Funeral services were 
held March 22 at Malden. 

Mr. Cole was born in Charlestown (now Boston) 
January 23, 1860. He was educated in the Boston 
public schools and entered the stationery business 
in 1891 with Henry A. Shepard. Later, in 1899, he 
became associated with Adams, Cushing & Foster, 
Inc., in charge of their engraving department. In 
1929, he was transferred to Hill Smith & Company, 
a branch of the Ward Company. In 1932, he opened 
an office of his own, where he continued to work for 
a few years before retiring. 

The decedent was known by his friends as a man 
of artistic temperament, quiet tastes and pleasing 
personality. He was prominent in Odd Fellowship, 
holding a certificate of 50 years’ membership. Surviv- 
ing are two sons and six grandchildren. 

+ - +k 
GEORGE S. YEO 

George S. Yeo, vice-president of Yeo & Lukens Com- 
pany, stationers, Philadelphia, Pa., died suddenly of a 
heart attack on April 1 at his home in Jenkintown, Pa. 

Mr. Yeo joined the Philadelphia company about 40 
years ago and for some time was one of the outstand- 
ing salesmen. He managed the 37 South 16th Street 
store in Philadelphia for the five years that Yeo & 
Lukens operated that branch and the balance of his 
service was given in sales and the administrative part 
of the business. 

He was in his 76th year when he died and the ma- 
jority of his business life was spent with Yeo & 
Lukens. He was a son of the original Samuel Yeo, one 
of the founders of the company. Surviving are the 
widow, the former Emily Miller; a son, Captain Nor- 
man A., in the Philippines with the Army engineers, 
and a daughter, Mrs. Mildred Y. Glenn, of Hazleton, Pa. 

+ - + 
WILLIAM H. STEELE 

William H. Steele, known to many members of the 
New England Travelers Club, died March 17 in his 
eighty-first year. A Sanford Ink Company representa- 
tive for many years, Mr. Steele retired about 10 years 


ago. 
+ + - 
WILLIAM J. GALLAGHER 
William J. Gallagher, for 48 years a clerk at the 
American News Company, New York City, until his 
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Add to the glass-like transparency of White-X its 
moisture resistant quality and you have the perfect medium 
for hard pencil drawings. Moisture-proofing smooths out irreg- 
ularities in the cloth due to weaving, eliminates the danger 
of ghosts, presents a uniform tooth that readily takes 6-H 
pencil lines which erase easily but do not smudge. Drawings 
on White-X are brilliant in definition, densely opaque and 
produce prints as sharp as a steel engraving! 





MOISTURE CAN’T MAR 
THE SURFACE OR 
TRANSPARENCY 


OF POST WHITE-X 44222 Paxacké TRACING CLOTH 


Gor immediate delivery, phone or write for details 
OO, the Frederick Post Company 


@ Blue Print Papers 


The complete Post line offers high profits © Pencils—Erasers 





& Cloths 


@ Positive Print 
Papers 
Dry Developed 


— quick turnover sales ’ 





Profile & Cross 
Section Papers 
& Cloths 


Moist Developed ® Federal Aid 
Sheets 
— Negative Paper @ T-squares ® Drafting 
Machines ®@ Field Books 
@ Tracing Papers & @ Straight Edges 
Cloths ® Scales—flat & @ Level Rods 
@ Triangles triangular 
@ Drawing Papers ® Range Poles 
@ Curves ® Drawing Boards 
@ Sensitized Trac- ® Tapes— 
ing Cloths @ Drawing Inks ® Drafting Tables Measuring 


P.O. BOX 803 


CHICAGO 
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KEYSTONE 7000 











IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.50 LIST 
SIZE 48” x 54” $8.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


rer teeore toy ned Af I oll MASONITE 
sate ort ALAS | DESK TOPS 


©SS guide $7. 75 list i ; 1 
There's g Premier a \ SIZE 72” x 36” $6.80 LIST 


for every office tring Board BR SIZE 60” x 34” $6.20 LIST 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


55-59 E.26th. St... CHICAGO, I6 ILL. OFFICE FURNITURE WHOLESALE 


Fred Deutsch, 3525 OO ga ape K. W. Zeagler, 1709 W DISTRI BUTORS 
éivd., Dallas, Texas—Texas and Okla. Eighth St., Los Angeles, Cail. 74 BROAD ST. N. Y. 4, N. Y. 


| 
Premier Cuttin 


2nnounce 


g Boards 

















Milton Stone, 30 Church St., New R. E. Horter, Ind., Ill., Mich., Ohio, 

York City, covering New York. 2523 W. 109th Pi., Chicago, Tie 

Harry Henkel, 163 Second St., San S. Lichenstei i2 . i = 
Srantioon, Gall, 5. {ighoratein, 2228 Locust Ave., Bowling Green 9-8231 
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Thank you for your patience! 


¥ 
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RULES HIS WORK Ks 





We are doing our utmost in this period 


of shortages of material and labor to service 
How exacting he must be is dictated to him by a sheet of blue paper— 


our customers as equabl ible. 
eq y as possible a blueprint. There can't be any guess work here. Every detail—every 
Oo ll ° ‘ dimension—every view must be shown in complete clarity. For on his 
ur allotments of raw materials are still ability to interpret the blueprint rests victory or defeat. 
predicated on the amount of rated orders To take the “guesswork” out of blueprints, draftsmen ... engineers... 


we receive. technicigns .. . insist on working with 


because KOH-I-NOOR Drawing PENCILS can be depended on for sharp... crisp 
ALL WHATHER INKS lines which produce sharp, clean prints... 
because KOH-I-NOOR Drawing PENCILS can be depended on for the same fine 


quality that has made them standard for more than SO years. 





| avoilable in 17 uniform degrees of hcrdness and softness. ECONOMICAL 
IN THE LONG RUN! 
u ton SPECIALTY C NO. 1700 — TECHNICRAYON PENCILS — 40 brilliant colors. Each is polished in the 
0. color of the lead... for eusy identity. Available in sets only of 12 or 24. 
200 Fifth Avenue, New York 10, N. Y. Send For Leaflet No. 18 


Factory at Elisabeth 1, New Jersey KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 
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1896 





“SYMBOL OF QUALITY” 





DEALERS and STATIONERS 


have found profit and satisfaction 
in representing the Bucki line of 


CARBON PAPERS and INKED RIBBONS 
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DARNELL CASTER 


Built-in quality assures a 
long life of ef ficient Ser- 
vice—it pays to “Demand 
Darnell Dependability’. 


DARNELL CORP LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, ILL. 
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for 50 years 


QUALITY sy" PROMPT SERVICE 


has earned this recognition. 
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Samples and prices gladly furnished. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 
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NEWEST PUBLICATIONS 


MAPS MAPS 


OF ALL ; 
DESCRIPTIONS FOR EVERY USE 


Seating America’s 
Office Workers 
Correctly 











& 
SCHOOL — BUSINESS — TRAVEL 


Specialty maps of every description and for every 
possible purpose on hand. 


COLORPRINT MAPS 


Detailed maps of each Continent and United States 
Possessions. Handy for checking World War 
progress. 


BLACK & WHITE CLEARTYPE MAPS 


The all purpose Maps for business—current events 
and popular interest in world events. 


COMBINATION 
RAILROAD — AUTO MAPS 


Folded in pocket form also flat sheets. 


DEALERS! Be prepared to meet the 
demand. 


Send for catalog and prices. 


is a responsibility that 
Jasper Seating Co. 
knows how to accept 








No. 980 





Jasper Seating Co. 








JASPER, INDIANA 
REPRESENTATIVES AMERICAN MAP Co., INC, 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 16 EAST 42 ST’. N. Y. 17, N. Y. MU2-7581 


NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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WABASH FOLDERS 


THEIR FINE QUALITY 
MAKES FILING... . 


a Hleasure/ 


NEXT in importance to a good index in 
any file is the use of sufficient folders, so that 
each contains only a small quantity of papers. 
This requires more folders, but they quickly 
pay for themselves in time saved filing and 
finding. Wabash Folders stand straight in the 
drawer, save time, make files look neater, 
and serve years longer. Wabash Folders are 
made in many styles and qualities. Write for 
facts on increased profits made possible by 
better selling of folders and supplies. 
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(ram's. Pictographic Map 
of the 


PACIFIC 
AREA 


IN NEW 

FOLDER 

STYLE 

TO SELL 

AT 

Large size (46x36 inches) printed in 8 beautiful color tints, 
folded to 9!/4x1134 inches for convenient display and han- 
dling. This is the complete map that shows islands and other 
name places not found on other maps. Also 62 close-ups of 
important points and ports on both sides of the Pacific. In- 
dexed to show 2,300 islands and name places. 

Other styles of this map, already established at $1, $2.50 


and $3, will continue to be available. Order direct from this 
ad, or write for Bulletin PA-4. 


THE GEORGE F. CRAM COMPANY, INC. 





730 E. Washington St. Indianapolis 7, Ind. 
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retirement in 1933, died March 25 at his home, 97-47 

89th Street, Ozone Park, Queens. He was 78 years 

old. Surviving are five sons, George, Harry, Jerome, 

William and Alexander Gallagher; and two daughters, 

Mrs. Anna Ehrlich and Mrs. Margaret Kroll. 
x= o—___ 


UNDERWOOD STOCKHOLDERS VOTE NEW NAME 

The stockholders of the Underwood Elliott Fisher 
Company in annual meeting on March 22 voted to 
amend the certificate of incorporation for a change of 
the name of the company to Underwood Corporation. 
In presenting this change to the stockholders, L. C. 
Stowell, executive vice-president, said: “This change 
will avoid frequent confusion in the public use of our 
corporate name, and will mean the adoption of a 
corporate name which reflects more accurately the 
name by which through usage the company is gen- 
erally known.” 

In addition to electing directors, the stockholders 
voted to amend the certificate of incorporation so as 
to eliminate therefrom all reference to Series B pre- 
ferred stock, and leave the presently authorized 1,000,- 
000 shares of common stock the total number of shares 
which may be issued by the company. There has been 
no Series B preferred stock outstanding for many 
years. 

The following directors were re-elected: J. G. Brad- 
ley, Morgan B. Brainard, Robert L. Clarkson, Harry M. 
During, John M. Hancock, Louis G. Julihn, Henry Mor- 
genthau, Evander B. Schley, Reeve Schley, John T. 
Smith, Leon C. Stowell, Philip D. Wagoner, Maurice 
Wertheim and Albert H. Wiggin. 


PERIODIC PAUL ANDERSON LETTER KEEPS FIRM’S 
SERVICEMEN IN TOUCH WITH HOME FRONT 

Paul Anderson of the Paul Anderson Company of 
San Antonio, Texas, has devised an ingenious means 
for maintaining contact with the 30 former employees 
of this organization who are now serving with the 
armed forces, and at the same time building up good 
will and interest within the organization. 

Every few weeks, no definite period being set, when 
sufficient news has been gathered, Mr. Anderson writes 
a letter for these men. In this letter will be news of 
happenings in the store, news of individuals with 
whom these boys are acquainted, and any other items 
which it is believed would be of interest to the boys 
“over there.” 

These letters are written in an open, frank manner 
Similar to a personal discussion. If a letter has been 
received from one of these boys, mention is made of 
his name, together with any news that can be used. 
Little items of interest that have happened within 
the store are brought up—in fact, anything that would 
keep the boys close to home. 

That the letters are appreciated is attested by the 
fact that Mr. Anderson gets replies from all, thanking 
him and promising some real tales when we are all 
united again and peace is here to stay.—BCR 

eames i 


A. L. MARSCHALL REPRESENTS CLAROTYPE 

Albert L. Marschall, 1218 Lowerline Street, New 
Orleans, La., is now representing the Clarotype Com- 
pany, Inc., in the states of North and South Carolina, 
Georgia, Florida, Alabama, Mississippi and Tennessee. 
Mr. Marschall formerly represented The Carter’s Ink 
Company in the southern territory but is now a manu- 
facturers’ representative. 

ae eee ° 

BLOCK TO DIRECT SALES FOR TOLEDO FIRM 

Henry J. E. Block, who has had 22 years’ experience 
in selling business equipment, systems, and supplies, 
has joined the Lewis Business Furniture Company, 
1216 Madison Avenue, Toledo, Ohio, as sales manager. 
The Lewis firm recently expanded their showrooms 
and shop facilities, announced Russell Lewis, manager 
of the company.—AK 
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G00D 
TYPISTS 
Prefer 


The famous paten- 
ted “Carbon Grip- 
per” in every box 
of Codo Super- 
Treated, Super Kote 
and Keen Rite. 


Coda a CoO) 1 


529 South Franklin St., 270 Lafayette St., 


Chicago7 


New York1!2 





Factory: Coraopolis, Pa 
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SHIPMAN-WARD 
MFG. CO., 


325 N. Wells St., 
CHICAGO 10, ILL. 
The Dealers’ Supply House 
Since 1892 
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No. 399 
TRI-PLY 


The leading 
typists’ eraser 


Two all-purpose items in the complete 
Weldon Roberts quality line for all 
erasing requirements. 


Nos. 333-334 INDIA 
(Two Sizes) 


The standard all-purpose 
red rubber eraser 
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WELDON ROBERTS RUBBER COMPANY 
ae nn erent ax 


Newark 7, New Jersey 
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GTC Cem Ce 
You Can Get It...NOW! 





SINGLE MODEL 
—1200 CARDS 












| GET YOUR STORE 
TIE-UP WITH OUR NATIONAL CAMPAIGN ADVERTISING 
MATERIAL NOW! 


Quick-selling, profitable Rock-A-File Card Files are ready for WRITE TODAY! 


immediate delivery, so you can give your customers prompt service. 





Right now more than a half million for prices and complete information. 

vital selling messages, stimulating de- THE TWIN— 
é : "he I: -.A-File C: te 2400 CARDS 

mand for Rock-A-File, are reaching cus- The latest improved Rock-A-File Card Files 


are available, as illustrated, in Single (1200 


tomers in their favorite business mag- cards capacity) and Twin (2400 cards) Models 


71 5 , ! We’ ™ plea: . . A . 
ae Act — and profit! We'll fur in Standard Green finish or in Genuine Wal- 
nish merchandising material to help nut—in all three popular card sizes, 3” x 5”, 
you cash in. Write Rockwell-Barnes 4"x 6". and 5” x 8”. 


ROCKWELL-BARNES COMPANY 


“Specialists to the Stationer Since 1903” 
35 EAST WACKER DRIVE CHICAGO 1, ILLINOIS 





DEALERS-nuicciNns aps ARE Your ADS 


They Sel] «HIGGINS AMERICAN DRAWING INKS 
e HIGGINS ART BOOKS 
They appear constantly in such publications as: © YOUR RELATED ART ITEMS 


AMERICAN ARTIST ¢ THE DRAFTSMAN e INDUSTRIAL ARTS & VOCATIONAL EDUCATION e MECHANICAL ENGINEERING 
PENCIL POINTS ¢ SCHOLASTIC + AMERICAN VOCATIONAL JOURNAL ¢« SCHOOL ARTS «+ ENGINEERING NEWS RECORD 








IDEAS BECOME REALITIES Ve: 
WITH THE AID OF HIGGINS INhs 











a nd crafts- 
senvd#oR —- Between the idea and the _— ca American 

A manship. Designers and artists fin howshts expression 
coLor CARD 1) swing Inks perfect for giving their thoug 


is your 
quickly, accurately, fluidly. inna iii is y 
guarantee of precise performan¢ e = 
form quality. Add finesse to your : = 
and better visualization to your mind p 
tures with Higgins Inks. 
Working drawing made with Higgins Ink by 


designed 
+ A. May for Tear-drop plate, 
i penne & Miller Glass Company. 


Mines HIGGINS ik CO. ING., 


SE oy NINTH ST.. BROOKLYN 15- XN} 


< 
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COMPLETE 


* DEALER LINE x 
Oo 


F 
FILING SUPPLIES 





Filing Filing 
Systems Folders 
* a 


Printed and Ruled 


Guides and Indexes Stock Forms 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court 


Boston, Mass. 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


MORE SALES 


Increase your type cleaner sales with 
Clarotype. Every stenographer needs 
this product. Clarotype cleans quick- 
ly and thoroughly. It makes more 
sales — it makes new customers re- 
peat. It is profitable. Order today. 
Write for our free advertising aids. 


You 25 Years. 








Serving 


The Clarotype Company, Inc. 
16-F Hudson St., New York 13 





as Oe 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- - 
dustry with fast, accurate @= 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- 
est half cent, clear and di- 
rect, simple and easy. 





Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, Inc. iNet lant 











182 
















We NOW Have Some 


(Subject to Prior Sale) 


Marchant Calculators 
Monroe Calculators 
Burroughs Calculators 
Comptometers 
Adding Machines 
Air-mail your request for information. 


Mailers’ Service & Equipment Co. 


40 West 15th St. (Mailers’ Bldg.) New York 11, N. Y. 




















Too! 


Orillia 


Sues 


7) Ane), Bye, lorie 
WORKS CO. *oris™ 












S0-EASY 
MOISTENER 


ag I can now supply you. 
Priority required. Send your order or write 
for free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 


For moistening stamps, 











New Wartime 
Emergency Location 


UNTIL THE 
VICTORY IS WON 








EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
BROOKLYN, N. Y. 
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EXPENSE BOOKS 


Everyone needs them now — 
more than ever before — for 
income and payroll tax deduc- 


tions. 
BEACH’S 
‘Common Sense” 


Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


DETROIT 2, 


Beach Publishing CO. wicuican 



















é r tas 


es. 7 » PRECISION 


on CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 
3800 Agnes Avenue Kansas City 3, Mo. 















BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Fy “ Write for samples and prices. 
————— Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 


MAGIC FLOW 


An Excellent 
Duplicating Ink 








Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 
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QUALITY ITEMS 
FOR THE STATIONER 


e Line Daters 
e Die Plate Daters 


e Self-Inking Stamps 


CONSOLIDATED STAMP MFG. CO. 
SPRING VALLEY NEW YORK 

















CLEANS TYPE 


with a whisk of a brush! 


The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 














NON-RUBBER 


Typewriter 
Keys 


* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
yeors. 


Speed Key Mfg. Uo. 325.cetsd- 22%. 





















Quick, profitable sales to your 
churches, institutions, etc. 
Many standard and custom = 
designs, simulated bronze > 
on handsome solid walnut. eS 
Write for Free Catalogue s 
and complete details. a 
oe 
BN) 
\e" 











Qo. 
International Bronze ablel 
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WANTED 


TO BUY 
60 TO 100 


REBUILT TYPEWRITERS 
STANDARD AND PORTABLE 
LATEST MODELS 
(INCLUDING 18 INCH) 
UNDERWOOD - ROYAL - REMINGTON 
PREFERRED 


FOR EXPORT 


OVERSEAS IMPORT LICENSE AVAILABLE 
BOX S-193 
OFFICE APPLIANCES, CHICAGO 6, ILL. 











a 
WOODSTOCK 


TYPEWRITER 
See Woodstock Adv. Page 119 











Mane 
CELLULOID PRODUCTS 









Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 
3633 S. Racine Ave. Chicago 9, U.S. A. 














Acme No. 1 Saddle back i 


STAPLES FLAT 416 0 





OR SADDLE WORE 
f 
g3 
ZN | 
Adjusted Instantly er “4 A Saas 
rm C | E Handy for offices or small binderies—uses 
T A p L E 4, 5/16, % and '/2” leg length staples 
without mechanical change and has 12” 
reach. Saddle back and flat interchange- 
COMPANY able eee a tans ay ogee Com- 
pare the Acme Silverstreak Line of standard 
1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, % J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 

















GRIPTITE 
BANDS 


The Permanent Successor 
to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly removed. 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 14 lengths— gage, from your Stationer or 





6" to 54" long. write direct for sample 
They can be used over and over again. and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER 4, N. Y. 














Wout mar walls! 
MOORE push-tess wanctrs 


(The Hanger with the Twist) 


MOORE pusu-pins 


(The Pin with the Handle) 





Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. 


MOORE PUSH-PIN COMPANY ¢ Sv«ce /900 
113-25 Berkley Street, Philadelphia 44, Penna. | 

















ROLLING STORE LADDERS 
“A” Type Ladders ’ Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 
Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 


I. D. COTTERMAN “”"Sicaco« 
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HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all 


Send for illustrated literature. 


Arrange Now for Postwar Bronze pesiags 
AVOID DELAY LATER | 


UNITED STATES BRONZE SIGN CO. INC. 





“BRONZE TABLET HEADQUARTERS” 





570 BROADWAY, NEW YORK 12, N. Y. 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 











To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


AD io avn accacasdi xcs ssmseeanasncerginaentesesunennentomnacenbaplenrcitasantnataiibebeediaaatbs = 
(Please attach your business card or letter-head) 





I isch eicetilinceemaneed 


TUN cs sskntcocschstcnecesnsassnancobcmesisovsnndunisbincehnenebeceninabbensisiehenQeanetecainenieatiatnraap inane 
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DERE RRR REESE Se EO 


In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 





Changeable letter signs 
for every purpose. Send 
for new edition of our 
20-page catalogue. 


37 East 12th St. 


A Cc bail E New York 3, N. Y. 


“us DEERE EEE ee 


Ba} 
WOODSTOCK 


TYPEWRITER 
See Woodstock Adv. Page 119 


























PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 




















Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 





$5 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


Chicago 5, Ill. 


508 So. Dearborn St. 
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Wr. Dealer... 


Today's expenses and profits are in wood files while waiting for 





| steel. Sorry we can't give you steel files this month but we can 
| ship 2, 3, 4, and 5-drawer letter and legal with and without lock | 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, | 
also tab files. Fairly prompt shipment. | 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES 
BOX 258 D SKOKIE, ILL. 































Ae” FIRST in LINE 





Toey Le all be back soon — those office appliances you need — are 
waiting for. First in line of march will be Error-No line-by-line, all- 


steel copyholders. 


Of course we are taking orders for Error-No for future delivery. No 


dates . . . no promises until the shooting is over. 
Those first in line now with orders for Error- Laror- No 


No will be first to receive them when they 
come off the production line. 


Other famous 
Hall- Welter 
products are 
Chexsigno 
(Check Signer) 
and Speedrite 
(Check Writer) 





.. \ \\i / f 
THE DAW 5 VEG ° CORP. 
DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 
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TL TAINKING AHEAD 


What a shame that it takes a war to generate so many good ideas for 


the improvement of products and methods. 


The conditions that exist in wartime cause people to begin THINKING 
again. 
It is our job to THINK—so that, in the future, you will have wood office 


furniture that is engineered for efficiency as well as designed for beauty. 


GUNN FURNITURE COMPANY 


MICHIGAN 








| GRAND RAPIDS 2 





















» » » Keeps up your 
equipment volune NOW! 


Made without an ounce of steel or 
rubber — without altering the 
basic design which made its reputa- 
tion as one of the greatest aids to 
desk workers. Your customers ap- 
pteciate the opportunity to keep up 
efficiency with an item obtainable 
now; their satisfaction brings you 
repeat orders . . . The base and as- 
sembly rods are wood. The uprights 
are treated hardboard which gives 
a warm, pleasing appearance and 
great durability. A companion item 
Equals 6 baskets J (iltastr ois! 6¥-S to the successful glass Handi-pen set. 
or trays — Takes |! — requirements of the Stock both ... Write for circulars. 


average business desk. Models 


‘ Hq E 
eee |. FF 3V~s to 12V-S use standard as Senghusch Self-Closing Inkstand Co. 
: 305 Sengbusch Bldg. Milwaukee, Wis. 
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CLOTHING PRICES * FOOD PRICES * 
UP 175% Ace 
VAJIOAD 
IAOT? 
id e e n*4, 
e 
SUP 42% 3 UP47% 
Mos WORLD WORLD 
\Z7~ TRE . WAR 1 
*64 months after war Started 
It’s a far longer and more expensive war than the last one—but this time the cost of 
living hasn’t been allowed to get out of hand. If you’re ever tempted to grumble at 
price-and-wage controls, look at these charts—and DON’T. They’re one reason to bless 
ceiling prices,..and tocheck ’em whenever you shop. (They’re postedfor your protection!) 
e 
he | 
e 
The Millionbucks get no more points than the poorest folks in town. Necessities are 
rationed to see that each gets his share. And rationing also keeps prices down: without it 
the fellow with the biggest wad of dough would have a terrific edge. Share and play square 
.. . pay points for everything you buy. (And shun black markets like the enemy they are!) 
The plain bread-and-butter fact is this: there’s about $1.50 in people’s 
pockets for every dollar’s worth of goods in the stores. 
Splurge—buy anything you don’t actually need—and you put the heat 
on everything to rise all along the line. 
Save—deny yourself something you want but can get along without— 
and you help yourself a little today and a lot tomorrow. 
Squeeze that budget. Squeeze a little more money into your savings 
account. Squeeze a little more into insurance. Squeeze yourself into buying 
another War Bond today. ..and every month from now on in. 
Wise enough to harness your money for your own safety ? 
ONLY YOU CAN DO IT. 
A United States War Message prepared by the War Advertising Council, approved by the Office of War Information; and contributed by this magazine in cooperation with the Magazine Publishers of America. 
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A. animated window display, 3 full pages of 
advertising, radio broadcasts, “total’’ employee- 
cooperation, stimulated by friendly competition 
and daily rallies, and storewide poster displays 
were among the methods used by a southern de- 
partment store to sell $1,481,875.00 in War Bonds 
—surpassing their 6th War Loan quota by well 
over half a million dollars! 


American retailers may be equally proud of 
the $25,000.00 in War Bond sales, made in the 
same drive by the 44 employees of a small city, 
eastern chain store. Also among thousands 
worthy of “honorable mention” are the several 
stores of a drug chain which in one month sold 


$14,000.00 in War Bonds and Stamps! 


by Over SOUDOD000! 


Using the powerful ammunition of advertising 
space, bond-selling booths, and ingenious War 
Bond promotions, retailers from Maine to Cali- 
fornia are hastening the day of the victory parade 
and helping to block inflation. 

Are you “out front” in this coast-to-coast effort 
to sell more bonds? Remember, the continued 
success of your business rests upon the future 
prosperity of your town or city—and this depends 
upon the postwar security of the families in your 
community. Families can have no greater protec- 
tion than a sturdy bulwark of War Bonds. Help 
them, your community—and yourself—by adver- 
tising, displaying and SELLING War Bonds 


today, tomorrow and every day. 


The Treasury Department acknowledges with appreciation the publication of this message by 


OFFICE APPLIANCES 


This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council 
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* 
SHEETS 
DON’T SPILL 


when you use 


FAULTLESs 


xe. 


| RING BINDERS 


NO PINCHED FINGERS 
SHEETS LAST LONGER 
SHEETS DON’T JAM 

















The 
SHEET LIFTER 
REMOVES ALL 
STRAIN FROM 
OUTSIDE £DGE 
OF PUNCHING » 


Mm... due to this distinctive feature 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 


* 











MR. DEALER... 


Sorry if you feel that we have not given you our usual high standard 
service in filling your orders... . DELAYS ARE UNAVOIDABLE THESE 
DAYS. ... We are happy to have done a fair job in these trying times. 


. .. We appreciate and thank you for your indulgence. 


Continue to send us your orders for typewriter stands and stools and 


we will fill them as promptly as possible. 


S.H. GOULD CO. 


STANDS e STOOLS « TABLES e CHAIRS 
PRODUCTS OF METALSTAND co. 


201 N. Broad St. : Philadelphia, Pa. 
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Moon . . . we hope! May it 




















really be soon when our war ( 
work is done and we can offer 
you Royalchrome again. For then 
... after Victory is won... we'll ( 


roll up our sleeves for a peace- 
time job. And Royalchrome ...the 
furniture line of tomorrow .. . 


will then be on its way to you. 


It will be the same comfortable, 
handsome, durable line you’ve 


liked so well—made even better 





with bright new fabrics and in- 


creased construction ‘‘know- 











how.” The Royal Metal Mfg. Co., i 
* 

175 North Michigan Avenue, 1! 
F Chicago 1, Illinois. 


LINE OF TOMORROW 


Metal Furniture Since '97 


7 \ \ RS Ss, 
Royal Steel Folding Chairs + -f : = « Royal Housewares 


Dis timCtiva Fyeertuas 
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ATION THAT CANT BE BEAT 
= 


Individually they improve the work of any stencil 

duplicator. But when used in combination with 

each other, they produce the finest possible re- 

| sults—plus that added touch of perfection which 
I only 40 years of experience could accomplish. 








A COMBIN 








The Most Complete Line of Duplicating Equipment 


Ly. Her 


ALWAYS 





SATISFIES 























Mary had an old machine; 
Its keys would skip and jerk. 


And every time she typed her notes, 





They muddled up her work. 


quick touch 


The light, 


‘ A.W. No longer could she use. 
to hit and hammer 


)/ "ee 
- 
| T- She had 
XK \ J. 
a And watch 


A WA U4 


now, 


ner P*s and Q"s. 


Her letters turned out blurred and s: 


a f > 

‘s 
Mh eax had 12 9] 
They had her all } 


erplexed. 


(2627 > Until one day she stamped her foot 
— ae 
C} » that cheatd dr ot 7 
she knew what she'd do next! 
G? She took her problem to the boss, 


Lz. st ba ded ; 
eg and dropped it in his lap. 


y she screamed: "This is a total loss, 


can I type with that?" 


How 


Our factory at Pridge ( € r y 
flies the A -Navy led 
a second ¢ ion aQwar f tu 

t 





Copyright 1944, Underwood Elliott § 


er Company 


Uy DERWOOD... weires a verrer...gerrer! 











neared 9 


| 





_ a ay \yh 
Puce 


"T want an Underwood 





Said she, 
It's light and fast and neat. 
Its touch is super velvet smooth! 


Its work just can't be beat." 


He bought an Underwood and now 
He's glad he took her cue. 
It writes his letters better and 
Will do the same for you. 

A 

f ™ 










Dear Boss: 

Next time you sign your letters, 
look them over carefully. 

If your letters are not as neat as 
they should be, don’t blame your 
secretary...it’s probably her machine. 

Get her an Underwood as soon 
as they are available,* and watch 
her work improve. After all, there’s 
a picture of you in every letter she 
writes, And since your letters are 
your personal representatives, make 






every picture clean-cut and 
appealing with an Underwood. 


_ eee 








* Underwood Typewriters are available nou 


subject to War Production Board regulations, 


Underwood Elliott Fisher Company 
One Park Avenue, New York 16, N. ¥ 
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